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The Texas Company installation at Lub- 
bock, Texas employs eight BiRotor Meters 
below the rack with automatic Quantrol 
Counters at a remote location above the 
loading deck. 
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At Albuquerque, New Mexico, The Texas Company installation uses 
eight vertical line-supported Brodie BiRotor Meters located below 
the rack with ticket-printing Brodimatic Counters and Shock-free 
Quantrol Valves above the loading platform. 


with BRODIE BiRotor METERS and 
SHOCK-FREE QUANTROLS 


Leading the trend toward simplified piping, and safer, 
cleaner loading-deck areas, Brodie BiRotor Meters 
lend themselves to complete flexibility of installation 
for every piping requirement. Brodie BiRotor Meters 
can be line-supported in either vertical or horizontal 
position, beneath the rack, and out-of-the-way of 
traffic and working areas. Elevated above the deck 

.. remote from the meter itself... are Brodimatic 
direct-reading and recording counters connected to 


Bro 


Shock-free Quantrol valves providing remote auto- 
matic quantity control for exact pre-set gallonage 
transfer. Unobstructed eye-level readings above load- 
ing deck contribute to greater accuracy, control and 
convenience of the operator. The result is faster safer 
loading of more gallonages in less time. 

For sustained accuracy, low maintenance, instal- 
lation flexibility and safety, investigate Brodie Bi- 
Rotor Meters, today. 
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Among other things... 


The prominent feature of this issue of course is the an- 
nual statistical study of the oilheating industry's sales, 
prices and dealer management practices for 1956. This 
has to do primarily with oilheating equipment rather than 
the fueloil end of the business . .. which gets a similar work- 
out in September issues. The many facts and estimates of 
our January “Yearbook” issues have been accepted source 
material for many years, which is why we particularly en- 
joy digging for them throughout the industry. 

Immediately following the statistical presentation is a 
description of the successful philosophy of the Goodling 
Electric Co., where “The Customer’s always right.” 

More food for thought can be found in what Kirk 
Shivell calls “Oilheating’s biggest Problem.” He says its 
lack of sales power and presents an interesting argument 
for an optional pricing arrangement. 

Also be sure to look at the revealing analysis of the 
OHMR co-operative oilheating promotional programs and 
an example how OHI of Wisconsin plans to better its cam- 
paign this year. (Pages 82 and 83) 




























H“” NEW YEAR! That’s for 
everyone who makes his living 
primarily in the oilheating and fueloil 
business, plus a few spare parts from 
the related industries. 

It is a fairly happy family we have 
because in spite of our thousand and 
one troubles we sometimes notice that 
there are other industries with two 
thousand and one. 

Take for instance the gas industry. 
How would our oilheating friends feel 
about a newspaper item like the one 
that appeared in Harriet Van Horne’s 
TV column in the New York World- 
Telegram and Sun on December 13? 
Thus: 

“After January 10, nobody on cBs 
Playhouse 90 will be allowed to put 
his head in the oven and end it all. 
There will be no blowing oneself to 
bits in a slight kitchen mishap either. 

“On January 10, you see, the Amer- 
ican Gas Association assumes sponsor- 
ship of this costly dramatic show. In 
consequence, a concise and specific 
memo has gone out to all writers, di- 
rectors, idea men and others involved 
in the weekly production. It says: “No 
more deaths or accidents by gas, 
please.” ” 

eo 
AT THE END of an old year and start 
of a new one it’s customary to relax 
for a few minutes and wonder just 
what progress was made or is about 
to be made. A lot of the statistical side 
of it is related in this issue. Fueloil 
business was wonderful due to the cold 
winter and good margins; the oilheat- 
ing side slumped a little but was still 
above our ten-year postwar average. 

There wasn’t much that was star- 
tling in new product development al- 
though there were rather exciting hints 
of things to come a little later. We 
seem to have leveled out on a plateau, 
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but we’re too vigorous, too young as 
an industry to stay there for long. 

The new year will begin to put some 
emphasis on oilfired cooling units, in 
other words year-round aircondition- 
ing with oil as the fuel. Three equip- 
ment manufacturers and two major oil 
company laboratories are making good 
headway down this street. At the 
spring meeting of API in Atlantic City 
there will be a presentation to show 
current progress on cooling with oil. 

Then one major company laboratory 
has developed a small burner for No. 2 
oil that fires as low as one-eighth gph. 
It’s a venturi type with air tubes cast 
into the combustion chamber and gets 
near perfect burning with zero smoke. 
It’s a much-needed item, particularly 
for water heaters. 

% 
ANOTHER SIGNIFICANT progress item is 
in the results being had in the numer- 
ous co-operative promotional cam- 
paigns for oilheating under the aegis 
of Oilheating Market Reports. There’s 
a tabulation of dollar figures in a page 
article in this issue. 

Some 37 markets have been surveyed 
and recommendations for their sup- 
port have been forwarded to the ma- 
jor supplying companies. Others are 
being studied, and 25 of the cam- 
paigns were rolling during 1956. The 
initiative must come from the local 
fueloil distributors. 

If your group should decide that it 
could be helped in the competitive fuel 
race by advertising to glorify oilheat- 
ing, and are willing to put some sup- 
port behind it, you could probably get 
help from the supplying companies. 
The general plan is that the retail side 
of the industry supplies 60% of the 
fund and the wholesale segment 40%. 
In a typical campaign the retail vol- 
ume is called on for 25¢ a thousand 
gallons and the wholesale for 15¢ a 
thousand. 

For more details write Oilheating 
Market Reports, 424 Madison Ave., 
New York 17, N. Y. 


ole 
GETTING BACK TO airconditioning as 
an industry and as a possibility for 
oilheating dealer profits, 1956 saw 
quite a pickup in this activity, accord- 
ing to a spokesman for the General 
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_ putting real money behind their pre- 





Electric Co. He estimated complete 
home cooling jobs installed in 1956 at 
175,000. It’s still a rather small indus” 
try but showing lusty growth from the 
estimated 115,000 of 1955. 

G-E estimated that 52% of the jobs 
were in new homes, and of these 94% 
are combination heating and cooling 
units. Among the 48% that went into 
old homes only 15% were combina 
tion heating-cooling and 85% were 
separate cooling units. 

They predict that in the year 1962 
there will be 870,000 cooling installa. 
tions made in homes, with 43% of - 
them into new homes and 57% into 
old. They also forecast the idea that 
in that year 29% of all new homes 
built will have central cooling. 

To make those figures come out you 
would have to assume that in that year 
there will be built 1,300,000 new 
dwellings, which is probably reason 
able. Most economists use 1962 as the 
next big housing surge, as the wartime 
babies mature and need homes. 

The G-E people have a record of 
















dictions, as for example in their new 
multi-million dollar airconditioning 
plant at Tyler, Texas. 
oe 

FUELOIL DISTRIBUTORS are moving into 
this winter peak season with mixed 
feelings. Never before have we had s0 
many voluntary comments about the 
impending fueloil price increase. . . 
or at least the newspapers say it’s com 
ing. Curiously, as this is being written 
on December 18, the big oil companies 
don’t know about it. 

But the new twist is that when the 
Suez fracas started and the commen: 
tators predicted higher fueloil prices a 
lot of our good friends gritted their 
teeth but filled their storage to the 
brim. That was seven weeks ago and 
it’s still chock-a-block. Now they're 
worried . . . isn’t it ever going to f 
move? 

With degree-days showing milder 
than normal to date, and the woolly: 
bear caterpillars showing stripes of all 
widths so that no one can trust them, 
what if the price of oil should drop’ 


How gruesome! 
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be sure you get 
the inside story 


on original and dependable 


VENTALARM 


WHISTLING TANK FILL SIGNAL 
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or | Whistle Protection’ 


; the Now ... there is a non-corroding screen 















rime inside all VENTALARM Signals and 
VENTALARM GAUGES .. . sealed into 
position over the whistle top opening. 

1 of This guarantees that no bugs, pipe scale 
or other foreign matter will get into the 

pre: whistle to stifle the sound. . . a further 

new betterment to assure proper, positive 

es performance in fuel tank filling safety! 

' Over 4,000,000 oil heated homes now enjoy 

trouble-free VENTALARM Signal performance. 

into VENTALARM GAUGE 

ixed For new installations . . . don’t forget 

dso the money-saving convenience of VENTALARM 

we Signal in combination with a tank gauge. 
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| and Other Scully Fuel Oil Delivery Aids 
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nem, Scully Throtlator Scully Swivel Connector Scully Nozzle 

rop? Automatically controls fuel oil pumping speed. Guarantees easy positioning of nozzle without hose Engineered for modern fuel oil delivery. Provides 

: Ends hand throttle adjustment and needless racing twist. Exclusive safety retention sleeve holds swivel for full-flow discharge rates. Allows infinite adjust- 

of truck motor and pump. Automatically adjusts parts firmly in place. Ball bearing action assures ment of flow rate. Cut-off is clean ; surge eliminated. 
nd speed to proper RPM for maximum pump smooth turning even under full hose pressure. Only half the weight of a conventional nozzle to 

- iency when power take-off is engaged. Only handle. Has built-in check valve. 










































4” square; easily installed under the engine hood 
near the carburetor. 


Contact your Regular Supply House 


Scully Products are manufactured 
under U. S. and Foreign Patents 


___ *€ Patents Pending. 











SCULLY SIGNAL COMPANY 
174 Green Street, Melrose 76, Mass. 
Canadian Branch: Scully Signal Ltd., 286 King St. W., Toronto, Ontario. 



















Wrcienes eos the unsettled world 
condition and the large news- 
paper publicity on the pending fuel- 
oil price increases, the changes in the 
table this month were not too signifi- 
cant. 


The Pacific Coast markets had in- 
creases of .5¢ or .6¢ per gal. all the 
way from Spokane to Los Angeles. In 
the East only Springfield, Mass., and 
Hartford, Conn., had increases in the 
month ending December 15. 


These were more in the nature of 
price adjustments because at the time 
of the previous month’s reporting there 
was considerable backing and filling to 
get the market stabilized. The result 
is that those two cities had not yet 
shown the October increase, but they 
have now moved up to the same point 
as Providence and one-tenth below 
Boston. 


There was just one movement in the 
Midwest that was the tank car price 
in Indianapolis which appeared to re- 
duce the margin by fifteen points as a 
result of an increase of that amount. 


The degree-day table reflects a very 
mild November. In the heavier oilheat- 
ing areas, if we base the observation 
on only the northern cities with heavy 
fueloil gallonage, we find the season to 
November 30 to be 4% warmer than 
normal. 


If we isolate the New England and 
Mid-Atlantic markets, we find them 
2'% colder than normal because of the 
early season chill. 


Primary stocks of distillate fueloils 


Tank Tank 

Car Wagon 
Portland, Me. | 14.9 
Boston 11.0 15.0 
Providence 11.0 14.9 
Springfield, Mass. 1:25 14.9 
Hartford li 25 14.9 
New Haven 10.9 14.6 
Syracuse 11.9 15.1 
Albany 11.1 14.7 
New York 10.9 15.0 
Newark 10.9 14.6 
Philadelphia 10.9 14.4 
Harrisburg 10.9 15.0 
Baltimore 10.9 14.7 
Wilmington, N. C. 10.9 14.2 
Washington 10.9 154 


*Delivered. 


No. 2 Heating Oil (Including No. 3 & PS200) 
Price per gallon as of December 15, 1956 


Tank 
Car 
Richmond” 11.3 
Charleston, S. C. 10.9 
Chicago 11.2* 
Detroit 11.75% 
Cleveland 11.6* 
Minneapolis 10.75 
St. Louis 10.9* 
Indianapolis 11.5* 
Milwaukee 12.5* 
Des Moines 10.5 
San Francisco ItA9" 
Portland, Ore. 11.85* 
Seattle 11.85* 
Spokane 14.25* 
Los Angeles 10.65* 


Tank wagon prices shown are for maximum one-time delivery discounts. 


——ONE MONTH ONLY 


DEGREE DAY TABLES 
——SEASON TO DATE— 





November Percent Sept. through Nov. 
Normal 1955 1956 Change* Normal 1955 1956 
780 821 749 — 4.0 Albany AP 1362 1382 1475 
393 433 436 +10.9 Atlanta AP 511 ply 489 
582 648 469 —19.4 Baltimore CO 910 906f 795 
618 685 560 — 9.4 Boston AP 1010 1077 1064 
753 788 688 — 8.6 Buffalo AP 1308 1262 1206 
765 864 724 — 5.4 Chicago AP 1205 1209 963 
7 4670206 | 6643134 Cincinnati CO 831 976 824 
699 785 665 — 4.9 Cleveland AP 1114. “3157: 1022 
299 347 355 +18.7 Dallas AP 352 =8=401 369 
771 857 829 eS Denver AP 1316 - 1319 1372 
798 1008 807 + 11 Des Moines AP 1252:.0:%425" 1072 
747 811 716 — 4.2 Detroit AP 1224 1195 1128 
756 86847 755 —O.1 Grand Rapids AP 1255 1247+ 1241 
699 754 698 — 0.2 Hartford AP 1184 1237 1364 
999 1355 967 — 3.2 Helena AP 1936-2217 “I791 
181 196 204 Sloe Houston AP 188 2LT 204 
7—60CUC SCT Sl Indianapolis AP 1090 1171 958 
621 740 622 i+ 0.2 Kansas City AP 905 940 702 
140 144 42 —70.0 Los Angeles CO 198 208 76 
S719 653 46624: +758 Louisville AP 862 887 818 
831 939 840 “7 ea Milwaukee AP 1393 1416 1315 
960 1173 920 — 4.2 Minneapolis AP 1576 1732 1393 
141 189 186 31.9 New Orleans CO 146 206 186 
561 627 545 — 2.9 New York CO 863 839 863 
783 1029 .752 — 4.0 Omaha AP 1202 1399 991 
716 “S51t 936 + OTS Philadelphia AP 768 723+ 840 
642. i693 597 — 2.5 Pittsburgh CO 966 998 907 
825 861 806 — 2.3 Portland, Me. AP 1539 1608 1632 
534 656 569 + 6.6 Portland, Ore. CO 899 1044 979 
672 711 630 — 6.3 Providence AP 1160 1153 1218 
543 622 573 + 5.5 Roanoke, Va. AP 826} =871 861 
570. 650°. 370 0 St. Louis CO 810 868 655 
771 875 915 28.7 Salt Lake City AP 1240 1369 1372 
237 273 EN 274 San Francisco CO 475 630 432 
1005 1049 953 — §.2 Sault Ste. Marie AP 1942 1900 1866 
540 708 567 77340 Seattle CO 1003 1245 1093 
756 843 745 —1.5 Toledo AP 1245 1282 1191 
tae: Fe: 9 tT Washington AP 793 775 836 
*Compared with normal. City Office. tAirport. 


Ta 
Warn 
14.6 
14.1 
14.6 
15.2 
14.6 
14,3 
14.4 
15.1 
15.5 
14,2 
13.7 
14.4 
14,5 
16.9 
13.2 


Percent 
Change* 


+ 8.3 
— 43 
—12.6 
+ 5,3 
— 7.8 
—20.1 
— 0.9 
— 83 
+ 48 
—11.0 
—14,4 
— 79 
— ll 
+15,2 
— 7,5 
+ 85 
—12.1 
—22.4 
—61.6 
— 51 
— 5.6 
—11.6 
+274 
0 
—17.6 
+ 9.4 
— 61 
+ 6.0 
+ 89 
+ 5.0 
+ 42 
—19.1 
+ 10.6 
— 91 
ee 
—— ae 
— 
+ 5.4 
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east of the Rockies were 7.3% higher 
on December 7 than they had been on 
the corresponding date of the previous 
year. Both the East Coast and Mid- 
west showed substantial gains, and the 
Gulf Coast a moderate decline. Ship- 
ments to Europe from the Gulf Coast 
were running quite heavy at that time. 


Distillate Fueloils 


PRIMARY STOCKS* 


(Thousands of Barrels) 


East of Rockies 


Year ’ re 
+ Beautif 
inet: 
®Shippec 
Backed 










Dec. 7, 

1956 
East Coast 58,548 
Midwest 45,372 
Gulf Coast 25,079 
Total 128,999 





* American Petroleum Institute. 


January 


1957 


Dec. 9, 
1955 
54,018 
39,162 
26,991 
—— 


120,171 
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FOR YOUR CUSTOMERS! 
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DYNATHERM 


Gives You an Edge on Competition! 


Acclaimed America’s finest Oil Heat Package Unit, the Bethlehem 
DYNATHERYM is truly the most efficient automatic heating plant on the 
E xe lu s iv e market. It actually exceeds customers’ expectations because it gives them 
more for their money in fuel economy, convenience and comfort than 
coe . 
Selli ng Features they have ever known before, regardless of what heating system was 
used. Fuel savings of more than 40% are common... one reason why 
The Whirling Flame—secret of its amaz- the Bethlehem DYNATHERM pays for itself in 5 years! Then too, it 
— comes completely assembled and tested at the factory, thereby reducing 
steel construction for permanence! ‘ ° p ° \ 
Thoroughly insulated like a giant thermos installation cost, and assuring dependable, uninterrupted service. 
which assures minimum radiation and 


heat loss throughout the entire year! If you’ve been losing sales . . . why not get started selling this outstanding 
VAUl the domestic hot water you need—the Package Unit with many exclusive features . . . that offers everything your 
year ’round—at the lowest possible cost! t h looki for in Healthful Heati ' 
WBeowifully Paha aa ke ae customers have been looking for in Healthful Heating! 

cabine: 3 


I A iat s' Hadetgeniibor! Want to make more sales? ... more profit? ...have more satisfied cus- 
Backed by a 101 -year-old firm! tomers? Then—wire or write immediately for full information! 


BETHLEHEM FOUNDRY & MACHINE COMPANY 


BETHULCER Em, PENNSYLVANIA 


AM 





Oilheating Trends 





ESTIMATED installations of domestic 
oilburners and units in November were 
65,579 which represents 25% decline 
from the same month the previous 
year. This drop was obviously caused 
by uncertainty over the Middle East 
situation and the effect it might have 
on oil as a fuel. 

Thus far, it appears that the appre- 
hension was overdone because there 
has been no change in the domestic 
market, at least in the wrong direction. 
Probably the sharp drop in new home 
starts in September will have a bigger 
effect in the long run than the whole 
Suez problem. 

At the end of eleven months, total 
installations have been 675,682 com- 
pared with 786,895 showing a drop 
for the full period of 14%. 

November installations were di- 
dided: New Homes, 24,838; Replace- 
ments of old oilheating equipment, 
14,382 and Conversions from other 
fuels, 26,359. 





Burner Stocks: Dealers played it 
very safe during November and re- 
duced their inventories of domestic 
burners and units to an estimated 69,- 
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Minimum Retail Prices 
of Key Dealers 


Nov. Avg. Oct. Avg. 
Separate Burners $311 $313 
Boiler-Burners 716 720 
Furnace-Burners 600 606 


Price Index: Separate Burners 
1947-49 is 100% 


WHOLESALE 


Nov. 995.1 Six monthsago 93.5 

Oct. 94.5 Yearago 89.2 
RETAIL 

Nov. 92.5 Six monthsago 92.1 

Oct. 92.8 Yearago 92.8 
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997 at the close of the month. This 
compares with 107,632 the previous 
month and with 115,388 on Novem- 
ber 30, 19595. 


Naturally, this inventory unloading 
process reduced factory shipments ac- 
cording to field reports, but should re- 
sult in a little better factory outlet in 
the remaining winter months. 


The November 30 stocks were di- 
vided: Separate Burners, 38,296; Boil- 


er-Burner Units, 13,192; Furnace. 
Burner Units, 18,509. 


Tank Stocks: Were down moderate. 
ly to 37,121 compared with 56,737 2 
month earlier and with 40,702 a year 
earlier. Curiously the average price 
paid by dealers during November for 
a 275 gal. basement tank dropped one 
dollar to reach $33. The only logical 
explanation was that dealers were not 
buying any more than they had to. 


















FACTORY SHIPMENTS 


IN THOUSANDS OF — LS 8 
DOMESTIC OILBURNERS & UNITS 
DOMESTIC GAS BURNERS====2= 
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Shipments of Oilburners and Units 


(Including Exports) 


Adjusted to include manufacturers other than the 145 reporting to 
Census Bureau, FuELoiL & Om Heat's estimates of shipments are: 














—OCTOBER TEN MONTHS———— 

Percent Percent 

1956 1955 Change 1956 1955 Change 

Separate Burners 65,175 65,613 — 0.7 415,475 495,180 — 161 
Boiler Units 11,269 8,309 + 35.6 64,704 72,340 — 10.6 
Furnace Units 19,389 21,088 — 8.1 166,377 180,946 — 8.1 
All Domestic 95,833 95,010 + 0.9 646,556 748,466 — 13.6 
Commercial 4,086 4,661 — 12.3 34,476 33,615 + 2.6 
Total 99,919 99.671 - + 0.3 681,032 782,081 —~ {79 








1947-49= 100 
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THESE HAZARDOUS CONDITIONS! 
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No. 7A 


Yes! You can stop these undesirable delivery nuisances, 
and more. For, in addition to controlling and eliminat- 
ing hazardous conditions, this inexpensive OPW sig- 
naling device speeds up deliveries, increases filling effi- 
ciency and serves as the perfect shut-off-time alarm. ‘ : A FULL TANK 


FILL while it whistles — STOP when whistle stops. — SAFELY FILLED 
Tank always fills to proper level. ~ - 


FILL-UP TIME, ANYTIME, DAY OR NIGHT, FROM OUTSIDE 


THE BUILDING, WHETHER CUSTOMER IS AT HOME OR AWAY 


FREE BULLETINS F-30 and F-34 give full 
details on all styles, installation, etc. 


OPW CORPORATION 


2735 Colerain Ave. © Cincinnati 25, Ohio © Kirby 1-5400 
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Year-end viewpoints. The regular 
group of oilheating and fueloil dealers 
who cooperate with us in monthly 
studies throughout the year was asked 
to give us any comment on the items 
uppermost in their thinking as we 
round the turn into 1957. 

As would be expected there are 
more complaints of industry condi- 
tions or practices than there are favor- 
able comments. But there is very little 
evidence of defeatism over the indus- 
try’s problems. We've grouped the 
comments under general headings. As 
you read them keep in mind that they 
come from all sections of the country 
so that the conditions that they de- 
scribe would not necessarily fit your 
market. 

This study is longer than usual, but 
we believe if you read it all you will 
get a pretty good impact of dealer at- 
titudes in this month of December. 


Prices: Fueloil & Equipment 


® Gas competition was rugged in 1956 
and will be much worse if fueloil ad- 
vances for any reason now. A gas con- 
version burner takes an oil customer. 
Equipment prices have advanced and 
indirect benefits have been withdrawn 
by manufacturers and are not matched 
by retail sales advances, . . 1957 should 
be about the same as °56 for equipment 
with about 10% growth as far as fuel 
load is concerned. . . 

@ Our outlook is optimistic. We look 
for a good year in 1957—looking for 
warm air and airconditioning sales to 
increase—and planning accordingly. 
Gas competition does not worry us as 
much as higher fueloil prices. 

® Our operation subject to a very defi- 
nite pattern of diminishing return, 
prices of every type of material have 
increased sharply, no particular change 
in employee productivity, stationary 
margin, sales gimmicks and discounts. 
Under the circumstances, we are not 
very optimistic. 

@ Natural gas prices the same as they 
were in 1933 when they came to town. 
They are now using plastic pipe and 
piping in suburban areas that are con- 
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centrated. Further increases in fuel 
prices just price us out of business. 

@ The price of oil we feel will event- 
ually allow competitive fuels to make 
inroads. Selling price is now too high 
and certainly the Suez situation will 
not ease the market. Also, margins 
should be increased to help take care 
of the additional capital to finance 
higher prices. In our opinion, 1957 
should be as good as 1956. New 
home construction in our area remains 
high with most projects sticking to oil. 
@ Suppliers’ attitude of saddling most, 

if not all, of any of the increases de- 
rived from a barrel of crude on oil 
fuel. 

@ We have never had so much opposi- 
tion to the retail price of fueloil as 
these last few months. Gas is making 
heavy inroads in the last six months in 
this area due to their practice of pay- 
ing the plumbers for every gas job they 
install. This has cut our burner sales 
quite a bit also. 

@ Price increases of oil will do more 
than anything else to hurt future oil- 
burner sales. It is hard for us to see 
why only people who heat with oil 
should be penalized for the interna- 
tional situation. It is our opinion that 
the international situation is a situa- 
tion for everybody, and the govern- 
ment should not allow oil prices to in- 
crease but should meet the increased 
cost as part of an over-all picture of 
war. 

@ The fuel dealers who make a prac- 
tice of cutting the price of fueloil to 
small homes definitely do us no good. 


@ There should not be so much pub- 
licity on oil shortages and higher 
prices. This talk is driving people to 
gas. Help is a problem, and a good 
helper is an asset to any business. 
When you have good help, hang on 
to them. Gas is becoming a greater 
threat everyday, and is actually cheap- 
er today at oil’s 15.5 per gal. prices. 
® With coal and oil prices going up, 
I hope they increase the price of gas. 
Probably with election out of the way, 
the gas bill will get passed. 

@ The cost of gas to the consumer has 
increased very lictle, if at all, during 
the past ten years. In the same length 
of time, the cost of oil has almost 
doubled. Practically all of this increase 
has gone to the producer or refiner. 
Can it be that the utilities are immune 
to rising costs? Can it be that all of the 
oil increase is confined to the produc- 
tion and wholesaling of fueloils so that 
the major companies may feel justified 
in increasing their wholesale margins 
while letting their retail margins re- 
main almost the same? Are we inde- 
pendents in the process of being slow- 
ly but surely squeezed out of the mar- 
ket? 


Oilheating Permits* 


NOV. 11 MONTH’S TOTAL 
1956 1955 1956 
8 Albany, N. Y. 89 62 
96 Baltimore, Md. 614 680 
143 Bridgeport, Conn. 1424 1259 
5 Columbus, O. 354 30 

68 Detroit, Mich. -> LYS 
69 Elizabeth, N. J. 361 682 
33 Freeport, N. Y. 403 «f 
110 Hartford, Conn. 564 663 
9 Irvington, N. J. 306 §=340 

76 Meriden, Conn. 459 587 
68 Milwaukee, Wis. 4795 1284 
14. Minneapolis, Minn. ~~ an 
16 Montclair, N. J. 174 164 

6 Morristown, N. J. 71 66 


22 Mt. Vernon, N. Y. 315 3s 


82 Newark, N. J. 1314 1227 
75 New Bedford, Mass. 1080 932 
36 New Haven, ‘Conn. 349 348 
37 New Rochelle, NAY, 352 256 


56 Norfolk, Va. 915 809 
.. Omaha, Neb. oy i 
13 Orange, N. J. 134 138 
7 Passaic, N. J. 120 102 
21 Paterson, N. J. 460 475 
373 Philadelphia, Pa.** 3936 2965 
76 Portland, Me. 723. ‘107 
190 Portland, Ore. 3795 2803 
6 Poughkeepsie, N. Y. 187 129 
116 Providence, R. I. 957 a 
30 Richmond, Va. 472 478 
128 Roanoke, Va. 1140 1015 
91 Rochester, N. Y. 1371 1044 
10 Rockville Centre, N. Y. 145 = 118 
88 Salem, Mass. 464 473 
.- St. Louis, Mo. 2095 aa 
13. St. Paul, Minn. 118 92 


4 Schenectady, N. Y. 101 60 
.. Spokane, Wash. AY a 
176 Springfield, Mass. 1529 i 
31 Stamford, Conn. 286 = 245 


67 Washington, D. C. 567 497 
21 White Plains, N. Y. 264 215 
19 Wilmington, Del. 482 328 
.. Worcester, Mass. 1351 “a 
60 Yonkers, New York 563 359 


28864 21887 
—24.2 


Totals 
Percent Change 


2469 





*Permits are not total sales in each mar’ 
ket since none are reported from suburban 
areas, which normally account for 20% to 
60% of total sales in each market; nor are 
they an accurate index where enforcement 
is lax. Rightly used, however, they are 2 
useful working index. 

**Courtesy of “Philadelphia Inquirer.” 


@ I think the oil industry as a whole 
is in good shape but what I don’t un 
derstand is why they have to increase 
the price of fueloil each and every 
year. The crude prices have not gone 
up, yet every January they raise the 
price. They are going to price us out 
of business. We can’t compete 

gas now: 

@ My first thought for the coming 
year leans toward the possible i 
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Gives You the 
on Competition a 


Baie has MORE of What YOU Need 


PRICED to Meet the 1957 Brand of Competition 


NEW Gas Fired Winter Air Conditioners 
ALL-NEW! Gas Fired 


and Oil Fired Furnaces! 
New 1957 Designs! Com- 
pletely Assembled and 
Wired! New Attractive 
Appearance! Designed 
to be Record-Breakers! 
Easier to Sell than to 
Compete Against! 


GAS FIRED: 75,000, 100,000, OIL FIRED: 78,000 and 
125,000, 150,000 Btu input. 100,000 Btu at Bonnet 


NEW Oil Fired Winter Air Conditioners 

















The Counterfiow 
Year ‘Round Air 
Conditioner with 
2 or 3 Ton Cooling 
Air or Water 
Coole 
Gas or Oil Fired 


The Year ‘Round 
Air Conditioner 
with 2 or 3 Ton 
Cooling 
Air or Water 
Cooled 


‘oole 
Gas or Oil Fired 


The 5 Ton Year 
‘Round Air 
Conditioner. Now 
Air Cooled as well 
as Water Cooled 
Gas or Oil Fired 


The Air Cooled 
Add-On Summer Air 
Conditioner 
2, 3 or 5 Ton Air 
Cooled Compressor- 
Condenser Units and 
Matching “’V” (Plenum) 
or ‘’Flat’’ (Duct) Type 
Cooling Coils 


The Water 
Cooled Add-On 
Summer Air 
Conditioner 
3 or 5 Ton 
Capacities 


The Basement Type 
Winter Air 
Conditioner 
Gas or Oil Fired 


Let’s consider this heating and air conditioning business 
— your business — as it is today. 


if you are not experiencing some mighty tough, profit- 
paring competition — your business is the exception. 


But, if you are seeking ways to get the jump on com- 
petition in 1957 — then it’s time you considered the 
advantages of Luxaire. 


When you have tried Luxaire, you will standardize 
on Luxaire, because you will learn that you can reduce 
costs, gain quality and profit. 


Now, for 1957 Luxaire gives you the most competi- 
tive heating and cooling line of all time — with entirely 
new units that will enable you to... 


© GET THE JUMP with NEW PRODUCTS The 


all-new Luxaire Gas Furnaces and Oil Furnaces incorpo- 
rate every real advancement in furnace design and 
construction. A complete new line of Gas Fired Duct 
Furnaces will solve many difficult air conditioning 
problems, while opening up a rich new market in com- 
mercial-industrial heating. And the new Air Cooled 
Refrigeration System for the 5 Ton Year ‘Round Air 
Conditioner makes every unit in Luxaire’s complete 
line of Year ‘Round Units either air or water cooled and 
either gas or oil fired. 


© GET THE JUMP with COMPETITIVE PRICES 


Luxaire is noted for up-to-date engineering and ad- 
vanced manufacturing that produce better products at 
competitive prices. Again and again, during a time of 
rising costs, production facilities and processes have 
been improved to increase quality without the necessity 
of increasing prices — thereby increasing your competi- 
tive advantage with Luxaire. You can depend on Lux- 
aire to make you and keep you competitive with the 
newest advancements in Gas Furnaces, Oil Furnaces 
and Cooling Units — deluxe units at down-to-earth 


prices! 
The Conver- 
sion Gas 
Burner 
Also Con- 
version Oil 
Burners and 
Coal Furnaces 





— The Counter- 


‘ flow Winter 
The Horizontal = gir Conditioner fF 


4 Gas Fired Models ~~ od 
4 Oil Fired Models ire 


The 
Utility 
Room 

Winter Air 

Conditioner 

Gas or Oil 
Fired 


The Gravity 
Furnace 
Gas or Oil 
Fired 


(Not Shown) 
Duct Furnace 
A Complete 
Line of 4 
Sizes 


it’s Easier to Sell ill insite to Sell Against It! 


C. A. OLSEN Pere COMPANY 


¢ 


loil 


The Gas 
Unit Heater 
5 Sizes for 

the Entire 

Range of 

Demand 








. . «+ Special Study 


crease in fueloil prices. Personally, I 
intend to find ways and means of mak- 
ing my customers’ systems work at 
least 10% more efficiently. A new 
firebox, perhaps, or a new burner, 
maybe a baffle, anything that will help 
offset the price increase. I'll bet the 
average customer will listen and then 
buy. Merry Christmas & Happy New 
Year to all. 

@ Near East does not worry me ex’ 
cept that it will affect business badly 
in six months time. 

@ What is going to happen to fueloil 
price due to Suez? I think that too 
much reliance is placed on petroleum 
reserves in ground and not enough on 
materials for synthetic oil. 

@ What, if anything, can be done to 
give fueloil enough cost advantage to 
offset the advantages of natural gas? 
@ Equipment prices are impossible 
and getting worse. The gross is loss. 
@ One hundred per cent of the man- 
ufacturers’, distributors’ and installers’ 
selling efforts were directed toward 
price. If that trend were dropped by 
all the trade and the same money and 
effort spent on the customer, to sell 
him on workmanship, quality, com- 
fort, etc., I am sure before long the 
price operator who must also cut 
quality and workmanship to the detri- 
ment of the customer and trade would 
soon be out and into the appliance 
business where he belongs. 


Management—labor—service 


@ Employees expect more and do less. 
Immediate gain is uppermost in their 
minds. Only real old timers have com- 
pany interest at heart. 

@ Starting 5-1-57, union steamfitters 
(oilburner installers) are scheduled to 
receive $4.10 per hour plus approxi- 
mately 10% hour fringes. Where is 
the end? 

@ Main problem seems to stem from 
increased union activity. Each year 
men get more pay and fringe bene- 
fits (pensions this year) and do a lit- 
tle less work. Each year there is more 
trouble with union delegates, busi- 
ness agents, etc. After 30 years in 
this business, we felt we had weathered 
all storms and troubles but union labor 
eats the heart right out of you. As an 
owner, you work harder to make a 
payroll for those who want to work 
less and less. There is no pleasure in 
owning a business. 

@ Why can’t the equipment manu- 
facturers come up with some really 
new innovations for a change instead 
of presenting the same old lines year 
in and year out? 


@ 275 gal. tanks cause us more loss of 


customers and loss of good will than 
any other one thing. Tanks which 
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have been in service from 3-7 years 
are the bad ones, and on several in- 
stances, the customer will immediate- 
ly install a gas burner at $150-175 
rather than pay $70-80 for a new 
tank. He doesn’t want ever to see the 
mess a leaky tank can make again. 
With all the brains the steel and the 
oil business has, or is supposed to have, 
can’t we come up with a foolproof 
storage tank for basement installa- 
tion? Has anyone ever used double 
bottomed tanks, made by a tank man- 
ufacturer? 

@ We're getting paid for service in 
an area where service is universally 
given free—no charge except for 
material needed. 


Competitive fuels 


@ Competitive fuels no real problem 
to us if we can get in to talk. 

@ We feel that gas in general is do- 
ing a far better selling job than oil. 
Selling oil to new buildings is almost 
impossible. 

@ Our market has been 95% gas for 
nearly three years. The city is now 
about 50% gas and I understand only 
500 residential permits are open until 
the public service company gets more 
gas. They expect to get a larger allot- 
ment by next fall. If gas is shut off, it 
will help our oil sales in new houses 
and for breakdown replacements. 

@ Gas is cutting into sales. Prices of 
oil will go up and gas will cut into our 
market more and more. 

@ The natural gas valves have been 
turned on and the Pacific Northwest 


is now receiving energy from the’ 


magic fuel “natural gas.” It has been 
a long suspense awaiting this hour and 
day by us oil men. However, the re- 
percussions of gas are far short of 
what we anticipated in the waiting 
period. There has been no stampede 
by the local citizenry to sign up for 
gas. I would say the introduction of 
gas has been rather uneventful. It is 
now demonstrated that they have a 
selling job to get business the same as 
the oil man. Their salesmen are meet- 
ing stiff resistance to sales and they 
are having a turnover in salesmen. If 
the oilman continues to exert selling 
and advertising efforts for his product, 
we should be able to match strides 
with the natural gas people. In the oil 
market, it is very competitive here due 
to the influx of so many new dealers 
in the past six years. 1957 looks like 
a year of intense efforts to hold the 
line in the face of new gas competi- 
tion and the highly competitive mar- 
ket within the oil industry. 

@ With the advent of natural gas, 
the Northwest has been changed from 
a captive to a competitive market. It 
is too early for volume of oil sales to 
be greatly affected, but in the past 
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three months, gas installations haye 
slightly exceeded oil. We feel that to 
tal oil volume will increase, but at a 
greatly decelerated rate. Selling costs 
will increase sharply due to the 
stepped-up activities of dealers to 
secure a greater share of the existi 
market which will cut into 1957 
profits. 
® Gas heat is replacing oil heat quite 
rapidly and we are therefore expecting 
a decline in 1957 fueloil business. 
@ Gas competition very active with a 
lower price per 100,000 Btu. 
@ We anticipate the Mid-East situa. 
tion will make a tight market on fuel 
with possibly an increase which will 
play into the hands of the hungry gas 
companies. We have lost very few 
jobs to gas in our city but the builders 
are going to gas due to lower initial 
cost of installation. The public is our 
only hope. The 1957 picture does not 
look too good profit-wise and collec. 
tions are tough. 
@ As for gas competition, I have a 
rather odd opinion of this. I think in 
many ways it has been good. It has 
put us on our toes once more, and | 
am sure that oil could not handle this 
terrific extra demand for automatic 
heat. It has not hurt us. However, | 
do say that an oil-man should not sell 
gas equipment. To me, he is a traitor 
to his trade if he does, Rather, he 
should improve his oil business. 
®@ The oil dealers have become so ac’ 
customed to a continued yearly in 
crease that it is somewhat shocking to 
realize that this pace is slowing down. 
The heavy airconditioning load in 
summer is causing concern to electric 
companies, some electric heating is 
now being used in our section; we ex’ 
pect to see more of this. 
@ Natural gas entered our city last 
May and it was a knockout drop for 
this season for oil installations, but we 
may be down but never out. Let’s hope 
for 1957. 
@ A lot of gas burners going to new 
houses and we lost one large induy 
trial account to gas and one house last 
month. However, eventually, and ! 
think in two to four years, there will 
be a shortage of both gas and oil and 
it will not matter much. We probably 
would have had a 10% increase in ac’ 
counts last year if gas had not been 
available. We still have plenty of ail 
in this area. I don’t look for any bet’ 
ter year in 1957. 
®@ The heating oil picture in this mar 
ket during the past year has taken a 
more decided turn for the worse due 
to the continuance of very inexpen 
sive natural gas compared to oil. A 
great many more conversions have 
been made to gas from oil in 1956 
than in any one of the immediate past 
(Please turn to page 84) 
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Where is the new home Market? 


No. of Permits 
Issued 


ALABAMA 
Birmingham area 
Mobile area 
Montgomery area 
Nonmetropolitan areas 


ARIZONA 
Phoenix area 
Nonmetropolitan areas 


ARKANSAS 
CALIFORNIA 


Fresno area 

Los Angeles area 
Sacramento area 

San Bernardino area 
San Diego area 

San Francisco-Oakland 
San Jose area 
Stockton area 
Nonmetropolitan areas 


COLORADO 
Denver area 
Nonmetropolitan areas 


CONNECTICUT 
Bridgeport area 
Hartford area 
New Haven area 
Nonmetropolitan areas 


DELAWARE 
Wilmington area 
Nonmetropolitan areas 


DISTRICT OF COLUMBIA 
Washington, D. C. 
Maryland suburbs* 
Virginia suburbs** 


FLORIDA 
Jacksonville area 
Miami area 
Orlando area 
Tarmpa-St. Petersburg area 
Nonmetropolitan areas 


GEORGIA 
Atlanta area 
Augusta area 
Columbus area 
Savannah area 
Nonmetropolitan areas 


IDAHO 


ILLINOIS 
Chicago area (Does not 
include Ind. suburbs) 
St. Louis area 
Nonmetropolitan areas 


INDIANA 
Chicago suburbs 
Fort Wayne area 
Indianapolis area 
South Bend area 
Nonmetropolitan areas 


IOWA 
Davenport area 
Cedar Rapids area 
Des Moines area 
Omaha suburbs 


Nonmetropolitan areas 


*Included in Maryland state total. 


No. of Permits 
Issued 


Sept. 
1,011 
295 
150 
128 
438 


883 
514 
369 


273 


11,082 
186 
5,129 
342 
1,089 
962 
1,462 
727 
93 
1,092 


983 
596 
387 


1,325 
124 
252 
121 
828 


244 
240 
4 


581 
70 
108 


26 
377 


**Included in Virginia state total. 
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9 Mo. 
9,102 
3,233 
1,481 
1,038 
3,350 


9,219 
6,195 
3,024 


2,453 


137,172 
2,019 
70,467 
4,38I 
12,650 
9,352 
17,150 
7,249 
1,310 
12,594 


11,134 
7,147 
3,987 


13,282 
1,595 
2,852 
1,466 
7,369 


2,476 
2,383 
93 


3,645 
5,997 
5,747 


42,136 
2,803 
12,854 
1,713 
7,623 
17,143 


13,197 
7,755 


1,430 
1112 
2,900 


43,980 


36,617 
1,005 
6,358 


12,963 
2,348 
469 
4,354 
918 
4,874 


7,262 
1,481 
1,067 


343 
4,371 


KANSAS 
Kansas City area 
Wichita area 
Topeka area 
Nonmetropolitan areas 


KENTUCKY 
Cincinnati suburbs 
Louisville area 
Nonmetropolitan areas 


LOUISIANA 
Baton Rouge area 
New Orleans area 
Shreveport area 
Nonmetropolitan areas 


MAINE 
MARYLAND 


Baltimore area 
Washington, D. C. suburbs 


Nonmetropolitan areas 


MASSACHUSETTS 
Boston area 
Springfield-Holyoke area 
Worcester area 
Nonmetropolitan areas 


MICHIGAN 
Detroit area 
Flint area 
Grand Rapids area 
Nonmetropolitan areas 


MINNESOTA 
Minneapolis-St. Paul area 
Nonmetropolitan areas 


MISSISSIPPI 
Jackson area 
Nonmetropolitan areas 


MISSOURI 
Kansas City area 
St. Louis area (Ill. suburbs 
listed under III.) 
Nonmetropolitan areas 


MONTANA 
NEBRASKA 


Lincoln area 
Omaha area 
Nonmetropolitan areas 


NEVADA 
NEW HAMPSHIRE 


NEW JERSEY 
Atlantic City area 
New York City suburbs 
Philadelphia suburbs 
Nonmetropolitan areas 


NEW MEXICO 


NEW YORK 
Albany, Schenectady, Troy 
Buffalo area 
New York Cityt 
Suburbs of New York City 
Rochester area 
Nonmetropolitan areas 


NORTH CAROLINA 
Charlotte area 
Greensboro-High Point area 
Raleigh area 
Nonmetropolitan areas 


Sept. 
685 
149 
233 
134 
169 


608 
60 


9 Mo. 


8,00! 
2,432 
2,151 
1,001 
2,417 


7,110 

402 
4,603 
2,105 


9,172 
1,763 
3,806 
1,210 
2,393 


971 


17,495 
8,883 
5,997 
2,615 


17,438 
7,780 
2,478 

794 
6,386 


37,608 
23,808 
3,313 
1,947 
8,540 


11,055 
7,748 
3,307 


1,887 
602 


1,285 


12,501 
3,096 


6,898 
2,507 


1,246 


3,897 
837 
2,130 
930 


1,747 
1,184 


26,535 
822 
13,923 
3,958 
7,832 


3,721 


50,342 
1,397 
7,260 

13,904 

21,396 
2,099 
4,286 


8,209 
1,089 
1,339 

946 
4,835 


NORTH DAKOTA 
OHIO 


Akron area 

Cincinnati area 
Cleveland area 
Columbus area 

Dayton area 

Toledo area 
Youngstown area 
Nonmetropolitan areas 


OKLAHOMA 
Oklahoma City area 
Tulsa area 
Nonmetropolitan areas 


OREGON 


Portland area 
Nonmetropolitan areas 


PENNSYLVANIA 
Allentown-Bethlehem area 
Harrisburg area 
Philadelphia area (See New 
Jersey for Jersey suburbs) 
Pittsburgh area 
Nonmetropolitan areas 


RHODE ISLAND 
Providence area 
Nonmetropolitan areas 


SOUTH CAROLINA 
Charleston area 
Nonmetropolitan areas 


SOUTH DAKOTA 


TENNESSEE 
Chattanooga area 
Knoxville area 
Memphis area 
Nashville area 
Nonmetropolitan areas 


TEXAS 
Beaumont-Port Arthur area 
Corpus Christi area 
Dallas area 
El Paso area 
Fort Worth area 
Houston area 
San Antonio area 
Nonmetropolitan areas 


UTAH 
Salt Lake City area 


Nonmetropolitan areas 
VERMONT 


VIRGINIA 
Portsmouth-Norfolk area 
Richmond area 
Roanoke area 
Washington, D. C. suburbs 


Nonmetropolitan areas 


WASHINGTON 
Seattle area 
Spokane area 
Tacoma area 
Nonmetropolitan areas 


WEST VIRGINIA 
Charleston area 
Nonmetropolitan areas 


WISCONSIN 
Madison area 
« Milwaukee area 
Nonmetropolitan areas 


WYOMING 
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No. of Permits 
Issued 


Sept. 
262 


3,935 
211 
676 
664 
751 
407 
211 
267 
748 


506 
185 

70 
251 


522 
219 
303 


2,461 
88 
78 


1,128 
792 
375 


245 
218 
27 


264 
81 
183 


117 


764 

8i 
214 
243 
119 
107 


3,811 


9 Mo, 
1,468 


38,806 
2,512 
4,342 
8,730 
5,313 
4,830 
2,260 
2,800 
8,019 


5,724 
2,216 

912 
2,5% 


5,131 
2,324 
2,807 


26,674 
1,537 
1,000 


12,490 
7,169 
4,478 


2,203 
2,042 
161 


3,252 
1,209 
2,043 


1,182 


9,376 
1,276 
2,041 
2,887 
1,817 
1,355 





A NEW addition to the industry’s most complete, 





most versatile line... 





COMBINATION 


FAN and 
LIMIT 
CONTROL 


i 


- Top Performance! 


- Compact Design! 


- Greater Economy! 


Unusually compact in design and easy 
to install, the new Crise combination fan and 
limit control offers all the features formerly found 
‘only in bulkier, higher priced controls. It has sep- 
arate fan and limit terminals, so arranged to pro- 
vide more space for easier, quicker wiring. The 
limit switch, equipped with gold plated contacts, 
may be used for line, low voltage or millivolt 
circuits. Fan and limit control settings and the 
fan differential are all adjustable, while the limit 
differential is fixed at approximately 20 degrees. 

This control is available with summer fan 
switch as model FAL40D3 and without summer 
fan switch as FAL4OD. It can also be furnished 
with watchspring type bimetal as FAL45D3 and 


FAL45D. 
Now—vwith the introduction of these new con- 


trols, there’s more reason than ever to switch to 
Crise. You’ll find they’re unequalled in quality, 
value and performance. Write or wire for details. 


CRO 


* COLUMBUS 16, OHIO 
Plants af Columbus and Hillsboro, Ohio 





Milburn Petty 


WASHINGTON—AIl bets are off now 
on regulation of oil imports—includ- 
ing residual—as a result of the disrup- 
tion of supplies from the Middle East. 

ODM Director Flemming has sus- 
pended consideration of the petition, 
filed by 19 oil producer groups, seek- 
ing restriction of total imports—re- 
sidual included—to the 1954 ratio with 
domestic crude production. 

Had it not been for the Middle East 
situation, which has cut off supplies 
from that area coming to the U. &., 
Flemming said the issue of limiting 
oil imports—to protect national secu- 
rity—would have been submitted to 
President Eisenhower for action. 

Import schedules for 1957, accord- 
ing to Flemming, were at such levels 
as to threaten to impair national se- 
curity. 

When the Middle East situation has 
stabilized, the whole oil imports pic- 
ture will be re-examined in the light 
of the basic objectives of the Cabinet 
fuels policy committee’s recommenda- 
tions of February, 1955, that total im- 
ports be voluntarily limited to the 1954 
ratio with domestic production. 


Curb on Residual Imports Eyed 


Since the committee’s report, how- 
ever, there have been several changes, 
including complete exemption of re- 
sidual imports from any restrictions. 

Now, with the prospect that dis- 
tribution patterns the world over will 
be altered by Middle East develop- 
ments, Flemming will take a fresh look. 

This will include a re-study of 
whether or not residual imports should 
be curbed as recommended by the 
Cabinet committee two years ago. 

Independent producers believe that 
now, “when it is indicated that im- 
ports will no longer be available in 
such excesses is the time to initiate 


means of keeping imports within prop- 
er limits.” Such is the view of Russell 
Brown, general counsel for the Inde- 
pendent Petroleum Association of 
America. 

The coal interests are urging revi- 
sion of the Anti-Dumping Act of 
1921, saying their industry has suf- 
fered from “excessive” imports of for- 
eign residual. 

So, it appears that the oil imports 


issue may come before the Congress. 


Another Try at Gas Bill Seen 


Efforts have been made to bring pro- 
ducers, pipelines and distributors to- 
gether on a new gas bill that would— 
among other things—free independent 
producers from direct federal control. 

Extent to which such conferences 
have been successful, remains to be 
seen. There have been indications that 
some producers prefer to go it alone, 
seeking to have Congress simply ex- 
empt producers completely from the 
Natural Gas Act. 

S. L. Digby, member of the Federal 
Power Commission, believes that a 
“reasonable” bill can be passed that 
would protect the interests of all seg- 
ments of the gas industry as well as 
the consumer. 

FPC members and staff would “wel- 
come such accomplishment because it 
is a physical impossibility to efficiently 
regulate independent producers under 
utility-type regulations,” Digby told 
the annual meeting of the Interstate 
Oil Compact. 


Gas Lobbying Case Is Settled 


Superior Oil Co., Los Angeles, and 
two of its employes, Elmer Patman 
and John M. Neff, have pleaded guilty 
to reduced charges—failure of the em- 
ployes to register under the Lobbying 
Act-—and the government has dis 
missed bribery charges growing out of 
an alleged $2500 campaign contribu- 


tion offer to Senator Case (R., 
S. Dak.) during the gas bill debate. 


Gas Sales Climb 8% in 1955 


Marketed production of natural gas 
in the U. S. totaled 9,405 billion cubic 
feet in 1955, according to the Bureau 
of Mines. 

U. S. consumption totaled 9,070 
billion cubic feet, up 8% from 1954. 
Residential use was up 12%; com- 


mercial, 8% field use, 4%; petroleum 
refineries, 11%; and other industrial 
use, up 1%. 

Average value of natural gas a 
point of consumption in 1955 was 404 
per thousand, an increase of 2¢ over 
1954, 

The number of residential consum 
ers was 26,100,000 in 1955, an in 
crease of 80,000 over 1954. 

No new states were added to the 43 
—and the District of Columbia—in 
which natural gas was available. 

Underground storage of natural gas 
was increased a net 505 billion cubic 
feet during 1955. Withdrawals in 
creased 32%, totaling 437 billion cubic 
feet. 

Interstate and export shipments of 
natural gas increased 10% during the 
year and made up 54% of marketed 
production. 


Study Gulf-East Oil Pipeline 


The Middle East situation, throw 
ing a heavy burden on tanker capacity, 
has prompted top government officials 
to “actively consider” various pro 
posals for enlarging oil pipeline cv 
pacity to the East Coast. 

Meanwhile, Chairman Vinson (D., 
Fla.) of the House Armed Services 
Committee has approved a report find: 
ing that the “military necessity” fora 
crude oil line from West Texas to 
California has not been proved. 


Seek Steel for Tanker Building 


Urgent need for steel to complete 
new tankers, as well as those planned, 
may bring about a steel priorities sys 
tem. It may also cause the government 
to grant rapid tax write-offs for new 
steel plant capacity to make steel plate, 
structural shapes and pipe. 


FTC Hits Gulf-Warren Merger 


Gulf Oil Corp. has denied charges 
by the Federal Trade Commission that 
its acquisition of Warren Petroleum 
Corp. violated the anti-merger law. 
Gulf said only 1% of its business was 
natural gasoline and liquefied petro 
leum gas, in which Warren is pt 
marily engaged. 

FTC Oil Marketing Probe Urged 


Senator Humphrey (D., Minn) 
says he will seek funds for FTC ® 
investigate the petroleum industry, 
particularly the marketing branch. 
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Ignition Transformers are a specialty at 
UNION, the world's leading manufacturer of 
oil burner ignition transformers. Not only are 
standard sizes and mountings available for 
every burner, but they are also built to 
custom specifications. UNION'S 2-year guar- 


when you want 
quality made 


TRANSFORMERS 





Underwriters’ Laberatery 


and 


antee against defects in workmanship and 
materials is exclusive in the field and is proof 
that S Long-Life Ignition Transformers 
with exclusive radio and TV shielding are com- 
pletely dependable in quality of design, con- 
struction, materials, performance & durability. 


For trouble-free service — and prices far lower than you would expect 


for such outstanding quality, SEND YOUR REQUIREMENT NOW to— 


UNION ELECTRIC and MANUFACTURING CO. 
1057 SUMMIT AVE. e JERSEY CITY 7, N. J. 
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Canadian Standard Approval 









KAMLOK 


QUICK COUPLERS 


HOLDS TIGH 
Coy rs aH T 
CAM TIGHTENS id NEVER FAILS 


the Fastest, Safest, 
Curest Coupling Known 





BRONZE > ALUMINUM * MONEL 
STAINLESS STEEL + SEMI-STEEL 


OPW CORPORATION 


COLERAIN AVE., CINCINNATI 25, OHIO 
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Names in the News: 


Herbert M. Spade, manager of the 


| oil heating division, E. Robison, Inc., 





Hartsdale, N. Y., 


has been elected a 


OO OEE: 


vice president of 
the company. He 
has been with the 
company 27 years 
and a director 
since 1945. Ac- 
tive in the oil 
heating industry 
for many years, he has served as presi- 
dent of the Westchester Oil Trades 
Association, a director of the Empire 
State Petroleum Association, national 
chairman of the distribution division, 
The Oil Heat Institute of America. 

Charles Beattie was also elected to 
the newly-created position of execu- 
tive vice president and general man- 
ager. With the company the past 29 
years, he was named general manager 
in 1936 and a director in 1945. 


Elliott G. Ewell, vice-president- 
sales for Mack Trucks, Inc., New 
York, N. Y., has 
been elected to 
t he company’s 
board of direc- 
tors. He joined 
the firm in 1923, 
being appointed 
Charlotte, N. C. 
district branch 
manager in 1926. 
He became a vice-president and South- 
ern Division manager in 1946. In 
1949, he was named vice-president and 
general sales manager and, in 1953, 
received his present appointment. 





Frank F. Elliott has been elected 
chairman of the board of directors, 


Crane Co., Chicago, Ill. He will be 





succeeded as president by Neele FE 
Stearns, formerly vice-president for 
planning and development of the 
Inland Steel. Elliott has been with 
Crane for 34 years and president since 
June 1, 1955. He joined the organiza. 
tion as a sales engineer in Los Angeles 
and became western district manager 
in 1943. He moved to Chicago as vice. 
president in charge of branches in 195} 
and became senior vice-president of 
sales in 1952. Stearns joined Inland 
Steel in 1940 as manager of the de 
partment of business procedures. In 
1947 he was made assistant general 
manager of sales. Later he became 
president of Inland Steel Products Co, 


Henry F, Dever, president of Brown 
Instruments Division, Minneapolis 
Honeywell Reg- 
ulator Co., has 
been given re- 
sponsibility for 
directing the par- 
ent company’s 
activities in the 
industrial con- 
trols field. While 
continuing to 
head up the Brown Instruments Divi 
sion in Philadelphia where he will 
make his headquarters, Dever also will 
be responsible for the over-all plan 
ning in the industrial controls field and 
will counsel and co-ordinate the engi 
neering and manufacturing opers 
tions of seven M-H divisions active in 
the field. He has been with Honeywell 
for the past 30 years. 





Edgar Green has been promoted to 
executive vice president, Pullman 
Vacuum Cleaner Corp., Boston. He 
is recognized as an authority on comy 
mercial cleaning techniques. 


Stanley A. Johnson has been ap — 
pointed director of manufacturing of 
A-P Controls Division, Controls Com © 
pany of America, with headquarters | 
in Schiller Park, Ill. A vice-president 7 
of the company, Johnson has been di — 


rector of purchasing for A-P Com 
trols for the past six years. In his new 
position, he will be responsible for all 
purchasing and manufacturing activi 
ties in the two Milwaukee plants of 
the Division. 
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utomatically, 
Performance 


General Electric’s stack mounted master control is 
designed for highest quality, minimum servicing and ease 
of installation. Eliminated are the troublesome needs for 
veling, adjustments and call-backs due to nuisance 
lckouts. You simply install the G-E control, set the 
knob on the ‘‘cold”’ side and forget it. In addition, the 
master control automatically recycles once after a flame 
failure. And, even though it’s lighter in weight, the G-E 
control will stand plenty of abuse and requires no special 
handling. The high-quality features designed into the 
master control are typical of all G-E domestic heating 
ontrols. Another major advantage in using G-E heating 
ontrols is the exchange plan. 





GE.’s EXCHANGE PLAN, available to you through the 
tationwide G-E distributors listed at the right, enables 
you to exchange an inoperative heating control—of ANY 
MAKE—for a factory reconditioned G-E heating control 
ofa similar function. Take your inoperative controls to 
your nearest G-E distributor today. He’ll provide you 
with excellent service, and you'll get the replacement 
control at a substantial reduction in price! General 
Electric Co., Schenectady, N. Y. 740-95 


Progress ls Our Most Important Product 


(ENERAL @ ELECTRIC 










MOUNT IN ANY POSITION 




























GEFAN AND LIMIT control can be used with oil-, gas-, or coal- 
td systems. It combines in one enclosure the necessary units to 
“ntrol fan operation and to provide greater safety limit protec- 
ton for the system. Separate limit or fan controls are available. 














PICK YOUR LOCAL G-E DISTRIBUTOR 
FROM THIS NATIONWIDE LIST* 


ALBANY, N. Y. 

Cert. Fuel Unit Service 
Colonial Heating Equip. 
ALLENTOWN, PA. 
Sid Harvey, Inc. 
ARLINGTON, VA. 

Sid Harvey, Inc. 
AUBURN, N. Y. 

Rood Utilities Co. 
AURORA, ILL. 

Scott Wood & Metal, Inc. 
BALTIMORE, MD. 

Sid Harvey, Inc. 

R. E. Michel Co. 
BATTLE CREEK, MICH. 
Columbia Metal Service 
BLOOMINGTON, ILL. 
MaGirl Foundry & Furnace 
BOSTON, MASS. Area 
Cronin Supply Co. 

F. W. Foley Co. 

Sid Harvey, Inc. 

Metro Supply Co. 
Mattapan Supply Co. 
BROCKTON, MASS. 
R. H. Austin Co. 
BRIDGEPORT, CONN. 
Sid Harvey, Inc. 
BUFFALO, N. Y. 
Rochester Oil Burner Co. 
BURLINGTON, N. C. 
Alley & Rader Services 
CALDWELL, N. J. 
Cent. States Supply Co. 
CHARLOTTE, N. C. 
Burner Supply Co. 
CHESTER, PA. 

Hepco Co. 

CHICAGO, ILL. 

Robert Barclay, Inc. 
Place Brothers 

C. E. Sundberg Co. 
CINCINNATI, OHIO 
F. E. Winstel Co. 
CLEVELAND, OHIO 
Ohio Pump Service Co. 
COLUMBUS, OHIO 
Columbus Auto. Sprayer 
DAVENPORT, IOWA 
Republic Electric Co. 
DECATUR, GA. 
Rayheat Equip. Co. 

DES MOINES, IOWA 
Dennis Supply Co. 
Heating Wholesalers 
Ace Supply Co. 
DETROIT, MICH. 
Hydraulics Pump & Repair 


National Furnace & Sheet Metal Co. 


Pelton Distributing Co. 
Wholesale Oil & Gas. Sup. 
EDGEWATER, N. J. 
Kogan & Company 
ELIZABETH, N. J. 
Cert. Fuel Unit Service 
EVANSVILLE, IND. 
Swanson-Nunn Elec. Co. 
FLINT, MICH. 

Moore Bros. 

FORT WAYNE, IND. 
Tri-State Htg. Supply 
GARY, IND. 

G. W. Berkheimer Co. 
GRAND RAPIDS, MICH. 
Mich. Auto Htg. Equip. 
GREEN BAY, WISC. 
Beemster Elec. Co. 
HARRISBURG, PA. 
Fuel Savers, Inc. 
HARTFORD, CONN. 
Sid Harvey, Inc. 
HAWTHORNE, N. J. 
Univ. Eng’r'g Co. 
INDIANAPOLIS, IND. 
G. W. Berkheimer Co. 
JACKSON, MICH. 
Leo. A. Tilford, Inc. 
KALAMAZOO, MICH. 
Associated Supply Co. 
KANSAS CITY, MO. 
Chas. D. Jones Co. 
Superior Supply Co. 
LANSING, MICH. 
Contractors Sy. Co. 
LOUISVILLE, KY. 
Marine Elec. Co. 
LOWELL, MASS. 

Sid Harvey, Inc. 
MADISON, WISC. 
Wisconsin Htg. Equip. 
MALDEN, MASS. 

Sid Harvey, Inc. 
MERCHANTSVILLE, N. J. 
Cert. Fuel Unit Service 
Sid Harvey, Inc. 
MILWAUKEE, WISC. 
Refrigeration Parts Co. 
Heating Parts Exch. 
MORRISTOWN, N. J. 
Amber Oil Burner Sup. 


NEW HAVEN, CONN. 
A. R. Webber Co. 
NEWARK, N. J. 

Cert. Fuel Unit Service 
Sid Harvey, Inc. 
Winston, Company 

NEW YORK CITY, N. Y. Area 
Sid Harvey, Inc. 

Michael & Goldberg Plbg. & Hig. 
Radiant Burner Supply 
Atlantic Burner Supply 
NORFOLK, VA. 

Sid Harvey, Inc. 
NORRISTOWN, PA, 
Sid Harvey, Inc. 
NUTLEY, N. J. 

Nutley Oil Burner Supply 
OMAHA, NEBR. 

Dennis Supply Co. 
ORLANDO, FLA. 
Industrial Equip. Co. 
PASSAIC, N. J. 

Sid Harvey, Inc. 
PEORIA, ILL. 

Htg. Supply & Service 
PHILADELPHIA, PA. 
Cert. Fuel Unit Service 
Girard Plbg. Supply 

Sid Harvey, Inc. 
PORTLAND, OREGON 
McPherson Furnace & Supply Co. 
PROVIDENCE, R. I. 
Rhode Island Fuel Pump Service Co. 
Sid Harvey, Inc. 
QUINCY, ILL. 
McDonald Stove Co. 
READING, PA. 

Sid Harvey, Inc. 
RICHMOND, VA. 

R. E. Michel Co. 
Refrigeration Supply Co. 
ROANOKE, VA. 
Southern Refrigeration 
ROCHESTER, N. Y. 
Rochester Oil Burning System 
ROCKFORD, ILL. 

Oil Heat Parts 
SAGINAW, MICH. 
Reichle Supply Co. 
SCHENECTADY, N. Y. 
LeValley McLeod Inc. 
SEATTLE, WASH. 
McPherson Furnace & Equip. Co. 
SIOUX CITY, IOWA 
Dennis Supply Co. 
Heating Wholesalers 
SOUTH BEND, IND. 
Koontz- Wagner Elec. 
STERLING, ILL. 
Crescent Elec. Co. 
SPOKANE, WASHINGTON 
McPherson Furnace & Equip. Co. 
SPRINGFIELD, MASS. 
Gray Supply Co. 

Sid Harvey, Inc. 
STELTON, N. J. 

Sid Harvey, Inc. 
SYRACUSE, N. Y. 

Oil Burner Supply Co. 
THOMASVILLE, GA. 
industrial Equipment Co. 
TOLEDO, OHIO 

Fry Furnace Co. 
TRAPPE, PA. 

Jacob H. Bowers Co. 
TRENTON, WN. J. 
Lincoln Supply Co. 

Sid Harvey, Inc. 

TROY, WN. Y. 

Century Supply Co. 
UNION CITY, N. J. 

Sid Harvey, Inc. 

UTICA, N. Y. 

Rood Utilities Co. 
VINELAND, N. J. 
Hepco Company 
WASHINGTON, D. C. 
Sid Harvey, Inc. 

R. E. Michel Co. 
WATERLOO, IOWA 
Heating & Cooling Supply 
Heating Wholesalers 
WILMINGTON, DEL. 
Greenburg Supply Co. 
Rain Burt Supply Co. 

Sid Harvey, Inc. 
WOODBURY, N. J. 

Sid Harvey, Inc. 
WORCESTER, MASS. 
Sid Harvey, Inc. 

John W. Walsh, Inc. 
YORK, PA. 

Sid Harvey, Inc. 

ZION, ILL. 

Mid-Way Supply Co. 


* This list is continually being expanded to supply you with even greater G-E heat- 


ing control service. 
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LEX-PAK cnt int 


CAST IRON BOILERS 








oe 


1 A pes YOU. 





Here, in one single package ...at one pur- 
chase price ...is a completely assembled, fully 
equipped, automatic oil fired hot water boiler 
that saves days and dollars of uncontrollable 
“on site” boiler and burner assembly time 
and costs. 


Lex-Pak Boilers are made of cast iron, the 
lifetime metal, exclusive honeycomb design 
combined with wet base construction provide 
more prime surfaces in a smaller, lighter 
boiler. Integrally cast fins, in offset arrange- 
ment, retain the hot gases of combustion un- 
til all usable heat is picked up by prime sur- 
faces and quickly transferred to boiler water. 


Provision is made for year ’round automatic 
hot water for domestic use by built in tank- 
less heater coil that delivers a full 3 GPM 
flow of hot water. Saves extra cost of storage 
tank and separate fuel. 


CUT INSTALLATION TIME FROM 


DAYS TO HOURS 


Reg.U.S.Pat.Off. 





Lex-Pak Boilers eliminate the slow, costly 
physical activity of part-by-part boiler, bur- 
ner and control assembly, confusing wiring 
diagrams, extra parts inventories, shortages, 
and interruptions that all add up to needless 
costs that cut deep into your profits. 


Just position the Lex-Pak Boiler, hook up 
radiation and fuel piping, connect electrical 
source to clearly marked terminals, and it’s 
ready for dependable, fully automatic opera- 
tion. 


Lex-Pak Boilers are shipped in sturdy, skid 
bottom type crates protected from dirt and 
moisture by plastic covering, assuring arrival 
in showroom condition. 


Don’t delay, write to factory for prices and catalogs. 


RADIATOR 
CORPORATION 


DUNKIRK, NEW YORK 





UNKIR 
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William F. Brannan, president of 
Anchor Post Products, Inc., Balti. 
more, Md., died on December 1 at 
the age of 63. He had been with the 
Anchor concern since 1919 and headed 


the firm’s Fluid Heat Division until 
its sale last Spring to John Wood Co, 
Brannan was an ex-president of Oj 
Burner Institute, predecessor to the 
Oil-Heat Institute of America, and 
kept active in oilburner industry af. 
fairs. Surviving are his widow, four 
daughters and a son. 


Victor Mauck, who, until last Janu- 
ary, was chairman of the boards of 
the John Wood Company and Nico- 
let Industries, Inc., died on December 
2 in Bryn Mawr Hospital. He was 82. 
Mauck was associated with John 
Wood Company for 65 years. He had 
joined the firm in 1891 as office boy 
and, eight years later at the age of 
26, bought the company. He was the 
first to perfect the continuous welding 
of tube steel in large diameters and 
heavy gauges, a process which today 
accounts for about 90% of all steel 
welding. He was one of the founders 
of the American Welding Society. He 
is survived by his wife, a son, a daughy 
ter and a brother. 


John R. McConnell retired recently 
as vice-president, American Air Filter 
Co., Inc., Louisville, Ky. He had been 
in the air filter business since 1923 
when he joined the William Reed En- 
gineering Co. In 1929 that company 
was merged with four other firms and 
the present American Air Filter Co., 
Inc., came into being with McConnell 
as sales manager. He was named vice’ 
president in 1938 and since 1940 has 
been in charge of advertising. Al 
though he has retired from active busi 
ness he will still be available to the 
company on a consultant basis. 


Fred C. Haab has been elected presi 
dent of the Penn Athletic Club, Phila’ 
delphia, Pa. A former national chair’ 
man of the Oil Heat Institute, he 
served for 21 years as branch managet 
for Petroleum Heat and Power Co. 
and, in 1945, established his own fuel’ 
oil and heating business. 
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Balti- 
‘1D Be a T 
ie RESENTS 
} ©e°0e 
eaded 2 : : P 
util f three new or improved units for better boiler protection 
Kd Co, 
f Oil 
, and Complete protection for hot water boilers 
ry af- Four utility and safety devices combined in a single, easy-to- 
four install unit. 
1, Automatically fills the system. Pressure Reducing Valve main- 
tains water pressure in the system at all times, minimizing troubles 
caused by air in the system. 
Janu 2. Automatically prevents excessive boiler pressures. ASME 
Pressure Relief Valve is designed to exceed ASME Code require- 
ds of ments! Resilient Silicone valve face assures tight seal. 
Nico- 3, Automatically shuts off burner. Emergency Safety Switch breaks 
>mber electrical current if other controls fail. Switch must be re-set before 
as 82. operation can resume. 
John 4, Automatically adds cooling water to boiler. Emergency Water 
o hil Feed Device opens pressure reducing valve wide to keep boiler 
- full of water if burner fails to shut off below 260°F. 
© Doy 
ge of 
is the 
Iding ANTI-SIPHON FEATURE ON ALL 
7 BaG REDUCING VALVES 
oe An entirely new design principle prevents backflow of water when city water 
steel pressure drops below system pressure. 
nders In normal operation, when valve seat (1) is forced down by spring (2) because 
y. He of low system pressure, water flows in through the valve seat. To enter the sys- 
vugh- tem, water must first pass under the ffexible sealing lips of the Anti-siphon 
Check Valve (3). 
In case of low city water pressure, the pressure on the inside of the Anti-siphon 
Check Valve (city water side) is less than the outside pressure (system water.side). 
This outside pressure forces the lips of the Anti-siphon Check Valve against the 
ently main diaphragm (4) preventing backward flow of water from the system. 
Filter 
been 
1923 
1 En- 
pany 
; and 
Co, LARGER SIZES OF ASME RELIEF VALVES 
nnell The plus value features of B&G ASME Relief Valves are now available in 3,000,000 and 


vice’ 4,000,000 BTU units. 





) has These valves are diaphragm operated. This construction transmits more power during 
Al opening and closing cycles, hence heavier, stronger springs can be used. 

basil Diaphragm construction also establishes a new low differential of not to exceed three pounds 
7 between opening and closing pressures. B&G Relief Valves are wide open when the pressure 

» the 






is increased just a little above that required to open the valve. Resilient, heat resistant Silicone 
tubber valve seats assure no leakage when valve is closed, 




















hila- 
air Sead for descriptive BeLt & GOSSETT 
; he literature on these 
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CONTROLS 


MERCOID 


CATALOG No. 857 


Will help make 
your selection easier 


WRITE FOR YOUR 
FREE COPY 





1 


CONTROLS 
- Cotalog EOS 
" NO0857 





The Mercold Corporation 4 





Illustrates and describes the complete line 
of mercury switch equipped : eon 
controls for heating, air conditioning an 


refrigeration. 





ALL MERCOID CONTROLS 
INCORPORATE SEALED 
MERCURY CONTACTS 














THE MERCOID CORPORATION 
4201 Belmont Ave., Chicago 41], Ill. 


Please send catalog to: 


COMPADY : 





Attn: 





Address: 





City & Stote: 





Annual Warm Air Convention 


emphasizes guaranteed Installations 


| Ww" A RECORD ATTENDANCE of 
| 687 registrations, not including 
| the final afternoon, the National 
| Warm Air Heating and Air Condi- 
tioning Association spent most of the 
final November week in Cincinnati. 
Wednesday and Thursday covered all 
of the formal presentations, but this 
group depends heavily on committee 
workings and these had been in full 
swing since Sunday. 


If there was any particular thread 


| of thought that characterized the 


speeches and thus reflected the indus- 
try’s thinking it was the need for 
prices that would warrant doing good 
work. Some took the line of bonded 
installations, highly publicized and 
well policed, at an adequate price 
level. Cleveland dealer R. H. Quiggin 
keynoted the thought, “Let’s sell the 
customer what’s good for him; if it’s 
good for him let him pay for it.” 
The lead-off featured speaker, fol- 
lowing an opening run-down on the 
Association’s progress by retiring 
president G. W. Denges, was A. M. 
Weimer, Dean of the School of Busi- 
ness, Indiana University. He explored 
the general economic picture and the 
probabilities of its effect on 1957 sales. 
In mentioning that gross national 
product now is running at a rate of 
$420 billion annually, or 5% over last 
year, he attributed half of this gain to 
price increases, the other half to move- 
ment of more goods and services. The 
BLS Cost of Living Index is now 23% 
above the base period of 1947-49. 
After four years of very stable prices 
he feels that we are now in another 
inflationary spiral. We're trying to ex- 
pand faster than our physical and fi- 
nancial facilities will allow. Again we 





can actually expand only as fast as we 


| can add workers (about 700,000 a 


year) or raise the productivity of the 
worker. The alternative is inflation. 


The present momentum will carry 
well into 1957, he believes, with the 
forces of expansion strong and the 
Government trying to balance the 
pressures through restrictive monetary 
policies. By mid-year the balance may 











26. 


|; come. 


One interesting phase of the present 
activity is that competition is particy 
larly keen in all lines, despite plenty 
of business. 

Housing starts in 1957 he forecasts 
at the same as 1956, or at least a mil 
lion. He sees the mortgage bottleneck 
being cleared in the new Congress by 
allowing VA loans to carry more than 
the present 412% and thus making 
them more acceptable to bankers. This 
also will encourage FHA to raise its 
rates, for which it already has the ay 
thority to go as high as 6%. 

This will not create new money but 
rather let housing get a bigger share 
of what’s around. 

Higher costs will demand more eff 
cient management including more ef: 
fective use of the employees’ time. 
Emphasis on advertising and sales pro 
motion, he feels, will need to hk 
stressed as never before. 

R. D. Long of American Foundry 
and Furnace explored the growing 
market for large furnaces in commer: 
cial and industrial applications, and 
particularly institutional work such as 
in school buildings. He noted that the 
total footage of floor area in new 
buildings this year was greater in 
commercial and institutional buildings 
than in dwellings, and so were the 
costs. 

He quoted $8,426,000,000 for such 
buildings against $7,825,000,000 for 
dwellings. Warm air jobs in the large 
buildings, he finds, cost less than com 
parable radiation systems. 

Appearing for “Operation Home 
Improvement” was its executive direc’ 
tor J. R. Doscher of New York. He 
believes that the new home market has 
reached a plateau and can grow sig 
nificantly only after 1960 when the 
crop of war babies will be of age and 
seeking homes. Meanwhile the mod 
ernization market in 1957 should reach 
$15 billion. He notes that 25 million 
older homes need improvement and he 
quoted a survey by Look magazine that 
half of all families plan to improve 
their homes in some way during nest 
year. 

There’s no tight money situation 0 
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Tile | improvements, which may now 
go as high as $3,500 with five years to 
pay. The rates are attractive to banks. 
“Sell the woman,” he says, “on pride, 
obsolescence and time payments.” 

R. A. Nelson, the Association’s di- 
rector of public relations reported to 
the group on the four year activities 
of its own modernization campaign, 
wHaM. It stands for Warmair Heat- 
ing Airconditioning Modernization, 
and is being used quite widely in local 
markets which was the original plan 
for it. 

W. L. Dulle, Souther Iron .Co., St. 
Louis, presented a very useful report 
on an interview cost study he had 
made among large and small furnace 
and sheet metal dealers, He outlined a 
particular builder job with a furnace 
costing the dealer $200, specified duct 
runs, register types and all such, then 
asked for a quotation. The range was 
fom a high of $836 down to a low 
of $435. Then he discussed their meth- 
ods of arriving at costs, considerably 
to the amusement of the audience. 

Jack Demling of the Sheet Metal 
and Air Conditioning Contractors Na- 
tional Association asked the Warm 
Air group to join the contractors in a 
national program of certified installa- 
tions. This would be a premium job, 
although it need not cost a builder 
more than $25 extra to be right. The 
house itself must be of good thermal 
eficiency; “You can’t certify a sieve.” 

We have plenty of reliable contrac- 
tors, in his opinion, but the goal of 
the program would be to convince the 
public to use them. 

His contractor group has instituted 
certified programs in several cities, 
wherein the dealer posts a $1,000 bond 
with the association to back up his 
guarantees. They were unable to get 
a® insurance company to issue the 
bonds because the guarantee of “com- 
fort and complete customer satisfac- 
tion” is too hard to define. 


Next the audience heard from D. 
M. W. Wilson, managing director, 
National Warm Air of Canada, To- 
tonto. That organization started a 
certified program over a year ago and 
thas gone well. Today the builders 
like it even though it costs more, for 
they have no comebacks from the home 
buyers, 
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SELF-PRIMING 
SERIES 3600 PUMP 
PRESSURES TO 90 P.S.1. 
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770 Series to 
990 sq. ft., water, boiler-burner 
and enclosed units. 
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RZU Junior® to 
5000 sq. ft., steam. 


400 Series to 
1620 sq. ft., water. 


“Scotch” Type to 
60,700 sq. ft., steam. 





“D” Type to 
35,000 sq. ft., steam. 


Packaged Boiler Unit 
to 464 hp. 


ABUNDANT HOT WATER, TOO 


Fitzgibbons Tanksaver® with any of these units, sup- 
plies more hot water than any other method—instantly—summer 
and winter—without the cost of a tank. 


Fitzgibbons 


BOILER COMPANY, INC. 


101 Park Avenue, New York 17, N. Y. FB-108) 








The furnace manufacturer first mug 
certify his equipment to the dealer 
Then after installation a field engineer 
from the Association checks the job 
quite completely and if he finds it yp 
to standard, he places a seal on the 
unit. If he finds something not up to 
par he notifies the contractor who sold 
it and gives him 60 days to make cor. 
rections. If he doesn’t fix it he’s 
dropped from the program. 

The owner’s certificate guarantees 
seven points: 


(1) The system was installed under 
NHA standards as shown in their man. 
uals; 

(2) it will maintain 70° under ay. 
erage conditions; 

(3) the air distribution system wil 
comfortably heat all areas; 

(4) the system is adjusted to bal: 
ance all rooms according to NHA Man: 
ual 6; 

(5) the heating unit was well man 
ufactured and is suitable for the home; 

(6) all material and workmanship is 
warranted for one year; 

(7) the job was done by a contrac: 
tor who was bonded to do all of the 
foregoing. 

Sixty Toronto contractors are par 
ticipating in the program and they do 
about 80% of the total business of the 
market. CMHC, the Canadian counter’ 
part of our FHA, has issued directives 
to the field to allow maximum mort 
gage credits for certified installations. 

One of the features of the conven 
tion program was a dealer panel tell 
ing of the progress of their local ass 
ciations and of their tie-in with nv 
tional headquarters. This group session 
was directed by Homer Brundage, 
president of the Brundage Co., Kala 
mazoo, as moderator. The participants 
were R. H. Quiggin of Cleveland, J. 
B. Kuykendall, Jr., Charlotte, N. C. 
and D. E. Hickey of Pittsburgh. 

Quiggin told of a certified installa 
tion program now operating in Cleve’ 
land. The Veterans’ Administration 
has adopted the standards of the local 
group. It has been hard to get builders 
to go along because of the added cost, 
so they now sell the idea to the com 
suming public, so that they will m™ 
fluence the builders. 

He pointed to a very successful 
campaign by the plasterers in getting 
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Oil & Gas Calculator 


Stop figuring fuel oil charges the old- 
fashioned, long-hand way! No more 
errors—no more dissatisfied customers! 


Figure fuel oil charges fast—easily— 
accurately—with the DELBRIDGE Oil 
& Gas Calculator! Total amount of sale 
is pre-calculated for you without laborious 
long-hand figuring and errors—simple 
as finding a phone number! 


Covers prices from 5¢ to 35¢ per gallon 
by steps of 1/10¢. Shows gallonage from 
1 to 250 gallons by steps of 1 gallon— 
then to 5,000 gallons in easy steps. 


Durable, long-lasting leatherette metal- 
ring binder. Only 514" x 614"—fits easily 
in coat pocket. Guaranteed accurate by 
Lloyd’s of London. Only $5.00 each. 


Try the DELBRIDGE Oil & Gas Cal- 
culator for 10 days. . . without obligation! 
Prove to yourself how it can save time 
... cut down costly errors. Mail coupon 
for FREE 10-day trial. Send no money! 


FREE TRIAL COUPON! 


DELBRIDGE CALCULATING SYSTEMS, INC. 
2502 Sutton Ave., St. Louis 17, Missouri 


Send the DELBRIDGE Oil & Gas Calculator... 
without obligation! We will approve your invoice 
for $5.00 (plus postage) within 10 days if we 
decide to keep the Colculator. 


Zone... State.....++0. 
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builders to give up dry-wall construc- 
tion. They started a joint advertising 
campaign that carried the thought that 
anything but plaster was cheap. Then 
the wives of a lot of plasterers went 
visiting builder projects and as they 
rapped their knuckles on walls they 
would ask the salesman, “Are these 
plaster walls?” In three years time, ac- 
cording to Quiggin, nearly all new 
homes in that market now use plaster. 

He urged that the association con- 
sider the adoption of a stamp plan 
something like that now used in 
Northern California. The association 
would sell stamps at $2 and $1 each 
to manufacturers of heating equip- 
ment, the larger stamp for furnaces 
and the smaller for conversion burn- 
ers, blower units and the like. The 
stamp’s cost would be passed along to 
the dealer and in turn to the con- 
sumer, and the fund thus raised would 
be used by the national association for 
both local and national advertising, 
preferably including a certified instal- 
lation campaign. He stated that such 
a project could raise three million dol- 
lars a year. 

Kuykendall told of the local chap- 
ter in Charlotte, with 18 members out 
of 57 warm air companies in the mar- 
ket. Their accomplishments include an 
air pollution ordinance with teeth, a 
new heating code for the city using 


NWA guides throughout. He had jp. 
teresting advice for local associations 
(1) Don’t meet too often, once , 
month is enough; (2) be sure the top 
men in a company come; (3) have; 
voluntary code of ethics; (4) quiz 
men do more work. 

C. W. Nessell, Minneapolis- Honey. 
well, and chairman of the association 
field investigation committee, had ; 
chart talk on a field study by his com 
pany showing how 20% of the new 
homes being built cannot be wel 
heated with the conventional one-ther 
mostat system. Because of space limi 
tations in a January issue, we're hold. 
ing this for later presentation with th: 
charts. 

In the business session of the con 
vention a new president was electe/ 
... Frank L. Meyer, president of the 
Meyer Furnace Co., Peoria, Ill. The 
new first vice-president is Tom Byri 
of Lau Blower Co. and second vice 
president is C. L. Sapp. George Boed: 
dener was re-elected secretary and 
managing director. 

Members newly-elected to the Ay 
sociation’s board of trustees include H 
F. Brundage, president, Brundage Co, 
Kalamazoo, Mich.; E. J. Cullen, prod: 
uct manager, Inland Steel Products 
Co., Milwaukee, Wisc., and H. F 
Randolph, president, Internationa 
Heater Co., Utica, N. Y. 


Member Dealers will get Manuals 
of National Warm Air Association 


DEALER MEMBERSHIP program has 

been started by the National 
Warm Air Heating and Air Condi- 
tioning Association, Cleveland. The 
new policy was announced at the 
group’s annual convention in Cin- 
cinnati. 

Each dealer member of the Associa- 
tion will receive, automatically, all of 
the new and revised editions of the 
Association’s manuals as they are pub- 
lished. This will save the dealers from 
having to order separately each new 
or revised manual as it is released. 

It also guarantees that new members 
will have a complete warm air heating 
and airconditioning library. 

According to George Boeddener, 
managing director, many codes and 


government building regulations spec’ 
fy that heating work shall conform 
with “current” manuals. Now, dealet 
members will have up-to-date guide 
acceptable to these agencies. 

Because of this new policy, member 
ship rates have been revised. New 
rates are as follows: $20 for new 
members, this includes the first years 
membership fee, plus all of the lates 
manuals and worksheets; $17.50 for 
new members who already may have 
a copy of the manuals; and $15 fo 
renewal membership and copies of nev 
and revised manuals, 

More than 3,000 dealers are nov 
members of the Association. 

Another project sponsored by the 
Association gets underway this month. 
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the ugly 


NCE upon a time an ugly duckling was 

born. His name was fuel oil and he was 

born into the large family of petroleum products, 
the favorite son of which was gasoline. 

Gasoline was a fair and promising boy and he 
was looked on with favor and coddled by his par- 
ents, But fuel oil was puny and unpromising. His 
parents had little interest in him and left his 
upbringing largely to others. 

Fortunately, there were a number of independent 
businessmen throughout the country who saw pos- 
sibilities in the ugly duckling. They became fuel oil 
dealers and nurtured him and helped him to grow. 
Gradually he grew to strong and handsome matur- 
ity, and not only helped to support the fuel oil 
dealers who had brought him up, but became a 
mainstay of his parents, as well. 

Suddenly his parents looked at him. Lo, what had 
ben an ugly duckling was now a splendid swan. 
They looked at their household figures, too. They 
discovered the swan’s contribution to the family 
coffers to be growing faster than that of any mem- 


ber of the family. 


OASTAL 





duckling 


Naturally, there was a great change in attitude 
toward him. “We should do something about this 
fine young man,” said his parents. But they dis- 
agreed on what they should do. 

“Let’s do all we can to encourage him to continue 
growing and developing with his good guardians 
and foster-parents, the fuel oil dealers,” said a small 
voice in the parental councils. 

“No, indeed,” said a louder voice. “Let’s put our 
f:.mily brands on him so we can control him better. 
And then we can control those fuel oil dealers 
better, too.” 

That’s not the end of the story. The action in the 
next part is still going on. True to their announced 
intention, some of the formerly neglectful parents 
are now trying very hard indeed to persuade fuel 
oil dealers that not only the handsome swan, but 
that they, too, should come under their wings. 

Some fuel oil dealers, not knowing how strong 
they really are in their own right, yield to this per- 
suasion. But others, looking at the lot of the dealers 
who retail branded gasoline, say, “We know when 
we're well off.” 


Does The Most for the Independent Fuel Oil Dealer 


COASTAL OIL COMPANY 


Executive Offices: 744 Broad Street, Newark 2, N. J. 


®by COASTAL OIL COMPANY 
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See What’s New for Your Business 


at the 


INTERNATIONAL HEATING & 
AIR-CONDITIONING EXPOSITION 


[3 tr 


(formerly the International Heating & Ventilating Exposition ) 


INTERNATIONAL AMPHITHEATRE—CHICAGO 
FEBRUARY 25—MARCH 1, 1957 


Under the auspices of the American Society of Heating and Air-Condi- 
tioning Engineers, and in conjunction with their 63rd annual meeting. 


EE how to make your business better and more profitable. 
Come to Chicago, where new equipment and new ways to 
attract more domestic and industrial customers will be shown to 
you. More than 450 manufacturers—all of them in your field— 
are ready to pass on to you their know-how. This will be the 
largest exposition of its type in the world—your industry is grow- 
ing! If you want to grow with it, come to Chicago where you can 
learn and compare WHAT’S NEW. 


To be sure you'll be there, write for advance registration to: 


13th INTERNATIONAL HEATING & AIR-CONDITIONING EXPOSITION 
480 Lexington Avenue, New York 17, N.Y. 


Management: International Exposition Co. 
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Nunlist Boeddener 
The college short courses for 1957 be. 
gin on January 23 at Penn State Uni 
versity, University Park, Pa. 

Other schools on the schedule and 
starting dates of the courses are as fol 
lows: Washington University, St 
Louis, Mo., February 4; Oklahom 
A @ M, Stillwater, Okla., February 
18; Michigan State University, Eas 
Lansing, Mich., March 25; Long Is 
land Technical and Agricultural In 
stitute, Farmingdale, N. Y., April |. 

Others: University of Omaha, 
Omaha, Nebr., April 8; Purdue Uni 
versity, Lafayette, Ind., April 15; 
Syracuse University, Syracuse, N. Y, 
April 23; and University of Connecti 
cut, Storrs, Conn., April 29. 

The courses all will cover selected 
problems in estimating heating and 
cooling requirements, plus lectures by 
specialists. The subjects of the lectures 
will differ from school to school to re 
flect regional practices. 

Registration fees vary from $25 to 
$45 and include the cost of all m 
terials—manuals, worksheets and plan 
sheets—but do not cover meals ot 
lodging. Specific information on fees 
for each short course and for the list 
ing of instructors and lectures can ke 
secured from each individual univer 
sity. 


Second Technical Session 
listed May 1-2 by NwaHAc 


THE SECOND annual technical confer 
ence of the National Warm Air Heat 
ing and Air Conditioning Association 
will be at the Hotel Cleveland, Cleve 
land, Ohio, on Wednesday and Thurs 
day, May 1 and 2, 1957. 

Chairman of the conference cot’ 
mittee is Frank Nunlist, Jr., exec’ 
tive vice-president, Mueller Clim? 
trol Div., Worthington Corp., Mil 
waukee. Typical of the topics to & 
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THE SECRET 
INGREDIENT 


Experience is the “hidden plus” 
that is built into every Torrington 
air-impeller design... experience 
derived from the development of 
literally thousands of design 
variations created to meet the 
performance requirements of 





a: products valued at nearly four billion 
dollars a year! 
957 be. ‘ P : 
. § Typical of Torrington’s product 
teUir B.C; 6 : 
range in immediately available 
production equipment: 
ile and 


> as fol & P SERIES: A high-performance 
ty, St i fan blade designed for a wide variety 
Jahom, of medium pressure applications. 


ebruary B yaND VL SERteES: A 3-bladed 
y, East § adaptation of the “S Series” fan 
ong ly & blade which gives top performance 
iral In & inmany low pressure or free 

April 1, & air applications. 


Omaha, § Lap Lu SERtES: A one-piece 

ue Uni & fan blade available at low cost 

ril 15; & designed for especially quiet 

, N.Y, & operation in many applications. LU 

onnecti & fan pierced for unt bearing motors. 
Lfan equipped with regular hub. 


selected Bw senses: Knocked-down con- 

ing and BF struction of this attic fan blade saves 
tures by space and shipping costs. Quickly 
lectures assembled with no special tools. 


ol tor’ § arotoR BLOWER WHEELS: 


Single wheel, double wheel and 
1 $25 0 “x” Tyne double intake wheel 
all ma designs, available with special 


and plat B spline, jaw or short hub. 
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Torrington’s research, development 
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World’s Largest 


Manufacturer 
of the 
Greatest Variety of Designs 





IMPORTANT 


to Service Organizations 


All Jobbers in Dielectric’s nation-wide 
system of distribution carry carefully- 
selected, well-balanced inventories of 
Sparktrodes in steady demand — all the 
designs most likely to be called for in 
the areas they serve. In almost all cases, 
they can, therefore, fill your orders direct- 
ly from stock. Backing this service are 
Dielectric’s unmatched facilities for making 
SAME-DAY SHIPMENT to them on 175 
special designs, as well as Five Standard 
Types pioneered by Dielectric, for appli- 
cation to 144 oil burner brands. When 
you order Sparktrodes from a Dielectric 
Jobber, you are assured of finest quality 


equipment and fastest service. (in) 


DIELECTRIC 


PRODUCTS COMPANY, INC. 


Jersey City New Jersey 
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explored will be: “Cooling second 
Stories,” “Forced attic Ventilation,” 
“Air Cleaning,” “Noise Problems and 
their Significance,” “Use of non- 
metallic preformed Ducts,” and quite 
a few others. 

This is not a convention in the sense 
that it anticipates large attendance. 
Rather it is expected that 200-300 
men will come, from manufacturers, 
design engineers, and from dealer or- 
ganizations large enough to have ad- 
vanced technical men. 





ie 
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Knowles 


Warm Air Convention 
at San Francisco in June 


THE SUMMER convention of the Na- 
tional Warm Air Heating and Air 
Conditioning Assn. will be held at 
San Francisco’s Hotel Fairmont for 
three days June 5-7, 1957. This is the 
first time it has been held on the Coast 
and is a recognition of California par- 
ticularly as a furnace market. About 
18% of last year’s new homes were 
built in that state. Four hotels are set- 
ting aside rooms for the convention 
visitors. In addition to the Fairmont, 
these are the Huntington, the Mark 
Hopkins and the Stewart. 

The principal energy exerted to get 
a convention to come to California 
was put forth by James F. Deane, 
vice-president of the Tuck-Aire Fur- 
nace Co., San Francisco, Also promi- 
nent in the activity is Dar Knowles, 
executive manager of the Warm Air 
Heating Institute of Northern Cali- 
fornia. 

« 
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Plumbing-Heating-Cooling 
Month to be May in 1957 


MAY has been selected as 1957's 
Plumbing-Heating-Cooling Month, a 
period of special emphasis promotion 
on modernization of heating plants and 





installation of cooling systems, Wilbur 
S. Hokom, chairman of the special o 
ordinating committee for Plumbing 
Heating-Cooling Month, 
nounced. 

The May date was chosen by the 
sub-committee of the All-Industy 
Plumbing and Heating Modern ‘zation 
Committee for special promotional 
efforts because, it was felt, Spring i 
the logical time for homeowners tp 
plan for needed improvements; aly 
the date coincides with the time desig 
nated by Operation Home Improve. 
ment as “Better Your Living Month.” 
Thus all promotional efforts of th 
entire building industry, mob11'zed by 
OHI, will be concentrated on May, 
Hokom explained. 
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November contract Awards 
down 6% from ’55: Dodge 


CONTRACT AWARDS for future construc 
tion in the 37 eastern states in No 
vember totaled $1,€89,261,000, a de 
crease of 6% compared to November, 
1955, F. W. Dodge Corp., construc 
tion news and marketing specialist, re 
ports. 

November was the third consecw 
tive month in which awards have been 
lower than in the corresponding pe 
riods of 1955 but, Dodge reports, No 
vember 1956 was the second highest 
November ever recorded. 

By major construction categories 
November awards show a new dollar 
volume record in non-residential cate’ 
gory of $729,642,000, up 10% ovet 
November, 1955. However, residen 
tial awards at $624,713,000 were 14% 
below last year, and heavy engineer 
ing at $334,906,000 were 18% below 
the 1955 figure. 

The eleven-month cumulative totd 
of awards establishes a new dollar vol 
ume record of $22,836,733,000, an itr 
crease of 5% over the 1955 period. 
The cumulative awards in two majot 
construction categories also set all 
time dollar volume records for the fits 
11 months: non-residential at $8,382 
726,000, 8% greater than 1955, and 
heavy engineering at $5,078,193,000, 
an 11% increase. Residential awards 
of $9,375,814,000 were 1% below 
1955, 
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AGAIN for ‘57, MONCRIEF Leads 




























































































. ith NEWEST Devel t 
ooo WI eveiopments 

by the 

ndustry 

zation 1. NEW-Totally New—GAS FURNACES... 

Rd a Af=L— Completely Assembled and Wired . . . Completely En- 
otiona closed Burner and Controls... . Completely New Modern 
Pring 1 oO Styling . . . Complete Line! 
ners to root 

“ne Cn 2. NEW-Totally New— OIL FURNACES... 
ts; als sae Also Completely Assembled and Wired . .. Also with 
ie desig. N : Concealed Burner and Controls .. . Clean Good Looks! 

: Ba t Type Po peat oy 
mprove semen ” 
a h * se» tee a Approved for Oil 3. NEW-Totally New—GAS DUCT FURNACES... 
onth. nove for Gas! Conditioners. 

of the Approved for Oill ——— poy Counterflow 4. NEW COOLING UNITS... New Air Cooled Cir- 

l'zed by a cuit for the 5 Ton Year ‘Round Air Conditioning Unit! 
Approved for Gas! 
n May, : l Approved for Oill es : 
—Th ws If you want to meet 1957 pricing, without the 
=] necessity of reducing quality ... If you want to 
So compete more efficiently, with a larger margin of 
profit ... You will surely turn to Moncrief for °57! 
eo aay Ay Whether you are bidding to the builder or to the 
yards 4Gas Sizes! Complete Range homeowner, you will bid more successfully with 
4 Oil Sizes! 2 or 3 Ton Year 
Dodse sae le ‘Round Units. Moncrief! 
Ai Wi ft . . * . 
7 ae i Cooled!” _ For ’57, Moncrief has applied dynamic engineer- 
onstruc Ee] Smm] 5 Ton Year Complete Line of — /4pproved for ing, modern manufacturing and over 60 years of 
in No ” Sent elier Ante experience to develop totally new Gas Fired and 
E= Water Cooled. Oil Fired Wi i iti Cooli 
0 a I See il Fired Winter Air Conditioners. In Cooling, 

: 4 })} «Sas oF Onn Moncrief leads for ’57 with new Air Cooled and 
bce 4 new Water Cooled Units priced to bring you the 
onstruc co business. Moncrief has also developed a new, °57 
alist, re line of Gas Fired Duct Furnaces for ventilating 

and air conditioning schools, public and com- 
conser eke mercial buildings. 

” Add-On No matter what commitments you may have 
ave Deen Bi Cooling Coils. Ton made for °57, you will want to re-appraise them 
1: Counterflow 2 3 or 5 Toi ps ‘ 

Jing pe or 3 Ton Year Water Cooled when you compare Moncrief for ’57. Start now, by 
Round Units. Add-On Summer li . 
or on ss 9 
rts, No B93 STon Ab os Wales Air Conditioners cal ing your Moncrief Wholesaler today, for new 
- highes ged a, A Moncrief catalogs and prices! 
Cooling Coils, Gas or Oill 
tegories THE NEW GAS FIRED AND OIL FIRED 
| 2,3 or 5 Ton WINTER AIR CONDITIONING UNITS 
w dollar Matching Air 
rial cate We ontaneer- p 
)% over 

residen’ Gas Conversion as 

ere 14% also Oil Con- ce 

version Burners. Winter Air 
ngineet’ (Not Pictured) Conditioners and 
y thelow Gravity Furnaces. 
Jo 










Winter Air 


















: ® 

t tal SUREFIE Conditioner, 

we) MONCRIEF Sureri Srotig tet swing ral ai 

ollar vo Pipe. Duct compact and has = low height, a 

0, an in y oa — 7 sible Filter ti. installed. 

} period and Fittinas GAS FIRED — 75,000, 100,000, 125,000 and 150,000 Btu input. 

vo majot g OIL FIRED — 78000, and 100,000, 95,000, 112,000 Btu at bonnet. 
set all 

- the firs WHY COMPETE AGAINST MONCRIEF... 


si WHEN IT’S MORE PROFITABLE TO SELL MONCRIEF! 
955, 
193,000, 
1 awards 
Zo below 











THE HENRY FURNACE COMPANY Medina, Ohio 


/MONCRIEF | 





HEATING AND AIR CONDITIONING UNITS 


(Gap 


FURNACE PIPE ANDO FITTINGS 
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ety timer compensated 
ambient temperature 


Bwer moving parts, 
plated against corrosion 


8) Fully guaranteed, Under- 
writers’ Laboratory approved 
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xe} make your next installation... 
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CONVENTIONAL STACK-MOUNTED PRIMARIES 


Field-proved for many years under the Perfex label, these sad 
superior stack switches feature the powerful, rigid Stainless steel. 
stack element. This exclusive design is unaffected by carbon, 
requires no air venting. Stack-mounted models available 
for all applications, including line voltage 
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‘ PERFXRAY 









a FOR COMPLETE BURNER-MOUNTED PRIMARY 


- Revolutionary flame-detector, proved better in thousands TWO-PIECE 
of installations, is simple rugged sensing element in (SEPARATE | 
Stalled in blast tube instead of the stack. Close STACK ELEMENT) ee —_ 
location to flame means faster, more positive Primary relay is burner-mounted, simplifies wiring 
response. Unaffected by soot, its simple design to senarate stack element. Saves time, reduces 
means dependability and long life. Prewired cost of burner installation for installers who 
to conventional burner-mounted relay, this prefer stack-sensing installation 
primary control package offers lower cost 
installations in the field — Available from 
most oil burner manufacturers. 













Glendale, California 
Burbank, California 

fon Mountain, Michigan 
Skokie, Illinois 

Guelph, Canada 


America's Finest Automatic Controls for Home, Industry, and the Military 
Factory Branch Offices Serving A// Principal Cities of the United States and Canada 
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saci Gy GENERAL CONTROLS 
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Dealers - Jobbers! 


This is the new gauge de- 
signed to meet your wants, 
according to our recent sur- 
vey. 


Tattle Lele 


TRACE MARK 


°Dot 7-C 
Oil Tank Gauge 
for 1/2” and 2” openings 
The new trouble-free low priced 
gauge with exclusive features not 


found in many of the highest 
priced gauges. 


7 Ways 
BETTER 


1 An easy-to-read 
e molded plastic top 
that laughs at the hot 
rays of the sun, 


2 Excellent visibility in 
e dark places. 












Designed for both 
© inside and outside 
installations. 


Heavy die-cast 
e plug. 
5 Spring steel flexible 
float rod. 


Moving parts hinge 
e on brass pivots. 


7 Overall rugged con- 


© struction. 














MR. DEALER: 

If you are one who has not 
stocked this fast-selling gauge, 
write for free sample, 











WRITE FOR OUR LOW PRICES 


homeward Products Inc. 


3420 S. W. 9th S#. 
Des Moines, lowa 
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ALES of hot water heating systems 
for homes have gained about 10% 
in dollars in 1956 over 1955, and unit 
volume is up approximately 5%, John 
E. Reed, president, reported at the 
first annual meeting of the Better 
Heating-Cooling Council December 
4-5 in the Savoy-Plaza, New York 
City. 
Noting that the increase was in di- 
rect contrast to a decline in new non- 


farm res:dential housing starts this year 


of 12%, Reed said the reasons for the 
rise in hot water heating were the 
trend to high qual'ty construction, 
steadily increasing popularity among 
women of the industry’s baseboard- 
type radiators and convectors, and 
greatly stepped-up sales, promotion 
and advertising efforts by industry 
members. 

Also, Reed said, “our industry is 
benefiting frem the reaction of home 
buyers who have been stung with in- 
ferior equipment installed in the quick- 
ly mass-produced houses which were 
sold in the millions directly following 
World War 1. These families make up 
an estimated 50% of new home buyers 
today. As second house buyers, they've 
learned not to accept a house without 
considering the quality of its basic 
equipment.” 

This trend, he said, is likely to con- 
tinue at least until 1960 when, “‘ac- 
cording to leading economists, the 
greatest housing boom in the history 
of this nation is due to begin.” 


Reed addressed a general session of 
the meeting on December 5 which was 
followed by a press luncheon at which 
Albert H. Cole, Housing and Home 
Finance Agency Administrator, was 
speaker. 

Cole viewed 1957 with optimism. 
He said he felt it would be as good’a 
year as 1956 and, perhaps, even better 
in the housing field. He said there is a 
real potential in the neglected lower 
cost house market, pointing out that 
274% of FHA mortgages are in 
amounts of $9,000 or less. However, 
he said that in the year ahead market 
acceptability must be studied and ac- 
curate market analysis undertaken. 
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Hot water heat Sales gain 10%, Reed 
tells Better Heating-Cooling Council 















Cole then described how the Hou: 
ing and Home Finance Agency relate 
its program to people and assists ther 
to better living. Basically, he said, th 
government does not determine th 
number of housing starts but the Hx: 
is available to help prospective buyer 
secure homes they can pay for. Th 
agency’s primary responsibilty, he con 
tinued, is to help people who are rea 
and willing to buy and to seek mean: 
to make it possible for more people t 
mortgage homes in today’s competitiv 
market. 

Three new directors elected at th 
annual meeting are R. Edwin Moor 
of Bell and Gossett Co., W. A. Land 
ers, National Association of Plumbin; 
Contractors, and T. L. Arnold, Fed 
ders-Quigan, Inc. 
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New Standard recognizes 
under-floor heat Systems 


A NEW National Fire Protection As 
sociation standard, No. 90B “Res 
dence Type Warm Air Heating an 
Air Conditioning Systems,” recog 
nizes for the first time down-flo 
furnace systems using the under the 
floor space of one-story dwellings as: 
channel for distribution. 

The standard, prepared by a repre 
sentative national committee under tht 
chairmanship of F. H. Faust of th 
General Electric Air Conditioning 
Division, Bloomfield, N. J., contais' 
a number of revisions including nes 
material on duct clearances, a nev 
section of recommendations that at 
applicable to heat pump systems at 
permission to use certain sem\-com 
bustible ducts with low temperatut 
systems. 

Copies of the standard are availabi 
from the National Fire Protection As 
sociation, 60 Batterymarch St., Bo 
ton, Mass., at 35 cents each. 
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Carl E. Fink has been appointed’ 
sales representative for Dielectr 
Products Co., Inc., Jersey City, N. 
to cover Ohio, Illinois, Wisconsit 
Indiana and Michigan. 
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Not with Delavan! 
You get the same, quiet 
fire every time, nozzle 
after nozzle. 

















availabk 
ction As 


St., Bor 





inte’ DELAVAN MANUFACTURING COMPANY ~ WEST DES MOINES, 1OWA 


. tri 
be CANADIAN DISTRIBUTOR: ONTOR LIMITED, 12 LESWYN ROAD, P.O. BOX 608, STATION L, TORONTO 10, ONTARIO, CANADA 
ty, 4. 
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FROM OUT OF THE PAS. 


know all men by these present 
we hereby declare a 


___ REWARD OF $50 


Le to the first man who can? 
€/ deliver into our hands 


=) 
THE PALACE DUKE’ 












































Story so far:... 


In 1886, the Palace Dy 
legitimate offspring of A 
ica’s most illustrious hea 
family, set out to make 
mark in the world. The Pa 
Duke was destined for ge 
ness from the start. He 
off such warmth, and cuts 
a handsome figure (see 
that his rise was truly 
tounding. Soon all Anes 
warmed to him. Men loam’ 
him because he required lit k- 
-> if any, waiting on. The led 
... he rarely smoked loved him because he 1 
or went out at night ever smoked or went ol 


night. ih h 
Then — it HAPPENED: One day (the date is obscured Mr" 


distinguished scion of America’s oldest heating family (1sr°™ 
— this heir to a name that today is recognized as the last waqee00 
in heating (and cooling)— up and disappeared from Miser « 
American scene. Just like that! 
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THE PALACE DUKE 














Where, oh where has our little Duke gone? Will any in 
national Dealer (present or future) be able to find the Pal 
Duke and claim the $500 reward for the first one report 
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West ¢ 








We hope so. 


If you locate one of these masterpieces with the name Pd 
Duke’ emblazoned right on the front — beg, borrow ors 
a flash camera and take a picture of the installation as wel 
of the edifice in which it reposes. Rush the prints to ¥ 
nearest International distributor for authentication and! 
rush them by fast mail to Mr. Grate, Tracer of Lost Fura 
International Heater Company, Utica 2, New York. 
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AG.. COMES YOUR FUTURE 
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cgnfOOK WHAT 
ds NTERNATIONAL 


)FFERS YOU FC 
cE 


WO GREAT LINES! 


slace Dyjgltutever your line, heating or cooling — International 
19 of Anges you the year's biggest range of models and features. 
ous hes! models are built to International's high quality stand- 


























‘oO make fas... pack more customer appeal than ever! 

|. The Pa 

d forgt! DISTRIBUTION PROGRAM! 

rt. He sl nakes your life easier all around. Your Internationa! 
— Hiributor maintains full stocks and repair parts only min- 
re (see ¢ 


saway from you. You get “same day’ deliveries on 
thing from piping to complete heating and cooling sys- 
is! No ‘‘loading yourself up’ with costly, hard-to-store 
wck— you realize more profits on less dollars invested! 


3s truly 
all Aner 
Men Io 


quired lit 
. tetE HELP YOU SELL MORE! 
went ovlf™iemational is heaping more fuel on the sales fire in °57 


th hard-hitting promotion material that lets you tailor- 
#@ your Own advertising program! Colorful mailing pieces, 


yscured) | 
mily (18 wsonalized newspaper mats, in-store display material, 
he lastwagedoor signs, clocks, etc.— all designed to make sales 
.d from ser and more profitable to you! 


PE YOUR INTERNATIONAL 
| PSTRIBUTOR SOON! 


, ou Il ° ° 7 ° ° . x . 
2 repo 4 ama ws easiest gh alana ee er The 1987 Look... 
Ve, age 
; cooling systems ever nt ep — Y Watch for it—on all International heating and cool- 


est name in the industry — INTERNATIONAL of Utica. ing products. You'll be seeing—and selling — a lot 


“Dal é » ‘aie 
ome ‘complete details write .. . til of “em in 1957! 


row ors 







n ag Wed International Heater Co., Utica 2, New York NTE R NAT] O NAL 
ints to yi 


TERNATIONAL HAS BEEN IN THE 
(ME COMFORT BUSINESS SINCE 1842 
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... and we KNOW our business 
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EVER-TITE 
Standard Adapter © 
and Coupler 





EVER-TITE 


-the best quality 
QUICK COUPLINGS 







You save time and 
money when you use 
Ever-Tite Couplings 
because they speed-up 
deliveries, prevent 
leakage, and save 
wear on equipment. 


Tightness is pre- 
determined in manu- 
facture by positive 
gasket compression. 





EVER-TITE 


There are no sliding 
Adapter and rings—no springs, 
Coupler ball bearings, snaps 


or lugs to fit. You 
just slip the coupler 
over the adapter, and 
close the handles. 


If you want to get 

the most in coupling 
value get Ever-Tite. 
The Ever-Tite Trade- 
mark is a hallmark 
of dependability 

in fittings for the 
petroleum industry— 
proved by 18 years 
of pre-eminence. Ask 
your distributor now. 





EVER-TITE EVER-TITE COUPLING CO. INC. 
Shank Hose 254 West 54th Street 
New York 19, N. Y. 


Coupling 





EVER-TITE Dust Protectors 
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API fueloil Committee is announced 


SFICERS and members of the Fuel 
Oil Committee of the American 
Petroleum Institute, named at the re- 
cent annual meeting of the API, have 
been announced. Heading the commit- 
tee as chairman is L. B. Fox of Socony 
Mobil Oil Co., Inc., New York, N. Y., 
and A. J. Becker, Becker Marsden 
Co., St. Louis, Mo., co-chairman. Con- 
tinuing as secretary is C. M. Blickens- 
derfer, Sinclair Refining Co., New 
York, N. Y. 

Members are J. Hollis B. Albert, 
Operators Heat, Inc., Baltimore, Md.; 
Cliff Arnston, Albina Fuel Co., Port- 
land, Ore.; D. L. Barrett, Esso Stand- 
ard Oil Co., New York, N. Y.; Leon 
Boyle, Boyle Fuel Co., Spokane, 
Wash.; W. F. Briggs, Valley Oil Co., 
Inc., Portland, Conn.; John J. Buck- 
ley, American Mineral Spirits Co., 
New York, N. Y. 

Also, W. C. Burns, Hartol Petro- 
leum Corp., New York, N. Y.; Wiley 
Butler, Coastal Oil Co., Newark, N. 
J.; F. W. Bules, The Pure Oil Co., 
Chicago, Ill.; Joe Berry, Berry Oil Co., 
Greensboro, N. C.; I. H. Carnes, 
Carnes Oil Co., Clinton, Iowa; J. A. 
Collins, Frontier Oil Refining Co., 
Buffalo, N. Y.; Robert Crane, Reel- 
Strong Fuel Co., Cranford, N. J.; H. 
E. Davenport, Pocohontas Fuel Co., 
Inc., Salem, Mass. 

K. E. DeRosay, Sun Oil Co., Phila- 
delphia, Pa.; Wesley E. Downing, 
State Fuel Co., East Boston, Mass.; 
W. B. Englebrecht, Phillips Petroleum 
Co., Bartlesville, Okla.; W. S. Fen- 
ton, Tide Water Associated Oil Co., 
New York, N. Y.; Fred Griffin, Grif- 
fin Fuel Co., Seattle, Wash.; I. L. 
Goldman, Aurora Gasoline Co., De- 
troit, Mich.; Robert Gray, FUELOIL & 
Om Heat, New York, N. Y.; E. P. 
Hacker, Ballard Oil Co., Portland, 
Me.; Myles F. Hall, Como Oil Co., 
Duluth, Minn. 

Fred W. Heaney, Skaggs-Walsh, 
Inc., Long Island City, N. Y.; Walter 
L. Holmgren, W. H. Barber Co., 
Minneapolis, Minn.; F. C. Haab, F. 
C. Haab Co., Philadelphia, Pa.; 
George Hochstein, The Heil Co., Mil- 
waukee, Wisc.; R. A. Hunter, Gulf 
Oil Corp., Pittsburgh, Pa.; Charles L. 


Jarrell, Colonial Oil Industries, Savan- 


nah, Ga.; Joseph Joiner, Maritime Pe- 


troleum Corp., New York, N. Y.; C. 
L. LaCasse, Standard Oil Co. (Indi- 
ana), Chicago, IIl.; Louis Langie, 
Langie Fuel Co., Rochester, N. Y.; 

And, J. L. Minner, Shell Oil Co. 
New York, N. Y.; Francis J. Schus 
ter, Troy Oil Co., Indianapolis, Ind.: 
Henry L. Schwartz, Paragon Oil Co, 
Inc., Long Island City, N. Y.; John 
W. Scott, Buckley & Scott, Water. 
town, Mass.; W. S. Shockley, The At 
lantic Refining Co., Philadelphia, Pa.; 
Douglas W. Smith, Standard Oil Co. 
of California, San Francisco, Calif, 
H. M. Spade, Robeson Oil Co., Harts 
dale, N. Y. 


H. V. Spitzer, Allied Oil Co., Ine, | 


Philadelphia, Pa.; A. W. Stearns, The 
Texas Co., New York, N. Y.; Nor 
man R. Steenstra, The Standard Oj 
Co. (Ohio), Cleveland, Ohio; Wilmer 
Stradley, Diamond Ice & Coal Co. 
Wilmington, Dela.; Guy M. Timber. 
lake, National Oil Co., Inc., Rich 
mond, Va.; M. N. Vining, Diesel Oil 
Sales Co., Seattle, Wash.; D. C. Wix- 
son, D-X Sunray Oil Co., Tulsa, 
Okla., and James H. Wright, Home 
Fuel Oil Co. of Passaic, Passaic, N. J. 


}, 
“e 


Varied Exhibits to feature 
heating-cooling Exposition 


EXHIBITS of great variety and in great 
number and the display of a large 
number of new products will feature 
the 13th International Heating & Air 
Conditioning Exposition to be held in 
the International Amphitheatre, Chi 
cago, February 25-March 1. 

Because heating and airconditioning 
requirements vary from one locality to 
another according to differences in cli 
mate and in the occupations and liv 
ing standards of the people, the needs 
of the industry are varied and exact’ 
ing. At the Exposition, specific equip’ 
ment developed for specific uses in an 
aswer to those needs will be shown. 

The Exposition is under the man 
agement of the International Expos 
tion Company with permanent head: 
quarters at 480 Lexington Ave., New 
York 17, N. Y. E. K. Stevens, presi 


dent, is manager of the Exposition. 
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< WHITE 3000 for 
” NIORE Deliveries 
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chus 
Ind.: 
| Co, 
John 
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Co. > This payload increased to 3000 
° ; s 

mber. : This 240® gallon tanker boosts deliveries > gallons means lower cost per 

Pa POTD : oe. ved i hee ek TANDEM WHITES * gallon delivered for H. N. Lund 


el Oil : Coal Co., Chicago. 


Wix- 
Tulsa, 
Home 


WHY pass up the efficiency and savings that Your White Representative will give you 
have proved so helpful to leaders in the fuel oil facts about the White 3000 specially designed 
industry everywhere? to your operations. 
Look into the functional advantages of the 
ure White 3000 engineered exactly for your busi- 
; ness—there are substantial savings that can 
ion mean more profitable business for you this year TAS Wire See 
great —and for years to come. Cleveland 1, Ohio 
large 
eature 


Air CF mayor importance to you... 


. MORE GALLONS DELIVERED PER DAY! 
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FOR MORE THAN SOS YEARS THE 
GREATEST NAME IN TRUCKS 










PROVED IW BILLIONS 
oF [OW-COST miLES 





Gasaver and 
Oilsaver Furnaces 


ee 





eee ARERR AATRHNATASNTENT 


DeLuxe Gas 
& Oil Furnaces 


corm 


Super Gas, 
Oil & Coal Furnaces 


| 
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Special Gas 
& Oil Furnaces 


<t cone coe SUMEr prometion 


Wethermatic 
Airefrigeration 
Waterless Cooling Units 


Visit Our Booth: 769, 770, and 771—NAHB Show, Chicago Coliseum—Jan. 20-24 
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As Advertised in Leading Magazines 


eloil 
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New Designs 
New Models 
New Colors 


Two-tone Hammer 
Finish Green 


Gleaming White Enamel 
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| THE WILLIAMSON COMPANY 

y 3312-B-1 Madison Rd. Cincinnati 9, Ohio 
! Gentlemen: 

Please send me information on the following: 

0 Heating Equipment 0) Cooling Equipment 
0 Duct, Pipe and Fittings 


Fe oe os ee ee ee ee se ee ee es ed 
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QUALITY is our business 
.. Without any — 


‘= ONLY 
GIVES YOU ALL THREE — 


1. FLEXIBLE COUPLINGS 






Regular Set Screw 
Splined 


Jaw 


Only Guardian gives you these features— 


@ ROLL SPINNING—Exclusive process joins all 
three components at one time—while in final op- 
erating alignment. 

@ BRAIDED RUBBER—Ground to absolute true con- 
centricity. Furnished in BUNA-N TUBE and NEO- 
PRENE COVER. Lateral and angular alignment 
requirements fully met. 

@ ONE-PIECE DESIGN—Minimizes assembly and 
handling costs. Made to exact lengths required. 


Over 5,000,000 Guardian couplings are on 
original equipment. This is your assurance of 
_—" quality and universal acceptance in the 
eid 


2, OIL TANK VALVES 


le, CE 






No. 1910 B tegum 


Check These Superior 
Guardian Features— 


@ Metal-to-metal seating. 


& een quality machined bar 
stock. 


@ Greater wall and body strength. 
@ Fusible linkage available in all designs. 
@ Valve designs for avery type of installation. 


3. QUIK JOINT 


Steel compression 
fittings for con- 
necting steel pipe. 


Patent No. 
2,685,460 





sl 


@ Eliminates threading of pipe. 

@ Decreases cathodic corrosion and electrolysis. 
@ Guaranteed for pressure up to 2000 P.S.I. 

@ Allows 7° angular deflection. 

@ U.L. approved for oil and gas. 

Write 
for free 
descriptive 

literature. 








PRODUCTS CORP. 


COUPLING DIVISION 
Dept. F-17 1215 East Second Street 





MICHIGAN CITY, INDIANA 
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Big Burner Shipments were 
average in October: OHI 


BIG BURNER shipments in October 
totaled 3,827, a figure on a par with 
last year’s total of 3,783 and only 
slightly under 4,104 burners, the seven 
year average for the month, the mar- 
ket research committee of the Oil-Heat 
Institute of America, Inc., has re- 
ported. Shipments from January 
through October are about 3% above 
1955. 

A breakdown of shipments as to size 
and type follows: 


Oil- Gas-Oil 
burners burners 
HORIZONTAL ROTARIES 
214 and Under 37 a 
Over 24 to 8 9 1 
Over 8 to 30 3=406 12 
Over 30to 100 418 41 
Over 100 61 11 
TOTAL SHIPMENTS 931 65 
GUN TYPE 
Over 5 to 30 2573 134 
Over 30 34 27 
TOTAL SHIPMENTS 2607 161 
ATOMIZING 
30 and Over 53 10 
TOTALS, ALL TYPES 3591 236 
\/ 
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Airconditioner is Chicago’s 
“most wanted” Appliance 


AIRCONDITIONERS topped the list of 
“appliances preferred next” by Chi- 
cago householders, a study of the met- 
ropolitan Chicago appliance market 
just completed by The Chicago Trib- 
une has shown. 

In the course of the study among 
1,687,200 Chicago households, 3,000 
interviewees were asked which of nine 
appliances theyd most like to have 
next. Topping the list were aircondi- 
tioners, preferred by 22.€% of the 
people. The survey on the other hand, 
showed that only 10% of the house- 
holds presently have aircond:tioners. 


o, 
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"07 Ad Kit for Operation 
Home Improvement ready 


READIED for mid-December distribu- 
tion was the display and advertising 
kit for 1957 designed to further the 
aims of Operation Home Improve- 
ment, 10 Rockefeller Plaza, New York 
20, N. Y. 

Featured in the kit is “Oscar Ohi,” 
a little cartoon character who will act 


January 
1957 

























as a salesman for all types of home 
improvements. Within the 50 items 
that make up the presentation is a 
Time-Selling Booklet, which outlines 
the advantages and procedures of mak- 
ing remodeling sales on the installment 
plan. 

There are also speeches, radio and 
television scripts, stickers and pen 
nants, plus handout booklets on home 
improvement financing and other sub 
jects. 

According to John R. Doscher, ex 
ecutive director, the kit costs $10 and 
will be supplemented by material 
which will tie in with the “Better Your 
Living Month” in May. 
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Home Builders’ Show set 
for Chicago, January 20 


SOME 30,000 builders are expected to 
attend the 13th annual convention and 
exposition of the National Association 
of Home Builders in Chicago, January 
20-24. 

The convention program has been 
designed to guide the industry through 
its present problems and cope with 
long range developments such as pop 
ulation growth, the new highway prov 
gram and peaceful application of 
atomic power. 

Convention Chairman Leonard L 
Frank says that money, taxes, met’ 
chandising, materials and _ building 
methods will get a thorough going over 
in panel discussions, workshops, and 





general convention sessions. 












































a to suppliers of 
petroleum marketing 
a equipment 


Four important facts about modern hose couplings 
...for better service (and bigger profits!) 





The excellent quality of modern hose makes re-attachable couplings an 
impractical investment. Hose lasts so long that by the time it needs replacing, 
you find couplings are usually damaged and need to be replaced, too. 











home 

items 
n isa 
utlines . 
f mak- All the hidden 
Iiment expenses involved 

in reconditioning re-attachable 

io al couplings—time, paper work, 
1 pen packing, shipping—make these 

h couplings much more expensive 
aii to use than modern, permanently 
er Sub attached couplings. 

Modern, permanently 
er, & attached couplings are 
10 and machine attached by specially 
aterial : trained workmen. This means 
r Your you get a coupling with 
a perfect fit, always—with 
no possible damage to hose. 
This modern 
machine attachment 

set is fast, economical and provides 


a leak-proof full-flow diameter 
0 inside the coupling. Hours of 
flexing won’t weaken the 
grip of a permanently 
attached coupling. 


cted to 
on and 
ciation 
anuary 





s been 
hrough 
e with 


shed 4 remember: Scovill is the name 





ion of 4 : 
in modern permanently attached hose couplings 

ard L. 
3, mer” For complete specifications on fuel oil hose couplings 
uilding write to Scovill Manufacturing Co., 
ng over Merchandising Division,8s8 Mill St., Waterbury 20, Conn. 

F and Ask for Bulletin No. 520-H. 
dS, 
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is ; INDIVIDUALLY 
OIL TESTED... 
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out” several nozzles to find 7 that fires ite 
erly. pepividess testing of each ‘Monarch Nozzle, 
on Oil, is your guarantee of a spate: uniform 
performance. 





a Monarch completely eliminates the th to “try 






100% Tested-for-C 

of Spray and Balance. | 
No wonder Service Men and more than 400 Oil 
Burner and Furnace manufacturers us ne | Mon- 
arch Nozzles as original equipment a; 
Monarch continues ‘First Choice of the I 


























* 9 * 


dustry’ 




















seni 
4” 1. D. Air Tut ‘. 
MANUFACTURING WORKS, Inc. 
2503 E. ONTARIO ST., PHILADELPHIA 34, PA. 


Canadian Agent : (Except B. C.) 
E. S. Gallagher Sales Ltd., Toronto 12, Canada 





Pulsation” sagipment. 


Exclusive Agents in all of Europe, Also: : Flame Mircors, 94 and 
Australia and New Zealand - 4 48 Netale Boxes, Norsle Wrenches, etc. 
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Every Monarch Nozzle is a precision product, 





REMEMDER It costs more to clean a defective nozzle - to replace with a new, precision, guatanteed-uniform Morr Nozzle. 









- CONVENT L: Bladed © 
Cone Rings and four blade 
Stabilizers for ordinary Air 
Tube replacement from 3%" 
 fo-B1.-D,- Also special “Anti- — 
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NSTALLATIONS OF domestic oilheat- 
ing during 1956 totalled 713,947 
and even though this represented a de- 
crease Of 11.7% over 1955 sales, the 
year can be regarded as relatively sat- 
factory from a volume standpoint— 
exceeding the average for the preced- 
ing ten years. When it’s recalled that 
these ten years included the largest 
ever experienced in oilheating—888,- 
083 installations in 194'7 — plus four 
other years that exceeded 800,000, the 
1956 total cannot be regarded as a 
poor year by any means. 

Estimates for oilheating sales are 
preliminary, of course, based on ten 
months reports of factory shipments, 
projected to an indicated total of '733,- 
947 for the year. A deduction of 41,- 


Oilheating Curve is notched 


Ten year Growth continues, but ’56 was at moderately slower Rate 
[ 000 burners and units estimated to 

have been exported and a 21,000 plus 
decrease in dealer stocks of burners 
and units result in the 713,947 actual 
oilheating installations estimated for 
1956. Later in the year, when more 
complete reports are available both on 
factory shipments and exports, final 


figures can be computed. 


Sales of automatic heating dur- 
ing 1956 declined 7.4% to a total of 
1,824,792, compared with 1,970,550 
in 1955, the all-time high. Total sales 
in 1956 were divided: Oilburners, 
713,947; gas burners, 1,102,731 and 


coal stokers, 8,114. 


During the year oilburner installa- 
tions were down 11.7%; gas burner 
sales also decreased by 4.3% and coal 
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AUTOMATIC HEATING TRENDS 
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stokers were off an even 15°%, con- 
tinuing their downward trend of re- 
cent years. 

Automatic heating systems in use 
numbered 18,420,601 at the end of 
1956 an increase of 8% above the 17,- 
063,741 operating at the end of 1955. 
Oilburners represented 47.4% of the 
December 31, 1956 total or 8,736,249; 
gas burners accounted for 48.7% of 
the total or 8,975,551 units and stokers 
totalled 708,801, which was 3.9% of 
the total. The breakdown on page 54 
shows this division by per cent for the 
past three years, along with the num- 
ber of automatic heating systems in 
operation at the end of 1956: 
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TABLE 1 
Automatic Heating Trends 


ANNUAL SALES 
% of Total 

Oil- Gas- 

Total Stoker burners burners 

1941 652,591 28.0% 51.1% 20.9% 
1942 225,041 35.1 44.2 20.6 
1943 64,465 27.5 51.9 20.6 
1944 102,028 31.0 48.9 20.1 
1945 321,693 37.1 45.2 jy ee 

1 


1946 1,336,316 13.5 37.0 49.5 
1947 1,271,679 49 69.8 25.3 
1948 803,222 9.5 56.7 3338 
1949 1,281,706 2.3 47.9 49.7 
1950 1,210,725 1.1 45.6 33.3 
1951 1,346,794 1.4 50.1 48.5 
1952 1,544,160 1.2 504 48.4 
1953 1,636,812 08 50.3 48.9 
1954 1,695,849 06 43.6 55.8 
1955* 1,970,550 0.5 41.0 58.5 
1956 1,824,792 0.5 39.1 60.4 


OPERATING AT END OF YEAR 


1941 4,514,627 17.8% 53.2% 29.0% 
1942 4,615,785 19.0 51.7 29.3 
1943 4,633,755 19.3 51.3 29.4 
1944 4,700,130 19.7 50.9 29.4 
1945 4,979,775 20.7 50.5 288 
1946 6,009,347 19.3 47.0 33.7 
1947 7,133,709 16.6 51.2 32.2 
1948 7,752,498 16.0 51.3 32.7 


1949 8,845,695 14.00 50.8 35.2 
1950 10,434,971 11.3 49.6 39.1 
1951 11,506,701 9.8 49.6 40.6 
1952 12,757,700 8.5 49.7 41.8 
1953 14,085,664 7.1 49.8 43.1 
1954 15,511,533 5.9 49.3 44.8 
1955* 17,063,741 4.7 48.4 46.9 
1956 18,420,601 3.9 47.4 48.7 
*Revised 
53 





Operating 1956 1955 1954 
12/31/56 % %% % 
8,736,249 Oilburners 47.4 48.4 49.3 
8,975,551 Gas burners 48.7 46.9 44.8 
708, 801  Stokers [3 47 8 


18,420,601 


In TABLE 2 reports of total sales of 
oilburners and units appear for 1956 
and previous years, including the num- 
ber in use at the end of each year, 
the retail and factory values of sales. 
On December 31, 1956 oilburners op- 
erating increased by almost half a mil- 
lion to 8,736,249, up 5.8% over the 
8,255,228 operating at the end of 
1955. Based on the estimated installa- 
tions of 713,947 in 1956, a net gain 
of 418,021 units was added to the 
number operating and the gain repre- 
sented 67.4%, of total sales. The net 
gain was arrived at in this way: From 
sales of 713,947 was deducted 142,789 
oilburners installed to replace old oil- 
burners, resulting in a total of 571,158 
new customers (80% of total sales). 
Further, deducting a total of 90,137 
oilburners estimated to have been re- 
moved and replaced with equipment 
using other fuel, left the balance of 
481,021 net gain. 

In general, retail prices showed 
slight declines and factory prices 
showed slight advances during 1956. 
Separate burners, distinguished from 
complete boiler or furnace-burner 
units, for example, dropped 3.2% from 
$378 to $366 at retail; boiler-burner 
units at retail were sold for $748 in 
1955, but jumped 1.1% to $755 in 
1956; furnace-burner units on the 
other hand were down 0.8%, from 
$603 in 1955 to $598 last year. 

Conversely, wholesale prices for 
equipment paid by dealers averaged 
$98 for a separate burner, 5.4% great- 
er than the $93 reported in 1955; boil- 
er-burners increased 1.1% from $363 
to $367 in 1956 and furnace-burners 
registered the only decrease, wholesale 
prices for which were $282 or 7.5% 
lower than the $305 dealers paid in 
1955. 

Both the retail and wholesale prices 
reported here are weighted national 
averages based on total sales. 

Little change was noted in the types 
of oilburners sold in 1956. High pres- 
sure gun burners still are the most 
popular type, accounting for 84.2% 
of total sales, up slightly from 83.8% 
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. Oilheating Sales Statistics 











































































for this type of 
burner in 1955; DOMESTIC OILHEATING SALES 
low pressure gun 
burners were up BURNERS AND UN/TS 
a 956 LLL MM 713,947 
i ba of = 1955 oo 808, 805 | 
Lk cr wa 1954 OOo 738,046 : 
ro 
be % P it 1953 TTT 823,365 ! 
° ‘Oo 
. 1952 
(5% bale te 5 oo 777, 604 , 
1956 and vapor- 1951 ooo 675, 060 r 
izing burners re- 950 (TTT MMMM 842, 215 . 
mained at 0.8% 1949 AA 11 
ic, ARM: REA 
of sales. This lat- 1948 FT 455, 245 i" 
* ARES) Se Gee Sena — 
ter category, it 1947 NN 888,083 ; 
eee ee, 
ne be remem- 1946 TTT fn 
ered, excludes 1945 ‘i 
vaporizing burn- 1944 
ers used in floor 1943 44 
furnaces and id 
space heaters. 1942 Hit 99,514 Dri 
The following 1941 IT 332, 250 fro1 
tabulation breaks PREWAR LOU 229,700 (AVERAGE (936-40) bel 
inc1 
down oilburner 100 200 300 400 500 600 700 800 900 le 
sales by types, in- THOUSANDS OF BURNERS , 
cluding the per- 
ils : pare 
centage for each type for the past two The average retail price paid fora “a 
years, a prewar average in per cent high pressure gun burner installation : 
and an estimated 1956 total: in 1956 was $354, up from $347 in B: 
1955; retail prices for low pressure 
1956 1955 Prewar gun burners installed averaged $410 yo 
«Rd - an d with $392 th m1 
601,143 84.2 High pres. 83.8 71.7 AE ns Se reas 
72.823 10.2 Lowpres. 10.1 6.2 vious year, while dealers reported ver’ 5 
34,269 4.8 Vert.rot. 5.3 11.0 tical rotary burners were sold at re & chor 
5,712.8 Vaporizing .8 10.8 tail for $479 in 1956 and $461 in 195). & fron 
113,947 Average prices on the wholesale side & 35 1 
*Includes 0.3% miscellaneous. also were reported higher than 1955 & wit, 
TABLE 2 viou, 
Total Domestic Burners and Units No. in Use 
Sales Retail Value Factory Value Year (End of Year) @[-—— 
To i ee ee Oy ean ERE hy <8 Sen 1930 648,500 
De ig okt cg ehevsae ie gips 2+) ce, suiskeraelerb lane 1931 747,300 
NS CARS sone OER tr 25) An RR ea > Shae eed 1932 831,120 
Dee Se. eweiewetel| i Roy A beteiongesies 1933 914,280 
CERES SER 5 2 oh Re Ree aire iar 1934 1,012,870 
150,510 pn 2 | | i er tr eae 1935 1,152,125 
220,075 yk, eer rie 1936 1,340,675 
210,740 69,265,100 $22,238,200 1937 1,530,545 
179,360 54,583,900 18,292,900 1938 1,667,745 
236,140 66,520,400 23,352,200 1939 1,862,330 
302,210 89,548,800 32,273,600 1940 2,135,125 
333,250 113,546,400 41,931,800 1941 2,402,060 
99,514 29,871,600 14,067,900 1942 2,386,290 
33,445 5,283,300 5,431,000 1943 2,375,455 
49,915 17,988,300 7,652,000 1944 2,392,265 
145,596 49,245,200 17,845,400 1945 2,517,055 
492,593 211,448,000 79,007,100 1946 2,821,044 
888,083 418,178,500 156,759,900 1947 3,650,514 
455,245 237,385,500 84,114,100 1948 3,975,773 
614,712 262,843,600 102,660,700 1949 4,490,535 
846,815 371,585,000 140,582,300 1950 5,172,134 
675,060 330,610,900 123,630,800 1951 5,704,556 
777,604 364,500,000 145,487,000 1952 6,345,876 
823,365 428,600,000 204,289,000 1953 7,017,609 
738,048 429,132,000 185,826,000 1954 7,641,973" 
808,805 458,237,000 205,073,000 ~ 1955* 8, 255, 228 
713,947 416,938,000 186,190,000 1956 8,736,249 





*Revised 
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Oilburner Replacements homes remained fairly constant -—— New Homes 320,562 
Number Year % 44.9% in 1 . oO. Replacements 142,789 
0936 aap 7 % in 956 compared with 46.5% Conversions 250,596 
$6,315 194] 169 of sales in 1955 and replacements of 
33,170 1942 33.3 ald oilburners was up to 20% in 1956, 713,947 
13,910 1943 Fe a ei 
38.280 1944 16.7 while in 1955 it accounted for 14.8% 
yh ome 20.5 of installations. Dealers reported that in 1956 they 
PRE ion ee Included in the 713,947 oilburners installed straight conversion burners 
90,750 1948 19.9 put in during 1956 were 15,707 (2.2% for 36% of the oilburners they re- 
) ° 
E560 aes iv: of total sales) used to replace gasburn- ~— placed—a drop from 45% in 1955. 
91,808 1951 13.6 ers. These, combined with the 32.9% Also, boiler-burner units were used 
67 : a : bg of sales which replaced coal fired heat- to replace obsolete oilburners in 27% 
118,080 1954 16.0 ing make up the 35.1% of burner of the replacement sales made in 1956, 
5 ‘ 
fe Li ana sales which last year replaced other exactly the same percent as in 1955; 
M29 fuels with oil. Here’s a breakdown of furnace-burner units were installed in 
*Revised 1956 sales: 37% of the oilburner replacement jobs, 
figures. For example, dealers paid $98 TABLE 3 
fora high pressure gun burner in 1956 Domestic Conversion Oilburners 
ainst the $9 : No. in Use 
' ag e $93 figure reported for Sales Retail Value Factory Value Year (End of Year) 
1995; low pressure gun burner factory 126,400 $79,400,000 $24,648,000 1930 648,500 
ies advanced to $154 ; 104,000 50,310,000 16,640,000 1931 47,300 
9154 in 1956, up 86,200 36,911,000 12,068,000 1932 827,320 
from the $148 dealers paid the year 80,800 31,263,000 10,423,000 1933 902,680 
before; vertical rota holesale prices 98,990 33,116,000 11,681,000 1934 991,980 
nd ¢ sa agattinccrpas een 136,825 43,373,500 13,408,900 1935 1,115,125 
increased from $152 in 1955 to $164 197,430 59,229,000 18,558,400 1936 1,281,305 
last year. 184,920 $4,181,600 15,903,100 1937 1,446,295 
Retail d h : 153,850 40,462,600 12,154,200 1938 1,559,675 
etail and wholesale prices com- —_—_ 299020 48,004,800 15,601,600 1939 1,719,940 
pred in the following table are 238,845 55,645,900 18,152,200 1940 1,933,605 
ishted i | 237,965 59,490,200 19,275,200 1941 2,113,160 
weighted national averages. 71,658 16,552,700 6,090,900 1942 2,073,260 
21,363 1,885,800 1,837,200 1943 2,060,465 
RETAIL WHOLESALE 37,885 10,607,800 4,184,600 1944 2,072,445 
196 1955 1956 1955 119,680 34,292,200 11,249,900 1945 2,173,910 
$354 $347 Highpres. $ 98 $ 93 408,861 151,258,100 48,625,800 1946 2,397,554 
410 392 Low pres. 154 148 669,615 262,489,000 83,701,900 1947 3,020,741 
479 461 Vert. Rot. 164 152 312,170 131,735,700 36,523,900 1948 3,208,365 
440,748 155,143,300 47,160,000 1949 3,568,024 
Straight conversion installations eine 608,013 214,020,600 65,665,400 1950 4,057,412 
dine: Saal ‘fri 477,267 189,475,000 55,363,000 1951 4,433,834 
manging a heating system to olnring 542,768 203,538,000 64,047,000 1952 4,881,476 
from another fuel — accounted for Lecce 140,591,000 42,789,000 1953 5,193,160 
2 : 96,360,000 24,843,000 1954 5,426,444* 
5.1% of all sales in 1956, compared 241/024 91,107,000 22,415,000 1955# 5,609,194 
with a revised figure of 38.7% the pre- 171,347 62,199,000 16,792,000 1956 5,724,639 
vious year. Burners installed in new  -hlipeageaieasall 
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OILBURNER SALES BY TYPES 
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REPLACING OLD BURNERS 





==) REPLACING HANDFIRED COAL 


(0) IN NEW HOMES 
Ulla REPLACING STOKERS 


2.3% 


BURNER SALES BY TYPES OF INSTALLATIONS 


1.7% 


== REPLACING GASBURNERS 








an improvement over the 30% used 
for such installations in 1955. For 
comparison, here’s how replacement 
burner installations were divided in 
1954: Conversion burners, 46.7%; 
boiler-burner units, 29.7%; furnace- 
burner units, 23.6%. 

All these percentages are weighted 
national averages. Below are listed 
dealer reports on the types of oilburn- 
er replacements made in 1956. 


Furnace 
Units 


Boiler 
Units 


Conv. 
Burners 


New England 41% 
Mid-Atlantic 47 
South 29 
Midwest 29 
Pacific 14 


Total U.S. 36 


In breaking down oilburner sales to 
arrive at a net gain in users, losses to 
other fuels were mentioned. In 1956, 
as shown in the table, they totalled 
1.1% of total oilburners operating and 
even with a figure of 90,137 this is a 
modest loss. Losses in the tables are 
shown by sections of the country, 
along with comparative totals for pre- 
vious years. 

Oilburner sales in 1956 were divid- 
ed: Conversion burners (oilburners 
installed separately), 24%; boiler- 
burner units, 27% and furnace-burner 
units, 49%. In 1955 the division was: 
Conversions, 29.8%; boiler-burner 
units, 24.3% and _ furnace-burner 
units, 45.9%. 

Again this year in compiling these 
figures more weight was given to the 


56 


information supplied by our reporting 
dealers who told us what equipment 
they had installed. Conversion or sep- 
arate burners totalled 171,347; boiler- 
burner units amounted to 192,766 and 
there were 349,834 furnace-burner 
units installed. 

The 8,736,249 burners operating at 
the end of 1956 were divided in this 
way: Conversion burners, 5,724,639; 
boiler-burner units, 1,059,100 and fur- 
nace-burner units, 1,952,510. Conver- 
sion burners accounted for 65.5'% of 
burners operating at the end of 1956, 


Losses 


New England 
Metro. N. Y. 
Other Mid-Atl. 
South Atlantic 
Midwest 
Pacific N. W. 


ALL SECTIONS 


Losse 


1956 90,137 or 
1955 75,067 or 
1954 55,604 or 
1953 47,065 or 
1952 32,734 or 


TABLE 4 
Conversion Burner Price Trends 





RETAIL ——— 
% change Aver. 
prev. yr. Min. 


$554 
516 
413 
371 
341 
310 
275 
266 
255 
236 
218 
210 
226 
245 
247 
258 
292 
294 
ck 
349 
329 
319 
330 
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320 
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312 
311 
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1929 
1930 
1931 
1932 
1933 
1934 
1935 
1936 
1937 
1938 
1939 
1940 
1941 
1942 
1943 
1944 
1945 
1946 
1947 
1948 
1949 
1950 
1951 
1952 
1953 
1954 
1955 
1956 


Aver- 
age 
$240 
195 
160 
140 
129 
118 
98 
94 
86 
79 
78 
76 
81 
85 
86 
98 
94 
119 
125 
ti7 
107 
108 
116 
118 
VEZ 

99° 
93 
98 
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to other Fuels 


To 
Gas 


5,336 
6,179 
11,697 
5,435 
Lean 
1,237 


82,205 


To 
Coal 


s to all Fuels 


1.1% of total 
1.0% of total 
0.8% of total 
0.7% of total 
0.6% of total 
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TABLE 5 
Boiler-Burner Units 
No. in Use 

Sales Retail Value Factory Value Year (End of Year) 
tae aS PO in sae te CFO 1932 3,800 
BOO fo. uieipeeleteeias ho oO > § didmemeee 1933 11,600 
PO = eee 8 | ear 1934 20,890 
10,510 SU SEr.CO0 >> ceemeemne 1935 31,400 
15,025 Ee Rea: 1936 46,250 
14,430 8,557,000 $3,795,100 1937 60,240 
14,220 7,877,900 3,711,400 1938 73,930 
19,220 9,744,500 4,286,100 1939 92,540 
26,955 13,322,700 5,005,300 1940 118,560 
39,990 21,874,500 9,717,600 1941 155,720 
9,313 5,289,800 2,877,700 1942 163,040 

6,637 1,705,600 2,090,600 1943 164,240 

6,440 3,909,100 2,002,800 1944 167,040 

9,027 5,984,900 2,491,500 1945 175,165 
45,130 34,765,900 18,088,100 1946 219,131 
63,054 52,650,000 23,014,700 1947 277,771 
42,785 40,260,700 16,600,600 1948 318,417 
55,324 43,872,000 20,027,300 1949 368,286 
82,141 61,687,900 26,038,700 1950 434,401 
58,731 46,573,700 22,688,300 1951 480,722 
69,207 53,635,000 26,783,000 1952 537,799 
116,094 82,42'7,000 45,393,000 1953 623,513 
184,512 138,200,000 68,085,000 1954 780,204* 
196,539 143,271,000 69,529,000 1955 929,225 
192,766 145,538,000 70,745,000 1956 1,059,100 

*Revised 


Prior to 1953 this table represented only the boiler-burner units reported to the 
Census Bureau by oilburner manufacturers. It did not include units assembled either by 
boiler manufacturers in their plants or field-assembled by dealers. In 1953 it included 
those assembled by boiler manufacturers but not by dealers. In 1956 it includes all three, 
divided as follows: By oilburner manufacturers, 71,198; by boiler manufacturers, 79,272; 


by dealers in the field, 42,296. 
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a decline from 67.9% at the end of 
1955. Boiler-burner units were up to 
12.1% of burners operating, com- 
pared with 11.3% to the end of 1955 
and furnace-burner units at 22.4% of 
units in use were up a few percentage 
points from 20.8% at the end of 1955 

Conversion burners, boiler and fur- 
nace-burner units as percentages of 
total sales for the past two years and 
a prewar average are shown in the 
table. 

There was very little variation in 
the oilburner firing rates reported for 
installations made during 1956. Both 


What Kind of Equipment 


1956* 1955* Prewar 
% % % 
24.0 29.8 Conversion 80.5 
27.0 24.3 Boiler Units 9.1 
49.0 45.9 Furnace Units 10.4 


*Calculated on revised basis, taking into 
account overlap in Census reports of burner 
shipments. If a plant ett se an oil- 
burner and combines it with a furnace or 

iler of its own manufacture, data for this 
equipment are reported under boiler or 
furnace-boiler units. If a plant manufac- 
tures a furnace, but combines it with a 
lurner purchased from another manufac- 
turer, data for this furnace are reported 
under warm air furnaces; data for the oil- 
burner already have been reported by the 
Urner manufacturer as a conversion oil- 

urner, Estimates for these two years allow 
greater weight for reports from dealers on 
€ type of oilburning equipment they sell 
and install. 
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last year and in 1955 gallonage rates 
from below 1 gph to 1.65 gph account- 
ed for 85% of all installations in each 
year and the remaining capacities fol- 
lowed pretty much the same pattern as 
past years. Details are in the chart, 
“Sizes of 1956 oilfired Installations”. 

TABLE 5 contains a summary of an- 
nual sales of boiler-burner units, retail 
and factory values of annual sales and 
number operating at the end of each 
year. In 1956 boiler-burner units in- 
stalled amounted to 192,766, equal to 
27% of total sales; the previous year 
boiler-burners amounted to 24.3% of 
sales or 196,539 units. Net gain in 
boiler-burner units operating raised 
the total over a million to 1,059,100 
and this was 12.1% of all burners in 
use. 

In TABLE 6 are listed retail and fac- 
tory average prices for factory-assem- 
bled boiler-burner units, as well as 
average minimum prices in the same 
categories. Average retail prices ad- 
vanced 1%- to $755, while average 
minimums were up 2.8% to $724. 
Factory prices increased as follows: 
Average prices up 1.1% to $367 and 
average minimums up 4.6% to $340. 

Sizes of oil boilers installed during 
1956, also shown in the chart, exhibit- 
ed a normal pattern in 1956. Sizes 


TABLE 6 


Prices of Factory-Assembled 
Boiler-Burner Units 


RETAIL 
Aver- % change Aver. % change 
age prev. yr. Min. prev. yr. 
$905 “4 1935 $723 we 
651 —28.0 1936 566 —21.7 
593 —89 1937 516 — 88 
554 —65 1938 482 — 6.6 
507 — 83 1939 441 — 8.5 
495 —2.4 1940 365 —17.2 
547 +11.5 1941 378 + 3.6 
568 +33 «#4194. 478 $23.1 
533 — 6.2 1943 361 —23.7 
607 +13.9 1944 450 +24.6 
663 + 9.2 1945 539 +198 
770 +16.1 1946 589 + 9.3 
8335 +64: 1947. @i. +423 
941. +97 19606 788. 
793 —15.7 1949 682 — 4.0 
751 — 5.3 1950 661 — 3.1 
793 +: 34--e G@: F SS 
775 —2.3 1952 699 + 1.9 
710 — 84 1953 703 — 0.6 
749 + 5.5 1954 704 ee 
748 és 1955 704 oe 
733 + 10 3996 734 + 3S 
FACTORY 
$263 aca 1937 $246 aa 
261 —0.7 1938 244 — 08 
223 —14.5 1939 208 -—14.7 
215 — 3.6 1940 183 —12.0 
243 +13.0 1941 201 + 9.9 
309 +27.1 1942 229 +13.4 
315 +22 3198 2 oe 
311 — 1.3 1944 216 — 6.5 
276 —11.2 4945. 233° + 78 
351 +27.2 1946 267 +14.6 
365 + 4.0 1947 310 +16.1 
388 + 6.3 1948 345 +11.3 
362 — 6.7 1949 342 — 0.9 
317 —12.4 1950 311 — 9.1 
393 +240 1951 336 + 8.0 
387 — 15 1952 324 — 3.8 
i + 72. 13 322 — 0.1 
369 — 5.6 1954 322 re 
363 — 1.6 1955 325 + 10 
367. + 1.1 1956 340 + 4.6 
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up to 300 sq. ft. of net steam were 
used in 26% of the boiler jobs last 
year; sizes from 301 to 500 sq. ft. went 
into 40% of oilfired wet heat put in 
during 1956; units from 501 to 650 
sq. ft. were used in 19% of 1956 boil- 
er jobs and larger sizes from 651 to 
800 sq. ft. went into 15% of these 
jobs. 

Preliminary estimates of cast-iron 
and steel boilers sold in 1956 indicate 
a drop of some 7.4%, with cast-iron 
boilers totalling 237,620, a decline of 
just about 5%, while steel boilers at 
106,143 were down close to 15%. It 
must be pointed out, though, that a 
good portion of the drop in the steel 
boiler total can be attributed to supply 
difficulties that resulted from the steel 
strike last Summer. Up until then 
steel boiler shipments had been report- 
ed holding up strongly. 
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SIZES OF 1956 OILFIRED INSTALLATIONS 


FIRING RATES 


39% LESS THAN 1.0 GPH 
35% 1.0 TO 1.35 GPH 
12% 1.36 TO 1.65 GPH 

7% 1.66 TO 2.0 GPH 

4% 2.01 TO 3.0 GPH 

3% 3.01 GPH AND LARGER 





| IGG FG 
IGIYH 


oe 
So 


BOILER SIZES 


26% LESS THAN 300 SQFT 
40% 301 TO 500 SQ FT 
19% 501 TO 650 SQFT 
15% FROM 651 TO 800 SQFT 





FURNACE SIZES 


2% LESS THAN 50,000 BTU 
17% 50 TO 75,000 BTU 
56% 76 TO 100,000 BTU 
15% 101 TO 125,000 BTU 
10% 126,000 BTU AND LARGER 











During 1956 about 57% of all boil- 
ers were installed in oilheating systems, 
consisting of 101,319 cast-iron boilers 
and 95,523 steel. On this basis 43% 
of all cast-iron boilers were used for 
oilfiring and 90% of steel boilers were 
sold for use in oilheated homes. 

TABLE 8 contains data on furnace 
burner unit sales during 1956 and pre- 
ceding years. Installations of complete 
furnace-burner units in 1956, account- 
ing for 49% of all oilheating jobs, 
totalled 349,834. This represented an 
increase from some 46% of total sales 
in 1955 and resulted in the number of 
furnace-burner units in use at year 
end increasing to 1,952,510, up from 
1,716,809 in use at the end of 1955 
and equalling 22.4% of all oilfired 
heating operating on December 31, 
1956, 

Retail and factory average prices, 
as well as average minimums for fac- 
tory-assembled furnace-burner units 
dropped somewhat during 1956. Re- 
tail average prices were down 1% to 
$598 and factory averages were down 
7% to $282. Average minimums, on 
the other hand, remained the same— 
$585 at the retail level and $280 at 
the factory level. These price trends 
are illustrated in TABLE 9. 

Warm air furnace shipments are 
shown in TABLE 10. They are esti- 
mated to be 1,298,077 in 1956, down 
3.6% from the 1,346,951 furnaces 
shipped in 1955. The division between 
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TABLE 7 
Heating Boiler Sales 


CAST IRON 


Total No. for 
Output oil 


1935 160,105 29,310 
1936 186,560 41,922 
1937 169,707 58,462 
1938 135,282 54,139 
1939 146,919 61,070 
1940 168.839 77,764 
1941 178.076 80,176 
1942 111,875 10,765 
1943 81,500 8,852 
1944 75,760 19,140 
1945 66,740 20,088 
1946 161,667 46,548 
1947 233,905 73,279 
1948 180,345 61,781 
1949 144,275 50,495 
1950 194,509 76.406 
1951 159,007 68,214 
1952 187,596 89.670 
1953 208,644 99,706 
1954 208,438 104,219 
1955 250,126 125,063 
1956 237,620 101,319 
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forced air and gravity units remained 
constant, with forced air furnaces 
amounting to 93.7% of the total in 
1956 and 93.4% in 1955. Gravity 
furnaces were 6.3% of total shipments 
in 1956 and 6.6% in 1955, 

Once more it is well to remember 
that there is a difference between the 
number of furnaces shipped and the 
number actually installed. Some of 
this difference comes from the fact 
that a quantity of furnaces is shipped 
to burner manufacturers and there as- 
sembled into units with their own oil- 
firing equipment. Eventually all show 
up in installations, but there is some 





STEEL 


Total No. for % for 
Output oil oil 


1935 14,415 14,181 98.1 
1936 19,242 18,622 96.8 
1937 16,569 15,321 92.7 
1938 19,098 17,218 90.3 
1939 23,658 21,857 92.4 
1940 24,580 23,206 94.5 
1941 25,666 24,173 94.2 
1942 13,000 7,238 55.7 
1943 3,550 1,230 34.7 
1944 3,310 2,168 65.5 
1945 16,008 10,979 68.6 
1946 34,820 33,777 97.0 
1947 105,714 94,123 89.0 
1948 92,718 82,716 89.2 
1949 84,876 74,520 87.8 
1950 166,836 156,325 93.7 
1951 92,892 86,950 93.6 
1952 107,755 102,367 95.0 
1953 113,814 106,985 94.0 
1954 104,062 97.818 94.0 
1955 124,874 117,832 94.0 
1956 106,143 95,723 90.0 


lag between the time the furnaces are 
shipped from furnace factories until 
they are installed by dealers. 

Total oilfired furnaces shipped dur’ 
ing 1956 were 395,263, representing 
30.4% of total shipments and divided 
391,025 forced air units and 4,238 
gravity furnaces, representing 30.4% 
of all furnaces shipped during the yeat. 
Forced air oilfired furnace shipments 
were 13.2% lower during 1956 and 
gravity oil furnaces were down 31.4%. 

Furnace shipment details in TABLE 
10 reveal coal forced air furnaces rose 
5.4% in 1956 and gas forced air fur 
naces were up 2.2%; coal gravity fur’ 
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oil 


98.1 
96.8 
92.7 
90.3 
92.4 
94.5 
94.2 
55.7 
34.7 
65.5 
68.6 
97.0 
89.0 
89.2 
87.8 
93.7 
93.6 
95.0 
94.0 
94.0 
94.0 
90.0 
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1 dur’ 
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TABLE 9 


Price Trends of Factory-Assembled 
Forced-Air Units 


RETAIL 
% change % change 
prev. yr. prev. yr. 
Aver: Aver. 
age Min. 
$774 ae 1935 $642 —10.2 


662 —14.4 1936 576 —10.2 
573 —13.4 1937 499 —13.3 


553 — 3.5 1938 481 — 3.4 
519 —62 1939 402 —16.4 
25 + 1.2 1940 360 —10.4 
§82 +109 1941 402 +11.7 
ma +43 942 413° ¥ 27 
613 + 0.3 1943 418 + 1.2 
621 + 1.3 1944 434 + 38 
531 —14.5 1945 479 +10.4 
659 +241 1946 526 + 9.8 
663 + 0.6 1947 610 +15.9 
652 — 1.7 1948 623 +21.3 
583 —106 1949 538 —13.7 
612 + 5.0 1950 610 +13.4 
mo Tilt 991 G24 + 2.3 
648 — 4.7 1952 639 + 2.4 
638 —16 1953 625 — 2.2 
6443 +08 1954 608 — 2.7 
603 — 62 1955 585 — 3.8 
98 —10 1956 585 ee 
FACTORY 
$223 -- 1937 $210 ee 
215 — 36 1938 204 — 2.8 
2005 — 4.7 1939 198 — 2.9 
210 + 2.4 1940 196 — 2.0 
234 +114 1941 201 + 2.5 
275 17.5 1942 236 +17.4 
276 + 0.4 1943 241 + 21 
262 — 5.1 1944 217 — 99 
2443 — 7.3 1945 239 +10.1 
318 +309 1946 265 +10.9 
$22 + 1.3. 1947 297 +12.1 
309 — 4.0 1948 304 + 2.3 
299 — 3.2 1949 297 — 2.3 
312. + 4.3 1950 306 + 3.0 
328 + 5.1 1951 316 + 3.3 
330 +06 1952 311 — 1.6 
= +82 1993 300 .— 39 
307 —14.0 1954 294 — 2.0 
305 — 06 . 1955 280 — 48 
282 — 7.0 1956 280 ee 


naces declined 2% and gas gravity 
furnaces were 11.3% under 1955 ship- 
ments, 

An increase of 3% in commercial- 
industrial oilburner sales was regis- 
tered in 1956, a total of 35,951 against 
54.957 the previous year. Preliminary 
estimates indicate a net gain of some 
32,356 of these commercial oilburners 
used for oilheating, swelling the num- 
ber in use at the end of 1956 to 648,- 
981, an even 5% increase over the 
616,625 in use at the end of 1955. 
TABLE 11 contains comparative data 
on this equipment. 

Sales of commercial-industrial burn- 
ets during 1956 were divided into dis- 
tillate burners with capacities above 
6gph and residual oilburners. A total 
of 56.4% of sales were of the distillate 
ype or 20,276 burners and the bal- 


TABLE 8 


Furnace-Burner Units 


No. in Use 


Sales Retail Value Factory Value Year (End of Year) 
3,175 $2,457,400 ye 1935 5,600 
7,620 TU AU OS nee beats 1936 13,120 
11,390 6,526,500 $2,540,000 1937 24,010 
11,290 6,243,400 2,427,300 1938 34,140 
16,900 8,771,100 3,464,500 1939 49,850 
36,410 19,115,300 7,646,100 1940 82,960 
55,295 32,184,700 12,939,000 1941 133,180 
18,543 8,029,100 5,099,300 1942 149,990 
5,445 1,691,900 1,503,200 1943 150,750 
5,590 3,471,400 1,464,600 1944 152,780 
16,889 8,968,100 4,104,000 1945 167,980 
38,602 25,429,000 12,293,200 1946 204,359 
155,414 103,039,500 50,043,300 1947 352,002 
100,290 65,389,100 30,989,600 1948 447,277 
118,640 63,828,300 35,473,400 1949 554,225 
156,661 95,876,500 48,878,200 1950 680,321 
139,062 94,562,200 45,579,000 1951 790,000 
165,629 107,327,000 54,657,000 1952 926,601 
325,229 205,582,000 116,107,000 1953 1,191,936 
302,600 194,572,000 92,898,000 1954 1,435,325* 
371,242 223,859,000 113,229,000 1955* 1,716,809 
349.834 209,201,000 98,653,000 1956 1,952,510 
*Revised 


Prior to 1953 this table represented only the furnace-burner units reported to the 
Census Bureau by oilburner manufacturers. It did not include units assembled either 
by furnace manufacturers in their plants or field-assembled by dealers. In 1953 it in- 
cluded those assembled by furnace manufacturers but not by dealers. In 1956 it includes 
all three, divided as follows: By oilburner manufacturers, 111,018, by furnace manu- 
facturers, 214,328, by dealers in the field, 24,488. 


ance, 43.6% of total, or 15,675 burn- 
ers were the residual oil type. 

Additionally, 12°% of the reporting 
dealers in 1956 sold No. 4 or No. 5 
oilburners and they averaged ten 
burners each. In 1955, a total of 13°% 
of dealers handled this equipment, also 
selling a revised average of 10 burners 
apiece. 

No. 6 oilburners in 1956 were sold 
by 9% of the dealers, with an average 
of nine burners, compared with 13% 
who sold a revised average of 14 burn- 
ers in 1955. 

Reporting their interest in steam 
generators 6% of the dealers indicated 
average sales of six units, an improve- 
ment over the 4% who installed this 
equipment in 1955 at an average of 
three each. Commercial boilers en- 
joyed increased volume through oil- 
heating dealers, too, with 6% han- 
dling boilers in sizes from 800 to 1500 
sq. ft. net steam and averaging six 
units, compared with 15'% of the deal- 
ers who sold an average of four in 
1955. In larger sizes, above 1500 sq. 
ft. net steam, in 1956 about 13% of 
the dealers installed four each, com- 
pared with 15% the previous year who 
moved only three units. 

Best estimates from available infor- 
mation indicate a drop of about 15% 
in domestic and commercial stokers— 
Class 1 units using up to 60 lbs. of 
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TABLE 10 
Warm Air Furnace Shipments 
FORCED AIR 
1955* , 1956 
14,872 Coal 15,675 
450,490 Oil 391,025 
792,346 Gas 809,777 
1,257,708 1,216,477 
GRAVITY 
39,608 Coal 38,816 
6,178 Oil 4,238 
43,457 Gas 38,546 
89,243 81,600 
1,346,951 Grand Total 1,298,077 
*Revised 


TABLE 11 


Commercial Oilheating 
No. Operating 


Sales (End of year) 
14,990 1935 176,240 
18,435 1936 192,830 
19,380 1937 210.275 
13,955 1938 222,880 
16,445 1939 237,680 
20,710 1940 256,320 
34,750 1941 287,595 
55,360 1942 293,120 
44,470 1943 285,045 
30,705 1944 286,680 
30,515 1945 288,812 
40,498 1946 325,310 
48,780 1947 369,210 
28,433 1948 393,550 
25,220 1949 414,310 
34,737 1950 445,573 
40,565 1951 482,088 
36,417 1952 514,863 
41,021 1953 551,782 
37,091 1954 585,164 
34,957 1955* 616,625 
35,951 1956 648,981 
*Revised 
59 
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. 1956 Sales Estimates 


TABLE 12 stock changes. Since 1950 the estimates | 
compiled by Gas Heat magazine show 


Domestic and Commercial Stokers 
actual sales and installations. 





Total CLASS 1 CLASS 2 End Year ; | 
Sales Bitum. Anth. Total  Bitum. Anth. Total In Use The 1956 gas heating total includes TI 
144.758 123,167 12,837 136,004 7,784 970 8,754 637,695 184,156 conversion burners, 105,86 
182,956 158,734 17,110 175,844 6,513 599 7,112 802,345 ae ; 
79,062 62,753 11,562 75,315 4,391 356 4,747 877,455 ballekararer waits 00 'S22,713 Se 
17,765 4,460 472 4,932 10,790 2,043 12,833 894,330 nace-burner units. The previous year if 
31,603 1,714 450 2,164 27,196 2,243 29,439 925,435 er ee ; 
119.279 89.522 3,525 93,047 24.349 1.883 26,232 1,029,150 sales were divided: Conversion bum ie 
181,223 164,304 7,044 171,348 8,967 908 9,875 1,160,755 ers, 207,760; boiler-burner units, 89, 
61,596 53,372 3,364 56,736 4,469 391 4,860 1,186,195 005: : ; 55 435. ened 
16.477 61,355 9,504 70,859 4857 761 5,618 1,238,225 : ene rerer Mees, Oe a 
29,994 21.988 4,991 26979 2,612 403 3,015 1,235,560 total, 1,152,200. * 
19,635 13.102 4.191 17,293 1,855 487 2,342 1,175,537 s wit 
19,174 12.451 4.268 16,719 1,941 414 2,355 1,124,945 Taking 1956 sales and deductinga 
18,801 8,572 8.068 16,640 1,618 543 2,161 1,079,524 gas burner replacement factor of 10% j 
13,257 6,801 4.858 11,659 1,266 332 1,598 990,855 4: , ir 
10,606 5.441 3.886 9.327 1.013 266 1.279 922.060 (comparable to an indicated 20% re F 
9,545 4.897 3.497 8.394 912 239 1,151 809,713 placement figure in oilheating) and ’ 
8,114 3,219 4,021 7.2.40 599-275 874 708,801 further subtracting the 15,707 gx & ™ 
Rens burners removed for oilburners, the ; 
net result in gas burners operatin 9 
g perating 
Domestic Gas Burners comes to 8,975,551, up 12.2%. Bx 
Annual Sales Taking the broad view, with total Bs 
Boiler Furnace No. in Use ; lati £77 7 in 19 : F 
Conversion Units Units Total (End of Year) nine ations 0 13,94" in 1956 oll cal 
21,687 10,201 56,666 88,554 1,187,486 heating had a comparatively good year, cole 
36,335 15,007 85,043 136,385 1,310,222 Realizing that the 1956 total was above aS 
6,087 10,966 29,412 46,465 1,352,040 gral 
800 3,485 8,970 13,255 1,363,970 the average sales for the previous ten deal 
3,180 5,217 12,113 20,510 1,382,430 years and recognizing that close to § 4, 
14,183 14,959 27,676 56,818 1,433,570 tt: thr¢ 
400.000 32,500 230,000 662.500 2'027 548 half a million burners were added to ore 
90,000 44,000 188,000 a na 2,297,000 those operating, it’s obvious that ps 
48,500 30,000 193,000 271,500 2,538,500 yee. : 
290,000 $0,000 297,000 637,000 3,119,600 there’s little reason for any real pes BF 
344,275 70,455 516,270 991,000 4,087,300 mism for the years ahead. y 


652,560 
747,755 
800,190 
947,195 
1,152,200 
1,102,731 


4,677,200 
5,332,300 
6,077,200 
6,947,500 
7,998,800 
8,975,551 


170,700 
234,240 
200,335 
223,550 
207,760 
184,156 


*Revised 


418,890 
452,690 
517.810 
652,530 
855,435 
812,713 


62,900 
60,825 
82,045 
TAS 
89,005 
105,862 


A particular pertinent factor s § 4;, 
the generally optimistic outlook of equ 
nearly all oilheating dealers and par § 117 
ticularly those who are serving theit Bye 
customers best with a complete com & and 
fort package — those who are able & tion 
to sell quality equipment efficiently ir” BF thay 


coal per hour and Class II units, using heating shipments are related to nine year 

60 to 100 Ibs. of coal per hour, both months. TABLE 13 contains details of service it might need. These sam § ] 

anthracite and bituminous types. this year’s activity in gas heating as dealers, too, are participating actively T 
Total for both Class I and I in 1956 well as past years. Before 1950 the in promotional campaigns to sell the pag 

was 8,114 stokers, down from the figures included records of factory merits of oilheating, are enjoying ¢ & yarj 

9,545 installed in 1955. shipments without allowances for re- continuing growth rate and seem des FF th, 
At year end the number of coal placements, losses to other fuels or tined to keep right on doing so. toa 

stokers in use are estimated to have 

declined to 708,801, a total loss of — 

100,912 units. Securing this total in- Cooling shows high Interest 

volved a calculation to deduct from Most encouraging is the attitude toward cooling of the typical oilheat- 

total sales worn out or obsolete stok- ing dealers who participated in this year’s survey. In 1955 an average of ‘“ 

ers, plus the 72,518 units estimated 17 room units were sold by the 28% of the dealers who stocked this type 

to have been lost to gas and 35,967 of equipment; in 1956 there were 33% of the dealers selling these cooling 

lost to oilburners. units and they averaged 27 units apiece. In 1955 only 23% of the dealers 
Preliminary estimates for gas heat- reported installations of central cooling systems and they averaged 15 in- 

ing sales in 1956 indicate a drop of stallations. Last year, though 42% of the dealers handled centrally-in- 

4.3% to 1,102,731. The estimate is stalled cooling, putting in an average of 10 each. 

based upon factory shipments for the Looking forward to 1957, returns indicate that 47% of the oilheating 

first nine months of 1956 supplied by dealers expect to sell 25 central cooling systems each, or, to put it another 

the Gas Appliance Manufacturers As- way, 10% more will enter the central cooling field and they predict an in- 

sociation, with a projection made to crease of 181% in central cooling installations by oilheating dealers. 

12 months on the same basis as oil- Ie 
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stalled, the fueloil it burns and any 
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Dealers with mixed Emotions 





The. Year 1956 saw cut-backs in some Departments, new Peaks in Others 


IKE THE OLD STORY about the man 
Bho had mixed emotions when 
he saw his mother-in-law drive his 
new Cadillac over a cliff, dealers in 
the oilheating industry ended the year 
with pretty good profits on the whole, 
but not necessarily in well balanced 
directions. 

Those having fueloil departments, 
and half of all oilheating equipment 
issold by such companies, found fuel- 
oil departments quite prosperous, but 
new equipment sales dragging a lot 
more than they had anticipated. 

Fueloil profits were extra good be- 
cause margins were better, and the 
coldest winter in six years brought a 
gand crop of degree-days. However, 
dealers did not add new accounts 
through installations at the rate of the 
previous year so their fueloil expan- 
son was not on a solid footing for 
the future. 

We saw in the earlier section of 
this January report that oilheating 
equipment installations were down 
11.7% from 1955, On the other hand 
we can take the more optimistic line 
and discover that the 1956 installa- 
tions estimated at 713,947 were higher 
than the average of the ten previous 
years since the close of World War 
II, 

The chart which you noticed on 
page 54 shows some rather violent 
variations from one year to the next, 
although we are settling down 
to.a little more of a pattern in the 


past five years. The ten year average 
that we mentioned was 712,233. The 
five year average just preceding 1956 
was 764,576. 

The fact that dealers sold fewer 
burners in 1956 than in the previous 
year does not indicate that they put 
less emphasis or talent into selling. 
The fact is that new home starts in 
the first three-quarters of the year 
were down 19%, and this would have 
quite a bearing on total results. Then, 
we recognize that conversions from 
coal to oil cannot indefinitely stay at a 
high level as the prospects thin out. 
There are still enough coal users 
around to justify campaigns for con- 
version, but the result won’t be quite 
as strong as in some earlier years. 

For example, in the ten year pe- 
riod following World War II coal 
conversions gave us 55% of our 
growth while last year only 39% 
came to us by this route. 

We have seen the replacement 
business stepping up in the mean- 
time, last year reaching 20% of all 
oilheating equipment sales. When we 
recognize that four-fifths of the 
burners in use today were put in after 
World War II and that our replace- 
ment sales have already reached sig- 
nificant proportions based on the 
earlier models, we can see a bright fu- 
ture along this path if we stay alert. 

For the first time this year, we 
asked the dealers to tell us what kind 
of a year they had from a standpoint 

of profits. We see 





TABLE 1 


Best Good 
Year Year 
New England 26% 58% 

Metro. New York 31 52 
Other Mid-Atlantic 33 50 
South Atlantic 37 38 
Midwest 24 39 
Pacific Northwest 22 56 


ALL SECTIONS 31% 49% 





ALL SECTIONS 11% 56% 


How They did in 1956 


COMBINATION DEALERS SELLING OILHEATING AND FUELOIL 


Oilheating Only Dealers, Sell No Oil 


in TABLE 1 that on 
the whole they did 
very nicely. To 
show the influence 
of oil profits along 


Fair Poor 

Year Year with  oilheating 
7 %o a2 profits we separated 
12 5 all the reporting 
a “ dealers into two 
10 12 groups. The first 
17% 3% 


group, those com- 
bination dealers 


who sell both oil- 


17% 16% heating equipment 
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DEALERS SELLING OILHEATING ONLY 
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and fueloil, are shown in the table 
identified with various sections of the 
country. 

The finest showing comes from the 
Mid-Atlantic and South Atlantic 
states, but certainly the other areas 
did not do badly. Putting them all 
together we discover that 31% of 
those combination dealers report 1956 
as being their best profit year. Another 
49% say it was a good year for profits, 
17% rated it a fair year, and only 3% 
found it to be a poor year. 

At the bottom of the table we show 
a separate listing for those dealers 
who sold oilheating equipment only 
and were not in the fueloil business. 
There we see that 11'% reported 1956 
as their best profit year; 56% called 
it a good year. Then 17% voted it as 
a fair year and 16% considered it a 
poor year. Everything considered, you 
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might say it was pretty good all 
around for profits in that 80% of the 
combination dealers called it either a 
good or best year while 67% of the 
strictly oilheating equipment dealers 
gave it that rating. 

When you observe that so many 
manufacturers of oilheating equip- 
ment were depressed over the drop in 
sales. volume and the unsatisfactory 
prices at their level, it is doubly re- 
freshing to recognize that dealers are 
far better off. In the long run, it is 
the dealer in his direct contact with 
the consumer who will determine the 
financial health of the oilheating in- 
dustry, and this end of the business 
seems well grounded and decidedly 
healthy. 

On the other hand, every business 
man has complaints about things that 
aren’t as good as they should be as 
demonstrated by comments in another 
section of this issue, but when the deal- 
er wades through the fog of emotion 
to the figures on his balance sheet he 
can’t fail to be reassured. 

Most oilheating dealers doing a 
significant volume of business are in- 
clined to specialize in this activity. 
We see in TABLE 2 that the dollar 
volume of the reporting group was 
78% in oilheating equipment, burner 
service and fueloil. 

It is probably important to explain 
how the dealers are selected for par- 
ticipation in this study. Their first 
qualification is that they are known to 
sell oilheating equipment regardless of 
the quantity they sell. In addition, they 
are sorted by geographic regions and 
by company size to get a fair cross 


section. In contrast to this selection, 
when we do our summer statistical 
analysis of fueloil management for 
the September issue the qualification 
is that the deaters sell fueloil regard- 
less of what other departments they 
may have. Some of them sell oilheat- 
ing equipment—some don’t. 

Thus, the two studies overlap con- 
siderably, but are by no means iden- 
tical in their cooperating dealer 
groups. Some of the measurements 
show different results. 

In TABLE 2 we see the geographic 
distribution we would expect. The 
New England oilheating seller has 
85% of his business in that line plus 
burner service and fueloil. In the 
South Atlantic States that combina- 
tion produces only 64%. In the lower 
portion of the table we find that the 
reporting companies from the large 
cities have 82% of their dollar volume 
in oilheating equipment, burner serv- 
ice and fueloil with somewhat less 
specialization in smaller communities. 


TABLE 3 


Oilheating Salesmen still scarce 


1956 81955 1954 
Percent of dealers 
having salesmen 67% 65% 63% 
Average number 
salesmen per 
dealer 1.8 2.3 22 
Average burner 
sales per dealer 
having salesmen 114 154 131 
Average sales 
per salesman 61 67 60 
Average burner 
sales per dealer 
with no salesmen 29 20 31 


TABLE 2 


Oilheating Dealers are Specialists 


PERCENT OF TOTAL DOLLAR VOLUME 


Oil- Other Bur- 
heat- Heat- ner 
ing ing Serv- 
Eqpt. Egqpt. ice 
New England 27% ..% 8% 
Metro. New York 15 1 6 
Other Mid. Atlantic 21 6 6 
South Atlantic 26 2 8 
Midwest 46 10 10 
Pacific Northwest 47 9 9 
All Sections 30% 5% 8% 
ALL SECTIONS 
Large Cities 26% 3% 8% 
Medium Cities 30 11 9 
Small Cities 39% 3% 8% 
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“aT Coal ~~ erg — Other showed the same average income fot 
50% 2% 3% 5% 2% 3% 1956. 
no ; i 2 2 " In the lower part of the table we 
30 7 12 9 em 9 see that the Pacific Northwest sales 
4 : , . xe : men led the geographic list, but did 

only slightly better than the busines’ 
ee eee getter in Metropolitan New Yotk 

The average of all men was less tha! 
if ig Peg 2% tg l'% higher than in 1955, but 8% 
34% 4% 4% 2% 6% higher than 1954. This is understand’ 

January 
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The oilheating industry continues 
to need more salesmen, and would 
undoubtedly attract more if ways 
could be found to increase their in, 
comes. From another angle, however, 
it may be that oilheating salesmen 
need more training and more appti 
tude than is true for other lines. The 
result might be that good salesmen 
can make a good living in industries 
requiring less specialized knowledge. 
In any event, we see in TABLE 3 that 
two-thirds of the dealers have sales 
men, averaging a little less than two 
men each. 

The dealer with salesmen sold near. 
ly four times as many burners as the 
dealer who depended entirely on his 
own sales effort. Any way you look 
at it, however, a lot more can be done 
in this direction, and probably wil 
be done as the competitive pressure in. 
creases and the oil industry needs 
more growth. 
















TABLE 4 





Commission Men eat better 





Average 
Income 
22 $6,193 
5,858 
5,858 






Percent paid Commissions 
Straight Salaries 28 
Salary and Commission 40 






ALL TYPES BY AREAS 
Earned 1956 













New England $6,220 
Metro. New York 6,571 
Other Mid. Atlantic 5,718 
South Atlantic 4,850 
Midwest 5,395 

Pacific Northwest 6,687 
1956 All Sections 5,932 
1955 All Sections 5,899 
1954 All Sections 5,488 






In TABLE 4 we see that salesmen 
who are paid straight commissions 
earn on the average more than thos 
given straight salaries or those on com’ 
bination salary and commission. By 
coincidence the latter two group 
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NEW HOMES DIRECT 
AS SHARE OF FACTORY 
TOTAL SALES TO BUILDER 

TABLE 5 


Oilmen sell more new home Oilheating 


NEW HOME 
O/LHEAT/ING 
WAS SOLD BY — 


OIL MEN SELL MORE NEW HOMES 





Fy 1956 58% 


33% 


31% 






21% 





FUELOIL HEATING 


DISTRIB- CONTRAC- 
UTORS TOR 


ing installations: 
16% were sold di- 
rect from factory 
to builder, 33% 


New Homes ———————SOLD BY— 
Percent of were sold by fuel- 
Total Factory  Fueloil Heating oil distributors. and 
Installa- to Distribue Contrac- : 

tions Builder tors tors 51% were sold by 
New England 45% 13% 43% 44% heating or furnace 
Mid-Atlantic 44 17 46 3 - : 
South Atlantic 47 15 24 61 dealers. This tabu 
Midwest 38 21 11 68 lation ignores the 
Pacific Northwest 65 z yy 71 sales by wholesale 

ALL SECTIONS 45% 16% 33% 51% 


able with 1956 sales not being up to 
1955, 

One other point should be noted 
here—the average salesman sold 61 
installations and earned $5,932 dur- 
ing the year so it is obvious that he 
ld something besides oilheating 
equipment. The answer is that many 
of them get a commission on the fuel- 
oil volume that they develop. 

In TABLE 5, we see that 45% of 
total oilheating installations of 1956 
went into new homes which compares 
with the 43% of the two prior years. 
We pretty obviously held our own in 
the new home market because total 
new homes were sharply off as men- 
tioned earlier. 

The further detail of this table 
shows that among new home oilheat- 


a? 


supply houses di- 
rect to builders, 
but these are included in the last col- 
umn because the supply house typical- 
ly arranged with the local plumber or 
heating man to make the installations. 

The fueloil distributors share of 
this new home market has been grad- 
ually increasing which in some ways 
is fortunate because he has a long 
range interest in seeing that the jobs 
are satisfactory. 

When we translate these percen- 
tages to actual installations we find 
this distribution of new home sales in 
the past three years: 


Factory Fueloil Heating 
to Distrib- Contrac- 

Builder utor tor 
1956 51,290 105,785 163,487 
1955 46,670 111,290 201,040 
1954 47,550 85,590 183,860 


The only segment showing an ac- 
tual gain in number of sales over 1955 
was the factory to builder item while 
the big drop was in the share done by 
the heating contractor. 

In TABLE 6 we see the results of esti- 
mates made by the reporting dealers 
on the relative installations of oil and 
gas in their communities during 1956. 

Before concluding that these esti- 
mates are erroneous in the light of 
known facts it is best to have an ex- 
planation: A great deal of gas heat- 
ing sales are made in areas where 
there is no oilheating sold. Typical of 
such areas is the general south running 
in a sweep from Georgia swinging 
north to Tennessee and out to Cali- 
fornia. Add to that strip the Rocky 
Mountain States from Colorado and 
Utah up to Montana and you have 
strong gas heating areas where fuel 
costs are low because they are near 
the oil fields. 

By comparison, oilheating does con- 
siderably better than gas in the com- 
bined twenty-odd states where win- 
ters are cold and where gas does not 
have the local oil well proximity. 
What this table says is that in areas 
where oilheating is typically sold in 
quantity it is beating gas by a very 
large margin. You will notice some 
exceptions such as the Mid-Atlantic 


TABLE 6 
Dealers Estimate 


Ratio of Oil to Gas 
Installations 1956 


J GAS COSTS 
Oil Gas More Less 


NEW ENGLAND 


Large Cities 88% 12% 28% 
Medium Cities 81 19 26 
Small Cities 94 6 27 
All Cities 88 12 27 


MID-ATLANTIC 


Metro. 
New York 63 37 24 
Other 
Large Cities 42 58 19 
Medium Cities 47 53 8 
Small Cities 78 22 25 
All Cities 58 42 Si 


SOUTH ATLANTIC 67 33 23 
MIDWEST 
Large Cities 41 59 on 6 
Medium Cities 44 56 ae 21 
Small Cities 69 31 ie. 3 
All Cities 50 50 ea 10 


PACIFIC N.W.80 20 12 


ALL SECTIONS 63% 37% 13% 
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TABLE 7 





Dealers advertise More 












1955 Weighted Average 


large and medium cities outside of 
metropolitan New York. Also, the 
Midwest favors gas in large and me- 
dium cities. 

When we show at the bottom of the 
table that gas costs 13% more than oil 
we have included in the calculation 
the areas where gas costs less to bring 
you a weighted figure. One fine thing 
about the implications of this table is 
that while gas has outsold us as an 
industry this year there is very little 
sense of defeat among our dealers be- 
cause they are doing comparatively 
well in their traditional markets. 

We see in TABLE 7 that the dealers 
spent an average of $30.85 on adver- 
tising for each oilheating installation 
they made. This needs some explana- 
tion because they could not very well 
separate the oilheating equipment 
emphasis from fueloil or service. We 
do, however, in the fourth column 
make an estimate of the amount that 
could be charged to equipment sales 
because that is the proportion that re- 
lates to the oilheating equipment dol- 
lar volume of those companies that ad- 
vertised. You cannot compare this 
with TABLE 2 where we saw that 30% 
of the composite dollar sales of the 





































TABLE 8 


Dealers Forecast same Volume 


1957 Forecast 






Installa- Installa- 
tions tions 
will be — will be 
above below 
1956 1956 
New England +4.5% a. 
Metro New York ae —8.9% 
Other Mid. Atlantic +0.3% iy 
South Atlantic +7.1% 
Midwest +8.5% lis 
Pacific Northwest —27.4% 
ALL SECTIONS —0.5% 
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30.22 











DEALERS FORECAST SIMILAR YEAR 


OILHEATING INSTALLATIONS 





COMPARED WITH EARLIER YEARS 





=) 546,000 
YAY 614,712 











Percent of Spent per 
Dealers Burner $ Charged 
Using Installed per Burner 
Newspapers 83% $15.42 $3.87 1949 

Direct Mail 54 8.50 2412 
Telephone Directory 82 6.90 1.94 
Radio 24 26.11 2.47 
Television 6 14.43 2.94 
Billboards 14% 4.84 1.08 
1956 Weighted Average $30.85 $6.87 


1951 






9 674,000 
675,060 





whole group came 
from oilheating 










equipment. 
Here in TABLE 
7 we find that 


1953 










only 22% of the 


advertising dollar an 









apparently went 
to stimulate that 
department. The 


1955 










reason for the dif- 
ference is that 
not all dealers 


1956 










1957 


were advertisers 





and those who did 
any considerable 
advertising 





| DEALERS FORECAST COMING YEAR 
Ky ACTUAL INSTALLATIONS 


















showed a rather 
strong fueloil em- 
phasis in their 
breakdown of dollar sales volume. 


Business in the New Year is expect- 
ed to be about the same as in 1956 


TABLE 9 


Monthly Pattern altered in 1956 


HOW 1956 SALES WERE APPORTIONED 


Postwar Prewar 


1956 Avg. Avg. 

January 7.7% 5.4% 4.39% 
February 6.6 4.3 3.6 
March 5.6 3.8 5.3 
First Quarter 19.9 13.5 13.2 
April 5.9 oS 6.5 
May 6.1 7.2 6.7 
June 5.8 7.5 71 
Second Quarter 17.8 20.4 20.3 
FIRST HALF 37.7 33.9 33.5 
July 8.7 8.3 8.7 
August 12.3 12.4 11.5 
September 12.4 13.6 17.2 


Third Quarter 33.4 34.3 37.4 
October ~ 14.4 13.4 16.2 


November 9.2 11.1 8.0 

December 35.3 ay 4.9 

Fourth Quarter. 28.9 31.8 29.1 
SECOND HALF 62.3% 66.1% 66.5% 








according to the disclosures in TABLE 
8. That is not true in all sections of 
the country, but the forecasts balance 
out that way. New England looks for 
an improvement, so do the South At 
lantic and Midwest markets. Metro 
politan New York expects a consider 
able decline and the Pacific Northwest 
looks for a sharp one. 

The dealers have had varying suc 
cess with their future estimates, In 
one year 1950 they were far too pess’ 
mistic. This past year they were to 
optimistic. 

On the whole, however, their fore’ 
casts do carry a conviction that noth 
ing very violent will happen to the 
oilheating industry on the down side 
which shows a state of confidence of 
equilibrium very helpful for future 
planning. Of course, when you recog’ 
nize that the sales volume of No. ? 
heating oil is now above two billion 
dollars ‘a year, you can only conclude 
that any fluctuations in growth rate 
will not be too strenuous. 
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ke SOME YEARS the editors have 
known that Goodling Electric Co. 
down in York, Pennsylvania, was one 
of the best oilheating and fueloil oper- 
ations in the industry. We didn’t know 
all of the details but every now and 
then a visitor mentioned some item 
about its activities that gave us pretty 
good clues. 

One day this fall we went to spend 
aday talking to Charles Eyster, the 
company’s president. The reports had 
not been exaggerated. It is an extra- 
ordinary operation for sale, service and 
Operating efficiency. Goodling has 
built a nine million gallon fueloil vol- 
ume since World War II in a com- 
munity of 125,000, facing some very 
able competitors and contending with 
some quite cheap competitive fuels. 

As you talk with Eyster the con- 
Versation constantly swings back to his 
customers . . . he’s particularly cus 
tomer conscious, and his employees 
Very well understand that every cus 
tomer is always right until he has 
Proven by repeated unreasonable de- 


anne 


The Customer’s always right 


That philosophy has dominated Goodling Electric’s phenomenal oilheating Growth 


Charles Eyster has built up Goodling 

Electric Co., Inc., to where it sells 

nine million gallons of No. 2 oil, near- 

ly all of it added since the close of 

World War u, and most of the vol- 

ume gained through the sale of oil- 
heating equipment. 





mands that he isn’t. Then he can take 
his business somewhere else—but that’s 
a rare occurrence. 

When a company has such a firm 
policy the staff and employees soon dis- 
cover that 90% of all customer argu 
ments are eliminated. But more im- 
portant, the folks get into a state of 
mind where every improvement in 
methods or operating efficiencies is 
geared to the customer being right. 
Money saved means finer service to 
help the customers always be right. 

There are too many interesting an- 
gles to Goodling’s business to ade- 
quately cover them in an article of this 
length, so we'll concentrate on the 
fueloil distribution methods. But first, 
a few typical observations about Good- 
ling’s service department: 

(1) There is only one type of service 
contract, and that includes a thorough 
annual tune-up, all parts and labor, 
covers combustion chamber and base- 
ment tank, all regular calls or emer- 
gencies. At $19.50 the company does 
not lose money on this contract. 
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(2) On most service calls, the whole 
installation is checked with instru- 
ments and anything wrong put right; 
when the man is at the house it 
costs far less to do a thorough job 
than to have either call-backs or low 
efficiency operation. 

(3) All servicemen drive company 
trucks, one-ton size, and each is 
equipped with practically every repair 
item that might be called for. In other 
words, each of the service trucks car- 
ries a $2,500 inventory. Most trucks 
are radio-dispatched. 

(4) With 7,500 burners under serv- 


ble, from either the service manager 

or his assistant to learn if everything | management’s principal problem is 

is OK. how to get the most out of a truck. 
In a later issue we will plana thor |§ Anything that can be done to save the 

ough look at Goodling’s service de- __ truck’s time and raise its output will 


partment and methods. warrant considerable effort or expense 
In the distribution of fueloil the in the office. 
company adheres to a philosophy that In the belief that a fueloil truck 
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Tachtograph equipment on oil trucks registers all running and stopping time 

as well as speed of the truck. In this typical example, the truck worked from 

7:30 to 5:10, ran 39.7 miles, delivered 11,069 gallons (adding two meters) kept 

its speed mostly within 30 mph but at one brief moment hit 50. It made 62 

deliveries. The drivers, in addition to their base pay and overtime, are given 5¢ 
a drop as a bonus, which in this instance was $3.10. 
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ice responsibility, service calls are fol- — Loading racks shielded from the weather. Featuring up to 3,000 gallon trucks 
lowed by a telephone call where possi- these are filled at 650 gpm, make 300 deliveries a week on city routes. 
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should first be big enough but not un: 
wieldy, Goodling concentrates its re: 
cent purchases on 2,800 to 3,000 gal. 
sizes with a Diamond-T chassis and 
relatively short wheelbase. Cab-over: 
engine types are not used because the 
company thinks they're harder on the 
drivers. 










The trucks have dual equipment; in 
other words they have a box on each 
side with meter and hose reel. This 
is advantageous on one-way streets 
Equally important, it minimizes the 
possibility of a truck being out of serv 
ice during working hours. 










Many lay-ups are caused by some 
of the mechanical equipment in the 
bucket box. With dual equipment, 
one can be out of commission and the 
truck will still do its job. Then at night 
the trouble spot is put right, and no 
delivery time is lost. 


The trucks have their tank baffles 
cut out, or rather cut down to a skele 
ton framework. This makes possible 
loading at 650 to 700 gpm, with the 
fillpipe laid at an angle on the inside 
bottom of the truck. The big advat 
tage in this fast loading is that the 
trucks don’t bunch up for long at the 
racks. The same 25 hp pump that loads 
the trucks also unloads many trany 
ports into storage, and at the same 
pumping rate. For example, Good 
ling’s 6,000 gallon transports are ut 
loaded in 14 minutes, including hook 
ups. 

At the house, the trucks have been 
pumping at 58 gpm but a new ones 
being tried out with the new Marlow 
centrifugal pumps at 90 gpm. The 
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Combination driver and billing ticket. Addressograph plate instructions are on 

ticket handed to driver. All he does is get the meter readings and the calculations 

are made in office. There are three ticket copies, manifolded with carbons be- 

tween. The third copy is on stiff card stock, perforated to pull off and mail to 
customer. This is the invoice. 


company installs its own tight fill 
box at every account, or puts a tight- 
fill bushing in an existing box. 

Curiously, Goodling is making no 
effort to get maximum size deliveries. 
In fact it prefers to drop 160-170 
gallons at a time. In the first place, this 
almost eliminates run-outs which at 
one time in the old days got up to 5%. 
Then with larger customer tank re- 
srves there’s no anxiety on its part. 
Further, the smaller drops provide 
greater flexibility in peak seasons. This 
policy might take one or two more 
drops a year to the home but the truck 
is in the street anyway and the only 
difference is the time of handling the 
hose, typically three minutes. 


If you think that the smaller drop 
pattern inhibits the output of the truck 
per hour or per day, take a look at 
the table that shows city routes aver- 
aging 987 gallons delivered per hour, 
some trucks running over 1,000. In 
fact, the latest addition to the fleet this 
season, manned by one driver, has de- 
livered as high as 14,400 gallons of oil 
in 1014, hours calling on 87 customers. 


Again getting back to the important 
item of customer confidence, Goodling 
pays a penalty if it lets them run out 
of oil . . . one dollar for each degree 
the house falls below 70°. Goodling 
gives this considerable publicity and it 
has merchandising value. Last season, 
with 55,000 deliveries to 6,200 ac- 
counts there were 20 run-outs for 
which $271 was paid. With this ar- 


eloil 


rangement almost all customers will 
accept automatic deliveries; in fact 
under 1% still prefer to call in for 
deliveries, 


One big feature of Goodling Elec- 
tric’s fueloil deliveries is the fact that 
the driver does nothing but deliver oil. 
He makes no calculation and except in 
rare cases, leaves nothing at the house. 
He has a prepared billing slip that he 


uses to get the meter readings and 
that’s all he has to do with it. 

Back in the office the amounts are 
filled in and the extensions made by 
a young lady who costs less per hour 
than a driver and who makes no mis- 
takes because she uses machine calcu- 
lations. Also an accounting machine 
that cost $3,800 will last four times as 
long as a truck that cost three times 
as much. This machine also keeps com- 
plete inventory control. 

Two girls on National billing ma- 
chines handle all of the 6,200 accounts 
except on occasional bad days, such as 
following a holiday. They do the bill- 
ing, the degree-day extensions and the 
monthly statements on a cycle basis. 
Also with all billing done inside, 
enough time has been saved to elimi- 
nate the need for one truck. 

Goodling’s has a distinct division be- 
tween city and county business, Nat- 
urally the customers are served the 
same way, but the trucks are identified 
as suited for one service or the other. 
The county trucks, which go as far as 
25 miles from base, all have two-way 
radios. They average considerably 
smaller gallonage delivered per hour 
because of the mileage they travel... 








Fueloil Truck Operation 
Week of January 9-16, 1956 
Total No. Gal. per Gal. per 
Truck No. Gal. Hrs. Drops Drop Hour 
City 7 
47 52,212 55 304 172 949 
51 52,776 50.8 317 166 1,040 
61 47,554 54.5 278 171 873 
To 61,980 57 346 179 1,087 
Total 
City Trucks 214,522 247.3 1,245 172 987 
Average 
City Truck 53,631 54.3 311 172 987 
County 
44 39,266 56.3 228 172 698 
9 22,413 49.3 146 151 449 
14 26,454 pb ee | 157 168 * 477 
32 25,041 49.5 143 175° 506 
40 17,462 bP) 109 160 466 
56 25,851 54.5 144 180 474 
65 32,284 57 198 163 566 
Total 
County Trucks 188,471 359.6 1,125 167 519 
Average 
County Truck 26,924 51.4 161 167 519 
Average 
All Trucks 36,636 52.4 216 169 699 








This example of a week’s truck operation was picked from the file because it 

was at the peak of the season last winter. The average gallons delivered per 

hour of almost 700 is phenomenal when you notice that seven of the 11 trucks 
were on county routes and had an average day of 98 miles each. 
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Accounting department, fully mechanized (above). Two 


girls do all billing on 6,200 oil accounts. The 7,500 service ; ] and 
accounts are billed here also. OS 
Fueloil dispatching is done here (upper right). Roland ic _— $ (me 7 
Anstine, fueloil department manager is seated at left. : tp a nee: * 
one 
/ 
New showroom (right) on opening day a few months ago. ia 
Appliance sales are in good volume but their principal 
value is to support a mid-city showroom and to get more wit 
families acquainted with Goodling. The oilheating equip- “ ? en 
ment sold is Timken, the airconditioning York, with ap- a a ae -* of | 
proximately 40 complete home cooling jobs done in 1956. s pe on: 
In the basement of this building is an auditorium where : on 
groups of housewives come for homemaking courses of 
one kind or another. 4 
siOr 
in fact, it’s about half the city rate. , transports, and has a local storage ca’ _— following panelists: Walter E. Ellis, & gen 
Again, the county average of 167 _ pacity of 1% million gallons. This is | Dehumidification by Refrigeration; & sas 
gal. per drop in the typical busy week _— nearly a month’s peak volume so. W. L. Rose, Dehumidification by § and 
shown in the table compares with 172 __ they’re independent of any external solid Sorbents; E. W. Gifford, De & that 
gal. on city routes, showing a little | conditions which could interfere with humidification by liquid Sorbents; G. ing 


more of a route system than degree- 
day emphasis. 

Goodling sells only No. 2 fueloil, 
brings it from tidewater terminals and 
pipeline, practically all in its own 


daily operation. 

There is no question but that Good- 
ling Electric has one of the smoothest 
and most effective operations in the 
oilheating industry. 


Program of 63rd ASHAE annual Meeting 
to include 13 Papers, 2 Symposiums 


i as 63rd ANNUAL MEETING of 
tiie American Society of Heating 
and Air-Conditioning Engineers, to 
be held in Chicago February 25 to 
March 1 in conjunction with the Soci- 
ety’s 13th International Heating and 
Air-Conditioning Exposition, will 
feature a program of 13 papers and 
two symposiums, 

Walter A. Grant, Syracuse, N. Y., 
chairman of the Program and Papers 
committee, has announced that a sym- 
posium on industrial ventilation will 
be moderated by Professor Charles H. 
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Pesterfield, East Lansing, Mich. Pan- 
elists and their subjects will be P. J. 
Marschall, Control of the industrial 
Environment; K. E. Robinson, Local 
and general Atmospheric contaminants 
control; J. M. Kane, Cleaning indus- 
trial Effluent; B. R. Small, Summer- 
Winter comfort Ventilation for In- 
dustry; W. C. L. Hemeon, The Inertia 
of dust Particles and various Conse- 
quences. 

A second symposium on dehumidi- 
fication moderated by John Everetts, 
Jr., Philadelphia, Pa., will include the 


A. Higgs, Economics of Dehumidifica: 
tion as related to Storage; E. R. Queer, 
Typical Problems and their Solution. 

In addition to reports of officers and 
committee, there will be presented pw 
pers on a variety of subjects covering 
research at the ASHAE Research Lab 
oratory and other studies at cooperat 
ing institutions. Included will be a pw 
per on a research project activated at 
Battelle Memorial Institute by ASHAE, 
OHI and AGA to determine the nature 
of pulsations in oil and gas fired res’ 
dential furnaces and boilers and 3 
means for suppressing such pulsations 

The Conrad Hilton Hotel will be 
registration headquarters and the site 
of technical sessions which will be com 
fined to mornings Monday through 
Thursday. The Exposition will be held 
in the Chicago Amphitheatre. Houts 
will be noon to 10 P. M. except of 
the first day, when it will open at? 
P. M., and the final day, when it will 
close at 6 P. M. 
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FOURTH OF A SERIES— 


Quality Builders use oil Heat 


Philadelphia Suburbs provide Growth for Young Supply Co. 


by 
William J. Stein 


ACK in 1950 it was Tom Baxter's 
B job to get the new oil heating 
and fueloil business for his firm, Young 
Supply Co., Ardmore, Pa. After all 
the usual selling routines produced, 
what he considered, inadequate re- 
silts, he determined to specialize in 
one quality burner. 

Asa specialist, he sought the home- 
owner who had this specific burner 
with a view of being better able to 
grvice such a customer. With this type 
of service he was able to obtain a rea- 
sonable amount of new accounts and 
conversion jobs. This rolled along for 
awhile, but growth was slow. 

At this point Baxter, heating divi- 
on manager, and C, J. Malehorn, 
gneral manager, engaged in a more 
arching examination of the oilburner 
and fueloil market. They concluded 
that the conversion market was reach- 
ing a saturation point. Conversion jobs 
were fewer. Many firms were compet- 





to builders of new homes. 





In this article an established fueloil distributor decided to go 
where the business was. By concentrating on suburban growth 
and enlarging services Young Supply continues to increase its 
accounts in a sagging market. This is another installment in our 
series studying the methods of dealers active in selling oilheating 








ing for this work and jobs were get- 
ting more difficult to sell. 

About that same time they met gas 
heat head on. Gas heat installations 
could be made at a lower price. The 
gas utility concentrated and succeeded 
in selling this idea to the plumbing 
and heating contractors. These con- 
tractors, having no interest in the fuel, 
installed either gas heat or oil heat 
with no special preference as to fuel. 
Among some dealers it was felt that 
they were inclined to favor gas heat 
because it did away with any service 
problems for them. 

Unlike the plumbing and heating 
contractor who had no fueloil to sell, 
the oilheating dealers, when compet- 
ing for conversion work, found they 





Thomas W. Baxter, heating division manager, (left) discusses with C. J. Male- 
hom, general manager, a set of plans for heating a group of homes in a new 
development. 


oil 


had additional expenses related to sell- 
ing, operating and overhead. The 
plumber doing gas conversion installa- 
tions could sharply undercut the fuel- 
oil and oilburner dealers. 

Baxter and Malehorn had a deci- 
sion to make. As Malehorn said, “We 
had the alternative of staying where 
we were, and perhaps, fall apart, or 
to progress by getting oil heat into 
the new home market.” 

At about that time the Greater 
Philadelphia Fuel Conference, under 
the direction of Edward E. Esterline, 
Executive Secretary, started its cam- 
paign. 

In 1953 the Greater Philadelphia 
Fuel Conference attempted to alert the 
fueloil industry to what was going on. 
Early in 1954 real headway was first 
made. A situation survey was made 
to diagnose the condition of the indus- 
try. Under the direction of Esterline a 
blueprint of a public relations plan 
was made and approved by the board 
of directors of the Conference. 

During the first fiscal year the 
group raised just under $50,000. For 
the second fiscal year members raised 
just over $50,000. With these funds 
they started to put their program into 
action. Advertising, engineering and 
legal consultants were engaged. An 
aggressive advertising campaign ex- 
tolling the benefits of oil heat was 
started. Its purpose was to re-estab- 
lish the acceptance of oil as a modern 
fuel. Quarter page advertisements ap- 
peared each week and these advertise- 
ments alternated between the two ma- 
jor newspapers in Philadelphia. 

In 1954, from April through Sep- 
tember, the advertising appealed to the 


69 











builder and prospective home buyer. 


It relied heavily on testimonials given 
by well-recognized builders and real 
estate people. After October first, 
when the building season declined, the 
advertising carried general institu- 
tional messages. It also appealed to 
the conversion market. 

Further advertising was done by 
radio. Each newspaper advertisement 
was followed by 27 spot radio an- 
nouncements each week on the Phila- 
delphia radio station WFIL. 

There was no doubt in the minds 
of all concerned with oilheating that 
this campaign had its desired effect. 
The door, that had been just about 
completely shut to the fueloil installa- 
tion, was again opening. 

About this time, Baxter started con- 
centrating Young Supply’s efforts in 
the new home market, and he felt that 
the campaign of the Greater Phila- 
delphia Fuel Conference was of great 
assistance. The ability to re-establish 
the demand for oil heat among builders 
was shaping up for any dealer who 
wanted to exert the extreme effort of 


Baxter and the sheetmetal shop foreman review some of the jobs in process in 


the shop. This picture shows only a small portion of the shop where sheetmetal 
duct and fittings are fabricated. 
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really going for that type of business. 

There had to be a continuous and 
aggressive program on an individual 
basis between the fueloil distributor 
and the builders. Because plumbing 
contractors had nothing to gain from 
either gas or oil, it was up to the oil 
dealer to get into the installation end 
of the oil business. 

The Young Supply Co., recogniz- 
ing these conditions, organized itself 
to cope with the requirements of the 
builder of housing developments. The 
job of selling the builder was made 
up of a combination of continuous 
calls on builders, hard work, efficiency, 
a strong desire to get this work and a 
willingness to re-shape the organiza- 
tion along necessary lines. 

A number of changes had to be 
made by Young Supply Co.—it had 
to go where the business was located. 
Thus, its scope of operation had to 
be broadened to cover a much greater 
area of suburban Philadelphia. 

Work in new home developments 
provided a substantial growth in busi- 
ness. Three years ago the company did 





an average of 50 heating installation, 
a year. Now the rate is 1,000 install; 
tions a year. Oil sales three years ay 
were 1,200,000 gallons. Estimated gi) 
lonage for the 1956-57 heating seas 
is in the vicinity of 5,500,000 gallons 
This growth in gallonage is directly r 
lated to heating installations in new 
homes. 

The firm had to be prepared to serv 
ice the burners properly in this greate 
area and to make fueloil deliveries t 
these places. The pitfall in this is tha 
the usual profits are not there unti 
an area is developed for a_ proper 
operation. Young Supply overcame 
this challenge successfully. Malehom 
noted the importance of the two-way 
radio system in servicing a large div 
tribution area. 

Originally the Young Supply G 
specialized in installations of wet heat 
In order to get the development work 
members of the company had to be 
come experts in warm air heating 
This they did in a spectacular way 
At first, they sub-contracted all thei 
sheet metal work. 

This arrangement was unsatisfa’ 
tory for several reasons. There was 00 
direct control over the job. The sub 
contractors had all the details neces 
sary to conform with builder's tim 
and design specifications. Then, 
course, there was the profit of the sub’ 
contractor which added to the cost 0! 
the job. Furthermore, there was littl 
control over the quality of the job 


Either the sub-contractor’s sheet met | 


work was accepted or changes wett 
made that were time consuming and 
costly. 

Being in between the builder and 
the sheet metal contractor became in 
tolerable. Young Supply had to be # 
a position to give a direct answer © 
its customers on installation work. It 
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reputation with builders had to be 
maintained. As a result, a sheet metal 
‘hop was started with one brake and 
Hand tools in a small garage. One oil- 
irner man volunteered to learn the 
sheet metal trade. 

Within the past few years the shop 
xpanded to the point where there 
ore now six experienced men and a 
oeman working on sheet metal. They 
PB urn out all the ductwork with preci- 
Bon control over quality and costs. 


stallation; Service reorganized 


vee The burner service department had 
nated gifs be reorganized on a shift basis. 
ng ae Service had to be provided around the 
0 gallon dock, including Sundays and holidays. 
irectly r In order to do this efficiently and 
s ine economically it was necessary to have 
a certain number of minimum ac- 
d to ser Counts. Thus, service was linked to 
is greata fuelol sales and service contracts. 
iveries wi "Om @ starting point of 137 service 
nis is thief ontracts three years ago, this depart- 
ere unify ment now has about 1,500 service con- 
a propery tacts and seven servicemen. 
overcame he internal organization and op- 
Malehor i tation also had to be revised to cope 
two-way i With the new builder business. An en- 
large dic | gineering department was organized 
to process new jobs. Plans that were 
pply Co brought in had to be gone over and 
wet heat  “timates given without delay. The 
ent wort jf 008 that came in had to be carefully 
id to be “aylsed in detail. The mechanics of 
heating the installation were reviewed thor- 
lar way. %hly. Detailed and extremely care- 
all ther ‘ul analysis of costs were made. After 
the job was received drawings for the 
rsatisfar | eet metal job and for the installa- 
e was m0 “0M crews were made and supervised 
The sub @ Y this department. 
Is necey @ Builders appeared to show greater 
sr’s time fy Midence in the work of recognized 
“hen, of heating engineers. Also, the faster the 
‘the sub  “timating and engineering work was 
> come done, the greater was the volume of 
vas little jg “ok that could be accomplished. The 
the job tetailed cost sheets, compiled by the 
et meta  “USeering department, enabled the 
yes wert desman to speak with great confi- 
‘ing and dence about costs. It also put him in 
‘position where he could show the 
der and builder how costs were arrived at with 
-ame if thigh degree of authority. 
to be in In many cases, Young Supply got 
iswer (0 4job even though its estimate was not 
vork, Its the lowest. Its price usually was within 








a competitive range and through the 
efforts of the engineering department, 
the builder was assured that he was 
receiving the most for his money. 

Routines and systems in the office, 
shop and on the job were analyzed 
carefully and redesigned to meet the 
needs of the growing business. The 
costs involved in handling the service 
calls and oil deliveries were watched 
closely. These changes in the internal 
operation of Young Supply Co. are 
proving themselves in the profitable 
growth of the business. 

It is interesting to note that Young 
Supply installed oil heat in several 
homes in the Philadelphia area that 
were recognized nationally. The “Idea 
Home of the Year” (1956) featured 
in the magazine Better Homes and 
Gardens was equipped with oil heat. 
The magazine House and Home, Octo- 
ber 1955, presented its 1956 award 
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An oilfired warm air heating system 

is assembled in one of the Rosetree 

homes. All the duct work and fittings 

are fabricated to plan in the sheet- 
metal shop. 


of merit to another home design which 
included oil heat installed by Young 
Supply Co. 

The builder of the development 
that included these homes expressed 
himself as follows: “Our experience 
has proved to us that the home buyer 
recognizes the savings in the annual 
heating costs in a home equipped with 
modern oil heat. We have noticed a 
definite trend in public preference for 
homes heated by oil.” 

A testimonial, such as this coming 
in an area that had gone way over to 
gas heat, shows the results of the ef- 
forts of progressive fueloil dealers 
working both as individuals and as a 
group. 

Almost all of the fueloil installa- 
tions by Young Supply result in a 
fueloil account. 
plish this prospective owners are sold 
on the basis of: 1) Undivided respon- 
sibility (installation — fueloil — ser- 
vice). 2) A five-year parts guarantee, 
including electrical controls, with the 
purchase of fueloil. 3) 24-hour ser- 
vice (including Saturdays, Sundays 
and holidays). 4) Automatic fueloil 
delivery. 5) The services of a complete 
engineering department. 6) The ad- 
vantages of a fueloil budget plan. 

Malehorn and Baxter subscribe to 
the saying that “Business goes where 
it is invited, and business stays where 
it is best.served.” 


In order to accom- 
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by 
Kirk B. Shivell* 


Er YOU WOULD like to do something 
this year for yourself and the indus- 
try of which you are a part, why not 
work earnestly to bring more sales- 
power into oilheating? The industry 
has many problems, but none that is 
more serious or urgent than this. 


There was a time when oilheating 
had a sizable number of the ablest 
salesmen in the country, but most of 
them were lost during the selling mora- 
torium of World War m1; and in the 
sellers’ market which followed little 
was done to reattract them. It has 
been only in the last two or three years 
that realization of sales weakness has 
begun to penetrate generally through- 
out the industry. Happily, some few 
companies never let themselves get too 
weak and have taken active measures 
to rebuild selling strength, but the in- 
dustry still has a long way to go. 

Oilheating’s sales weakness is shown 
in part by the large percentage of fuel- 
oil retailers who today have no sales- 
men at all, The latest estimate is that 
three out of 10 haven't even a solitary 
selling man in the field. Such selling as 
is done is handled in a part-time, off 
and on, hit or miss manner. Those 
companies which do have salesmen 
average less than two men apiece. 


The salesman’s- Plight 


Nor do these numbers paint the 
whole picture. The best available in- 
formation indicates that each regular 
burner salesman sells an average of 
about 60 burners per year. As for 
fueloil salesmen as such, they are ‘so 
scarce that there aren’t any reliable 
figures on them. The species seems 
dangerously near extinction. 

But perhaps the industry’s selling 
weakness is most vividly shown by the 
scant income of the average oilheating 
salesmen: less than $6,000 per year. 
And this at a time when even a me- 


*The Shivell-Hall Co., New York 
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diocre salesman in many other lines can 


Oilheating’s biggest Problem 


Lack of Salespower, but optional Pricing may mean more Sales and Money for Salesme 






make $10,000 or more! The wonder 
is that so many able and loyal men 
remain in the industry. 


The fact that gas has made so much 
headway against oil in many areas can 
be ascribed largely to oilheating’s sales 
weakness. The nature of gas heating 
equipment and the pressure of com- 
petition have combined to keep oil- 
burner prices so low that many dealers 
despair of being able to charge enough 
either to make a decent profit or to 
pay more to their salesmen. At the 
same time, a gas utility is likely to feel 
it can afford to spend ample money to 
support a strong and capable sales or- 
ganization. 


Prices too low 


So the industry’s plight may be ex- 
pressed like this: we lack salespower 
because we haven’t enough good sales- 
men—we don’t attract more salesmen 
because they can’t earn enough—they 
can’t earn enough because we think 
we can’t afford to pay them more. 
Thus we have a full circle of dilemma. 


The problem calls for the attention 
of equipment manufacturers, oil sup- 
pliers and retailers. The manufactur- 
ing side of the industry might largely 
solve the problem by coming up with 
new types of oilheating equipment 
that can be sold competitively against 
gas burners and still hold sufficient 


margins for makers, dealers and-sales- - 


men. It is good to know that research 
is being done in this area now, and 
it is to be hoped that eventually new 
types of equipment will come into the 
market. But the industry cannot wait 
on this hope. 

Some manufacturers have done a 
good deal to help their dealers attract, 
train and compensate salesmen, but 
there is great need for more help of 
this kind. A few oil suppliers have 
done notable work in assisting dealers 
in their selling, but on the whole they, 
too, could do much more. Perhaps 
now with interest in fueloil as a pro- 
duct at an all-time high, suppliers will 























How do you control salespower? It’ 
characteristic of most dealers who do 
to sell only quality installations and 
to ignore the low pricing of com 
petitors—to sell at adequate prices 


concern themselves more with the 
problem of helping dealers to sell ol 
and not merely to meet a demand for 
it. 


In the final accounting, though, the 
problem must be met and solved at the 
dealer level. Manufacturers and sup 
pliers really can help only those who 
are ready to help themselves. Not 
does a dealer need to wait for their 
help. If he gives enough time and at 
tention to the problem he may hav. 
hope of solving, or at least relieving, 
it himself. 


There are Some who sell 


Fortunately, the picture is not et’ 
tirely dark. A number of oilheating 
dealers throughout the country hav 
met the problem and brought it under 
control. Some have done it with the 
leadership and co-operation of manv 
facturers and suppliers, some have 
done it chiefly by their own initiative 
and boldness; but altogether the su’ 
cess of these men should inspire others 
to similar accomplishments. If you af 
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, dealer, perhaps you can do as they 
do. 

How do they do it? By various 
methods. But, it is characteristic of 
most of these dealers to endeavor to 
gil only quality installations and to 
ignore the low pricing of their com- 
| wtitors. It is their policy to sell their 
oiheating equipment at adequate 
prices: sufficient to permit first-class 
obs and to provide liberal income for 
alesmen and a fair profit for them- 
selves. 

These dealers are able to have 
sronger sales forces because their men 
an make good incomes. They attract 
capable salesmen in their communities; 
thus their success enables them to re- 
main successful. The key to their suc- 
ws, of course, lies in being resolute 
enough to insist on proper prices. 

“But I could never get such prices 
inmy community!” do you say? How 
do you know? Bad pricing can be- 
come a bad habit, and perhaps you are 
the victim of it. If you can break this 
habit you may be able to gain new 
wer? It's & prosperity and the selling strength to 


; who do maintain it. 
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Why not try a little experiment in 
optional pricing and see how it works? 
Optional pricing consists of having two 
prices On an item: one is the full, fair 
price which allows a liberal sales com- 
mission and an adequate dealer profit; 
ough, the IF the other is a bedrock price which al- 
ed at the Hi lows but a slim margin for salesman 
and sup and dealer (in other words, the kind 
rose who HR of price at which so much oilheating 


es. Not & quipment is being sold today). 
for their 


e and at’ 
nay have 
relieving, 


with the 
o sell oil 
mand for 


With optional pricing a salesman is 
gven the right to sell the equipment 
ttwhichever price he feels he can. If 
le sells it at the low figure, he gets a 
tinimum commission (or if he is on 
sell isilary perhaps gets nothing beyond 
lisweek’s pay). If he sells at the fair 


; not el et 
hae igure, he shares the difference in in- 
gi ome with his employer. 

ry ; ve : 

it under Optional pricing puts it up to the 


with the ‘esman to sell, not merely to get an 
inder at the lowest price. It rewards 
te man who can do a good selling 
tb~and if you can reward this kind 
if man, maybe you can get more of 


of manu’ 
me have 
initiative 





the suc 
re others tem to work for you. Maybe you can 
f you ate ell more equipment and gain more oil 





gallonage. Anyway, what have you 
to lose by trying the experiment? 

Modernization offers another way 
to build a sales force in these times. 
With a million or so old or obsolete 
burners in use, there are favorable 
modernization opportunities in most 
markets. Some dealers aren’t doing 
anything about them. Some are in- 
stalling the lowest-priced replacements 
possible. 


Quality Modernization 


However, there is evidence that 
many consumers have less price resis- 
tance to modernization proposals than 
they do to those for original equip- 
ment installations. Some progressive 
dealers are successfully selling home- 
owners on having the best kind of in- 
stallations possible -— installations 
which will give efficient, economical 
heating and are worth a price that in- 
cludes a sizable commission and fair 
dealer profit. 


Some of the leading equipment deal- 
erships in the country today are suc- 
cessfully concentrating on moderniza- 
tion. One of them, for example, in a 
market where total burner installa- 
tions declined in 1956, has been run- 
ning about 40% ahead of his previous 
year’s figures. 


At least one dealer who is active in 
modernization selling has what is, in 
effect, an optional selling policy. The 
salesman tries to sell the prospect a 
top-quality job, the price of which, of 
course, includes an ample mark-up. 
If he fails to sell this, he then offers 
the prospect an extremely low-priced 
job on which neither he nor the dealer 
can make much money. 

Since the salesman has plenty of in- 
ducement to sell the better job, he 
naturally works hard to do it. He is 
not content to make just a sale; he 
wants to make the right kind of sale. 

So why not see what modernization 
can do for you? Start a drive to make 
modernizations among those of your 
present customers who should have 
them, then extend your campaign to 
other homeowners in the community. 
Put your emphasis on quality installa- 
tions at profitable prices and you can 
build a strong well-paid sales force, 
make money yourself—and pick up 
new oil accounts. 
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The dealer who says he’d 
lose $40 on a new home instal- 
lation should remember it’s 
one thing to take calculated 
loss, another to expect sales- 
men to work for too little. 











It should be mentioned that not all 
of the oilheating dealers who have 
strong sales forces and who are install- 
ing a lot of equipment today are mak- 
ing money on it. There are some who 
deliberately are trying to do no more 
than break even, or are even willingly 
taking a loss. 

Their reasoning is typically ex- 
pressed this way: “If I don’t get burn- 
ers into new homes here, my business 
won't grow. I am willing to lose $30 
or $40 on an installation because I 
don’t think I can sell an oil account 
for less than that, anyway.” 


This attitude isn’t recommended, 
please note; it’s just being pointed out. 
But there are competitive situations 
where certain dealers feel it is justified. 
However, it is one thing for a dealer 
to take a calculated loss himself and 
another for him to expect salesmen 
to work for too little. It doesn’t 
seem that a dealer should ever whittle 
his prices so low that his sales force is 
weakened; otherwise he’s likely to 
make little progress in spite of his will- 
ingness to pay to do it. 

The growing demand for central 
cooling equipment offers many dealers 
the opportunity to rebuild their sales- 
power. Goodness knows this business 
is competitive enough now, and low 
pricing already is prevalent in some 
areas, but fortunately many consum- 
ers seem to realize there can be a great 
difference in cooling systems and are 
more readily disposed to pay enough 
to get a good one. 

Perhaps as a dealer in the past you 
have felt compelled to sell yourself 
short in the matter of heating equip- 
ment, but that is no reason why you 
should do the same in the relatively 
new and growing cooling field. 

As the industry becomes more acute- 
ly aware of its selling weakness, it is 
probable that more people will take 
action to overcome it. But let no man 
wait on another. There’s no time to 


fiddle while gas burns. 
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Camera Visit 
to a 


burner Factory 


owe CAMERA IMPRESSIONS of the 
Sun-Ray Burner Mfg. Corp. plant 
in Jamaica, N. Y., made last Summer, 
portray a little of the smooth operation 
of this compact, efficient plant. 

The exterior view of the plant is 
considerably different from the build- 
ing originally occupied here in 1943. 
Since then portions of it have been 
completely rebuilt and additions have 
been made. Actually, Sun-Ray quali 
fies for membership in the industry’s 
“Quarter century Club” since the orig- 
inal company started more than 25 
years ago. Originally located in Rock- 


pep? 


away Park, N. Y., the firm moved to 
Jamaica in 1935. 

Gabe Marin, president of Sun-Ray, 
acts as if he’s in the midst of taking 
a big order, while (at left) burners 
progress down the plant’s line toward 
final assembly. Note the jigs that hold 
the burner housing firmly while com- 
ponents are affixed. 
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Across the bottom of the page (left) 
is a view of rough burner castings x 
they come from the foundry and k 
fore they start through the shop for 
machining and then assembly. In th 
shop, castings are machined to a toler 
ance of plus or minus two-thousandths 
of an inch, with bore alignment dow 
with a single fixture to insure perfec 
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concentricity. Keyholes are jig drilled 
for serviceability and parts inter- 
changeability; openings are squared 
of properly so that parts fit better. 

Above is a view of the warehouse 
where fuel units, motors, transform- 
efg, etc. are stored until needed for as- 
sembly. And, next to it nozzle assem- 
blies are being tested for leaks. Every 
assembly is tested in this way under 
170 Ibs. pressure. 

Coming down the outside of the 
page, we see name plates being riveted 
to completed burners and below it a 
group getting a final test to check on 
motor pull and transformer spark. 

At the lower left, a Sun-Ray No. 4 
diburner is shown under test. This is 
oe of a number of models in Sun- 


Ray’s complete line, ranging in capac- 
ity from .50 to 22 gph for No. 2 and 
No. 4 oil and including vertical flame 
gun burners. All new models undergo 
extensive fire testing and field testing 
before being produced in quantity. 








Though the popular saying has 
it that everybody talks about the 
weather and nobody does any- 
thing about it, such was not the 
case during a session on weather 
forecasting held during the re- 
cent API annual meeting. Six ex- 
perts talked about the weather 
and, while conceding that nobody 
could do very much about manu- 
facturing or changing it, they ex- 
pressed some optimism that tech- 


niques could be developed to im- 
prove greatly the present “batting 
average” of weather forecasters. 
The project under discussion en- 
visions the day when comprehen- 
sive and accurate forecasts can be 
made far enough in advance to 
permit orderly scheduling for the 
refining and delivery of fueloil to 
the areas when, where and as 
needed during the heating sea- 
son. 


Long range Forecasts 


Weather Experts agree that current Techniques leave too much to Chance 


Ss” EXPERTS from industry, govern- 
ment and university meteorological 
departments discussed 
weather forecasting at the recent an- 
nual meeting of the American Petro- 
leum Institute in Chicago. 

All were pretty well agreed that 
current techniques for long range 
forecasting leave too much to chance. 
They did recommend that the oil in- 
dustry keep in close touch with de- 
velopments and help finance studies 
that might lead to a successful for- 
mula. 

W. J. Sweeney, vice-president, Es- 
so Research and Engineering Co., 
New York, presented a talk on the 
importance and need for degree-day 
forecasting for the petroleum industry. 
His viewpoint was that of the refiner 
rather than a fueloil distributor. He 
pointed out that the yearly expected 
demand for heating oil is directly re- 
lated to the severity of the heating 
season. 

The actual demand in a cold win- 
ter may exceed that of a warm season 
by as much as 125 million barrels, he 
said. “The industry has the responsi- 
bility of supplying its customers, re- 
gardless of the weather.” 

He explained that the average major 
oil company plans for an average sea- 
son and then resorts to costly, extra- 
ordinary refinery operations to pro- 
vide “last minute” adjustments for the 
actual winter severity. 

Beyond the saving in dollars accu- 
rate long range forecasting would pro- 
vide a better protection of supply for 
the consumer, he said. 


long range 
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“Weather Information applied to 
Fuel Supply Planning,” was the topic 
of a talk given by Charles Penny- 
packer Smith, Pacific Gas and Electric 
Co., San Francisco. He presented a 
statistical plan for estimating quarter- 
ly and seasonal departures from nor- 
mal temperature on a “calculated risk” 
basis. 

By using data from San Francisco 
he showed that in two out of three 
cases the departure will be in the same 
direction as in the preceding quarter. 
In other words, the temperature in the 
April-to-June quarter furnishes a cor- 
rect indicator of the direction of the 
departure in the following fiscal year 
in two out of three cases. 

In his opinion, statistical forecasts 
of this nature are objective and fur- 
nish a modest but worthwhile improve- 
ment over the use of climatological 
norms. His conclusion: _ statistical 
evaluations of climatological records 
are comparable in quality with other 
estimates which enter into the decision 
process, 

The weather bureau’s 30-day out- 
looks show a small. but. consistent: de- 
gree of skill over chance, according to 
William H. Klein, U. S. Weather Bu- 
reau. 

He said that the overall forecast 
average has been further above chance 
in temperature forecasting than in 
precipitation. 

Klein said it should be recognized 
that long range weather forecasting is 
still in its infancy. Progress is limited 
because of our basic lack of under- 
standing of the complex physical proc- 











esses controlling the general circuly 
tion of the earth’s atmosphere. 

He concluded by saying that im 
provement in forecasting can be a 
tained only through a vigorous pro 
gram of fundamental research into al 
aspects of the subject. He feels tha 
this will take many years, but ulti 
mately the accuracy of such forecasts 
will be substantially increased. 

Archie M. Kahan, Texas A & M 
Research Foundation, also pointed out 
that forecasters are handicapped by: 
lack of knowledge about the naturl 
laws which govern atmospheric ke 
havior. 

His talk was entitled ‘Persistence 
and typical weather Patterns.” Me 
teorologists define “persistence” as the 
continuance of an effect longer than 
the cause which first produced it, and 
then expand this meaning to includ 
the continuation of an effect, the fur 
damental cause of which is either pat’ 
tially or wholly unknown, and may 
or may not be continuing. 

When the forecaster is called upon 
to give a long range prediction ke 
looks: for ways: to:let persistent natute 
do this for him. 

He described the statistical correla 
tion technique, whereby mean tell 
peratures of one month have shown 4 
statistical correlation with a longet 
period. 

Another method is matching weatl 
er maps of the past with those of the 
present. He said that the A and M 
Research Foundation is attempting ® 
type weather maps by using the num 
ber of high-level waves present on the 
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hemispheric weather map. 

He concluded with what he said 
, note of restrained hope: “Until 
recently it was necessary for the me- 
rorologist interested in long-range 
forecasting research to proceed with 
his work at a painfully slow pace. 
The increasing availability of elec- 
tronic data processing and our increas- 
ing understanding of atmospheric be- 
havior should combine to accelerate 
our progress toward anticipating fu- 
ture weather effects. 

“I believe that progress in long- 
range forecasting will come gradually, 
with seemingly ‘revolutionary discov- 
ries’ springing up only to fade away, 
kaving behind small kernels of addi- 
tional understanding.” 

Kahan told the group that to some 
extent the rate of progress was in their 
hands. He asked the industry to be 
patient with the weathermen, but not 
indifferent. Be demanding, but un- 
derstanding, he asked. 

The effect of solar activity on 
weather was the subject of Walter Orr 
Roberts, director, High Altitude Ob- 
etvatory, University of Colorado. He 
feels that it is time for a new look at 
wlar-weather research. 

He said that the literature on solar- 
weather relations is voluminous, some- 
times contradictory, and almost always 
inconclusive. ““We have not found a 
smple and direct relation between so- 
lr emissions and atmospheric heat- 


” 


ing, 
Several relationships between weath- 
etand solar activity have been estab- 










lished: There are significant differ- 
ences in world-wide average atmos- 
pheric pressure maps between years of 
great sunspot activity and years of low 
sunspot activity. In general, normal 
high-pressure regions are intensified; 
the normal low-pressure areas are fur- 
ther lowered. 

There are recognized longer term 
trends in solar activity. A trend in 
the amplitude of solar activity max- 
ima, for example is known to have a 
period of about 80 to 90 years. Be- 
cause of this it is predicted that the 
gradual warming of the eastern sec- 
tion of the United States which has 
been evident since the turn of the cen- 
tury will be reversed. 

Roberts rates himself as being cau- 
tiously optimistic that the decade 
ahead will bring great progress in dis- 
covering true connections between 
specific outbreaks of solar activity and 
specific responses of weather. 

Hurd C, Willett, professor of me- 
teorology, Massachusetts Institute of 
Technology, presented a paper, “*Pros- 
pects for Reliability in Long-Range 
Forecasting.” 

He explained that a random guess 
will, in the absence of a long range 
trend, be right 50% of the time when 
the problem is forecasting only wheth- 
er the temperature next month will 
average above or below the normal. If 
a forecaster is right 75% of the time 
he has forecast half of the total varia- 
bility over and above pure guess work. 

Professor Willett then asked how 
good are present long-range forecasts 








on this basis? He said that the best 
available evidence (with one possible 
exception) shows that none of the 
long range forecasts, issued either by 
public or private commercial agencies, 
has consistently exceeded a skill veri- 
fication of approximately 20%. 

He described three approaches to 
any physical interpretation. 

The purely statistical approach, 
which utilizes past weather without 
any physical interpretation. 

The physical-synoptic approach in- 
volving the analysis and physical in- 
terpretation of past weather patterns 
and their changes. 

The solar variability approach in- 
volving the possible influence of sun- 
spots or other forms of variable solar 
activity on world-weather. 

He feels that the maximum practi- 
cal benefit of the purely statistical ap- 
proach probably will be realized with- 
in five years, and that this approach 
may double the present slim margin 
(20%) of skill of such forecasts over 
random guess. 

He expects that the practical benefit 
of the physical-synoptic approach will 
be realized within ten years. This ap- 
proach combined with the purely sta- 
tistical may raise the margin from an 
upper 40% limit to something in the 
50 to 60% range. 

And the influences of variable so 
lar activity on world-weather patterns 
will probably not be known for 20 
years. When they are recognized the 
prognostic margin of skill will increase 
to 70% or possibly better. 
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Comparison of weather actually observed during Febru- 
tty 1956 (left) with the outlook as predicted in one of 
the Weather Bureau's 30-day outlooks (right). The fore- 
“st was reasonably successful since warm, wet weather 


eloil 







in the East and cold, dry weather in the Northwest was 
predicted correctly. In other areas, though, the outlook 
did not call for as drastic a reversal in weather as actually 
occurred. 
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Lab checks technical Points 


Steinen Research confirms oilheating Practices and adds some new Twists 


by 
W. B. Adams 


wa” fe WORK AT SOLVING practi- 
cal problems. We use labo- 
ratory equipment and methods to ob- 
tain the information needed by the 
practical serviceman who works hard 
to make his customers’ oilburners run 
properly at highest commorvsense efh- 
ciencies.”” 

Those words come from the men 
who work in the oilburner laboratory 
of the Wm. Steinen Manufacturing 
Co., Newark, N. J. Accompanying 
photographs show the men and their 
laboratory equipment. 

Steinen is relatively new in the oil- 
heating industry, having entered this 
industry in 1950. Its relative newness 
in the field of oilheating caused 
Steinen to want to find out for itself, 
in its own laboratory, the amount of 
truth in many technical points about 
pressure burners which seemed to be 
accepted or nearly accepted by oil- 
burner experts in general. 

Technical points which the labora- 
tory is establishing as true, to its own 
satisfaction, are important to oilburner 
servicemen, Some of these men, like 
Steinen at the start of its oilburner in- 
vestigations, have regarded these tech- 
nical points as half-truths—at best sub- 
ject to additional investigation. 

Other oilburner servicemen, either 
poorly educated or new in the oilheat- 
ing industry, have not heard of some 
of the important technical points which 
are being checked realistically and nu- 
merically in this laboratory. 

Steinen makes many nozzles for 
pressure atomizing gun-type oilburn- 
ers, and marks most of these in terms 
of their performance using No. 2 fuel- 
oil of viscosity 35 seconds, Saybolt 
Universal at 100°F. In their note-mak- 
ing, the laboratory engineers reduce 
that to 35 ssu. 

Now, according to the Commercial 
Standards for Fueloils, No. 2 oil can 
have greater viscosity than 35 ssu. Its 
viscosity can be 40 ssu. 
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What’s the effect on nozzle output 
of giving a nozzle oil that’s thicker 
than “standard”—oil that has viscosity 
of 40 ssu instead of 35 ssu? 

Commornvsense reasoning would be 
that nozzle output is lowered or de- 
creased by giving the nozzle thicker, 
more viscous fueloil. 

Actually and according to recent 
re-checks on this made in the Steinen 


pressure burners for atomizing pre 
sure of 125 lbs., instead of the ugyj 
100 Ibs. 


But, these laboratory men go m 


every serviceman should know at lea 
this much about the mathematics of 
nozzle performance: 

Starting at standard 100 Ibs. nozzk 
pressure, every ten lbs. of increased 
pressure jacks up the nozzle output or 





zles and fireboxes. 





Practical research in industry laboratories serves a useful pur 
pose in checking oilheating practices as applied to equipment in 
current use. More than that, frequently new techniques develop 
from lab tests which simulate field installations and duplicate 
“trouble” conditions which confront servicemen. In the article 
Adams tells about the results of oilheating research conducted 
in Steinen’s laboratory, to include some fresh thinking about noz 








laboratory, giving the nozzle 40 ssu 
fueloil (instead of the 35 ssu fueloil 
for which the nozzle usually is cali- 
brated) increases the output of the 
nozzle by about 3%. 

Giving the nozzle 30 ssu fueloil 
(instead of the 35 ssu fueloil for 
which the nozzle usually is calibrated) 
decreases the output of the nozzle by 
about 3%. Thus fueloil that’s thinner, 
of lower viscosity, goes through the 
nozzle more slowly, with greater dif_i- 
culty, than “standard” 35 ssu fueloil! 

Conducting its tests using domestic 
fueloils of different viscosities, the 
Steinen laboratory came up with an- 
other point about higher viscosity fuel- 
oils. 

With 100 lbs. pressure on a nozzle, 
sufficient increase in the viscosity of 
the fueloil tended to cause breakdown, 
or collapse, of the spray angle. 

Viscosity slightly above “standard,” 
or viscosity just high enough to give 
this spray-angle breakdown, could be 
offset completely however. All that 
was needed for this in the laboratory 
tests was an increase in nozzle pressure 
—an increase from the “standard” 
pressure of 100 Ibs. to 115 or 125 lbs. 

These laboratory men instruct serv- 
icemen not to hesitate about setting 


nozzle flow-rate by 4%. That is, i 
crease the nozzle pressure from 100 lbs 
to 125 lbs., and you increase the noy 
zle output by 10%. That's approxi 
mate, but it’s close enough. Take it into 
account, if you follow what seems to 
be a general recommendation of the 
Steinen lab technicians and switch to 
general use of 125 lbs. atomizing prey 
sure. 

Another Steinen recommendation: 
When adjusting a pressure burner, 
don’t fail to use a good, accurate prey 
sure gage to check on the atomizing 
pressure for which the fuel unit is ad 
justed. 

Steinen also recommends: If you ate 
an oilburner dealer or serviceman, you 
should know the viscosity of the fuel 
oil used by your pressure burnets 
Most of the suppliers of No. 2 fuelot, 
for example, will give you information 
on their oil’s viscosity. In certain i” 
stances, laboratory tests should k 
made to determine the viscosity of ol 
samples obtained from actual installa 
tions. With co-operation from fueloi 
suppliers, such tests usually can be 
made at little or no cost. 

Extensive field tests recently weft 
made by Steinen technicians to supple 
ment their laboratory tests. They 
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ould be Men at work in Steinen laboratory. Upper left: Bob Hund- Lower left: Wing draft inducer used in Steinen lab work 
ry of oll HR ley / center) general sales manager, observes an experiment can produce any smokepipe draft up to .35” water for as 
installa § %d uses a Steinen flame mirror. At the left, Chris Jensen, many as five furnaces or boilers being tested at one time. 
, fuelod ' Sales manager, Heating Products Div., reads C02 on 

4 constant-reading instrument, while Carl Koch, right, 











can b makes notes of test results. Lower right: Starting up a Silent Glow self-contained heat- 
ing unit on wheels. Fired with a pressure burner and sup- 

ly were JB Upper right: Testing to determine result of adjusting for plied with built-in tank and controls, operation requires 
supple § “éssive draft. Studies now are underway on Steinen draft plugging into electric supply and turning on switch. Can 
They | “Swlators for smokepipe sizes from 5” to 24”. Ahead for be used to heat buildings under construction, greenhouses 
end of 1957 are draft regulators up to 32” in size. in emergencies, for example, and many other applications. 
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found that servicemen replacing oil- 
burner nozzles were failing to flush 
properly the fuel units and nozzle 
lines. 

“Consequently considerable  sedi- 
ment was being pushed into the new 
nozzles and was clogging their atomiz- 
ing slots,” read the notes of these noz- 
zle technicians. “We cannot stress too 
strongly that on old jobs the fuel units 
and nozzle lines should be flushed out 
before new nozzles are installed.” 


Nozzle Temperature Tests 


In this Steinen laboratory, much 
work has been done on nozzle-tem- 
perature investigation. Although not 
always able to do much about nozzles 
operating at excessive temperatures, 
servicemen should know something 
about this difficulty. Knowledge of it 
at least leads a serviceman to know 
why certain installations give much 
more nozzle trouble than others. 

Using thermo couples to measure 
nozzle temperatures under on-the-job 
firing conditions, the Steinen lab men 
say they learned to expect a nozzle 
temperature of 150°F. to 175°F.— 
with a burner of usual design working 
in a usual manner, firing a combustion 
chamber of typical design. 

Nozzle operating temperatures up 
to 250°F. could be the result, accord- 
ing to these tests, of improper oilburn- 
er design, or unusual firebox design 
that produced extremely high refrac- 
tory temperatures, or unusual on-off 
cycling including early morning “on” 
periods up to four hours. Any one of 
these factors, or a combination of two 
or more, could lead to excessive, 
troublesome nozzle temperatures. 

These tests showed that the higher 
the temperature of a nozzle, the lower 
its gph output rate becomes. At a not 
unusually high temperature of 175°F., 
the 1.0 gph nozzle in a certain oil- 
burner produced a fire size of .94 gph. 

“The worst decrease in gph flow 
rate of a nozzle,” the Steinen lab men 
report, “occurred when the nozzle 
temperature of a certain make and 
model of oilburner reached 260°F. 
with the burner running normally. As 
a result the first five minutes of oil- 
burner operation caused the output of 
the 1.0 gph nozzle to fall off to .86 
gph. That’s a drop in nozzle output of 
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Inspection of nozzle “innards.” Atom- 

izing slots of these are tremendously 

important. Steinen produces more than 

500 models of oilburner nozzles, with 

gph rates ranging from .50 to. 35, 

seven spray angles and either full-cone 
or hollow-cone spray patterns. 


14%, caused by excessive climbing of 
the nozzle temperature.” 

Another highly interesting result of 
the nozzle-temperature tests in the 
laboratory related to the appearance 
of what the lab men call “a varnish 
substance” inside nozzles after 40 to 
50 days of normal heating season 
cycling. 

This, they ascertained, resulted from 
build-up of nozzle temperatures after 
a burner stopped. With the burner 
idle, heat from its red-hot firebox in- 
creased the nozzle temperature. 

During one test, the burner showed 
165°F. nozzle temperature at the end 
of a 12-minute “on” period and with 
usual heating-season on-off cycling. 
Stopping of the burner with its firebox 
red-hot was followed by a build-up of 
nozzle temperature to 315°F! 

“At this 315°F. nozzle tempera- 
ture,” the laboratory men report, 
“seemingly the fueloil was cooked in- 
side the nozzle with the result that this 
sovcalled varnish substance formed in 
the nozzle’s fueloil passages. The on- 
the-job results of this, observed by the 
practical serviceman, include lopsided 






. . « « Lab checks technical Poia 


fires, stringy fires, and poor flan 
shape and poor atomization in gener 

“Based on these laboratory tegi 
which imitate field performance gf 
burners extremely accurately,” (im 
Steinen lab men go on, “we find ity 
important to instruct servicemen ty 
replace nozzles plugged partially wilt 
this varnish substance, for to ¢ey 
these nozzles and make them like ney 
amounts to the impossible.” 

Old nozzles should be replaced anj 
not nursed along by attempts to clea 
them, because much of the mis 
havior of old nozzles is the result (ff |) 
the “varnish substance” in them. \ 

“We are not alone in doing wotlk, 
in this field, because in other labor 
tories the importance of the problen 
has been appreciated,” say they 
Steinen laboratory men. “We refer ti 
the important work of ascertaining tly 
air-patterns of many makes and mode 
of oilburners, Different burner mode . 
have greatly different patterns of air js 
flow into fireboxes. However, the ait IR pyr. 
patterns of gun-type oilburners are o & i, 
two basic types: “hollow-cone’ or ‘full & per 
cone.’ low 

“The importance of our tests came MM yoy 
in showing that good, efficient firing I ma; 
depends absolutely on using a ‘hollow f& ji, 
cone’ or ‘full-cone’ nozzle that matches I ont 
the air-cone pattern of the burner.” J yhj 

“Our practical tests proved that the f& oi 
appearance of the fire cannot tell ever I thas 
an expert (including the designer } 
the particular burner) if the fire iM the 
‘good’ or ‘bad,’ or if its efficiency *M ig 
high or low.” rac) 
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Burner Investigations 





These laboratory men paid particu 
lar attention to several makes of prev 
sure burners which, with their manv 
facturers’ blessing, can be fitted with 
different gun-tube air-handling parts 
“Static discs” and similar interchange 
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able parts were tried, particularly i calf 
the low gph field. The lab men cof the 
cluded that attaining high efficiencés he 
and minimum fueloil bills depen «ad 
greatly on proper parts in the gun tule i 


of a burner, and the proper “cone’ # 


similar part at the end of the gun tube " 

These laboratory men pass on thé 1 
direct warning to oilburner servi? re 
men: “Watch out for burner mode! % 


which have the same main casting 
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Wiliam F. Steinen is responsible for 
his company’s oilheating activities and 


e problen& products. He’s holding a barometric 
say thee inaft regulator, which is of interest 
Te refer ni vecause the Steinen line is being ex- 
ae panded to include commercial-indus- 
aining the trial models. 
nd model 
er modi uch as blower-wheel housings and 
rns of ait tases but which oilburner manufac- 
r, the a Burers offer with different gun-tube 
ers area’ xirhandling parts. One model may 
e’ or ful rerform well only using an 80° hol- 
lw-cone nozzle, for example. Then 
tests call you may get from the same burner 
jent firig§ nanufacturer a second burner of iden- 
a ‘hollow & ical appearance, but which has differ- 
at matchs Ht gun-tube air-handling parts, and 
urner. Buhich therefore must have an 80° 
d that th vlid-cone nozzle to produce a flame 
t tell evel that's passably efficient. 
esignet ' Many of these points are as old as 
the fire § ithe hills, Steinen lab men agree. Their 
ficiency § M big point is, however, that the accu- 
racy of each of these points has been 
thecked recently in their own labora- 
on tory, set up for just such checking. 
d particu Tests of different shape fireboxes led 
os of prev the lab men to a preference for round 
cir man § "boxes in sizes up to 2.0 gph. 










These men find this point highly im- 
portant for oilburner installers: Locate 
theend of the oilburner gun tube one- 
lulf inch back from being flush with 
the inside wall of the firebox. Steinen’s 
themo-couple tests prove that this 
lads to decidedly lower nozzle tem- 
Rratures following stopping of the 
lumer when its combustion chamber 


itted with 
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“cone om 
- gun tube ff erhot. 
ss on thi Their firebox testing made these lab 


+ service Come up with these additional 
er model three points, the first two of which are 
1 castings ew to many oilburner experts 
























and indicate unusually great deter- 
mination to obtain clean burning, low 
smoke readings, and high CO readings: 

First, where possible design a com- 
bustion chamber to have twice as much 
volume above the nozzle as below it. 
In other words, where possible make 
the firebox side-wall height three times 
the nozzle height. 

Second, for each gallon of oilfired 
capacity, a burner needs three cubic- 
feet of combustion space between the 
top of the combustion chamber and 
the crownsheet of the boiler or the 
equivalent of the crownsheet in a fur- 
nace. 

Third, design combustion chambers 
to avoid overheating mud-legs of boil- 
ers. If you build fireboxes of refrac- 
tory material, protect the bottoms of 
mud-legs by refractory walls which 
are at least 2” thick. 

The following thumb rule came 
from the laboratory’s draft tests: 

On a typical installation, you can 
expect the fuel bill to be 1% excessive 
for each .01” excessive over-fire draft 
—above the normal draft of about 
02” or .03” which usually is suitable 
for domestic furnaces and boilers. 

Steinen is relatively new in the oil- 
heating industry, for only in 1950 did 
it set up its Accessory Division to 
make oilheating products. But it is an 
old company, ready to celebrate its 
50th anniversary in 1957. Throughout 
the 50 years, it made metal stampings 
and precision screw-machine parts for 
manufacturers of trade-name products. 





C. B. White & Bro. Inc, 
Brambleton 


Free Dinner offer builds 
automatic delivery Rolls 


“A FREE STEAK dinner for you and 
your family .. . if we let you run out 
of oil.” That's the offer of C. B. White 
& Bro., Inc., Norfolk, Va., to their 
automatic delivery customers and pro- 
spective customers. The effectiveness 
of the offer is explained by company 
president Corbin B. White: 

“We have had a great deal of suc- 
cess with this ‘gimmick.’ It has been 
used primarily as a means for persuad- 
ing our will-call customers to change 
over to automatic delivery. For this 
purpose, the ‘Free Steak Dinner’ has 
been most successful and has added a 
bit of ‘romance’ to our automatic de- 
livery system. Frequently when I at- 
tend a civic meeting, one of my friends 
will announce before a group that he 
is waiting for one of our ‘Free Steak 
Dinners.’ This type of publicity can- 
not be bought. 

“A secondary benefit occurs in the 
public relations field. Heretofore, a 
runout frequently has resulted in a 
dissatisfied or lost customer. Now, 
when we slip up, the dinner complete- 
ly removes any irritation that the cus- 
tomer has felt. Incidentally, our run- 
outs have averaged from three to six 
per season, so the cost has been a minor 
factor.” 

Very well pleased with his “Free 
Steak Dinner” plan, White gives 
credit where it is due, a roundtable 
discussion group meeting at the OHI 
convention of 1954, 


for you ond ill the restaurant of your choice 
in Tidewater Virginia, if we let you run out of oil after 


you have authorized Automatic Delivery. 
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“Phone MA 7-5405 


AUTHORIZED MENA 


TUE APPLES COL TO 278 GALLON TANKS Of Lanoan 





4 i at a Reet 





Quite Content to run out of oil are the automatic delivery customers of C. B. 

White €& Bro. Inc., Norfolk, Va. A company slip-up that lets their tanks run 

dry, and that’s a rarity, entitles them and their families to a free steak dinner 
at the restaurant of their choice. 











Co-op advertising Budgets 


total more than $1 


N ANALYSIS of co-operative oil- 
heating campaigns under way in 
25 markets reveals total advertising 
budgets for 1956 in excess of $1 mil- 
lion. 
started after surveys conducted by Oil- 
heating Market Reports indicated that 
the outlook for fueloil and oilburner 
sales warranted active promotion. Some 
of the markets had been conducting 
independent campaigns earlier. 


All of the current campaigns 


The 25 marketing areas where cam- 
paigns are active include 15 which also 
had done some promotion in 1955 and 
another 10 representing new programs 
that began in 1956, Total advertising 
expenditures during 1956 in all 25 
markets amounted to $773,000 (this 


OHMR 


COOPERATIVE 
PROMOTION 





aU CLUS financial partici 


Million 


is the calendar year 1956; total budg- 
ets, some of which are based on fiscal 
years, exceed $1 million). The total 
compares with $357,000 in 1955, an 
over-all increase of 116%. 

Comparing the 15 markets which 
conducted programs in both years we 
find that these areas spent $357,000 
in 1955, but increased expenditures by 
53% to a total of $545,000 in 1956. 
The 10 new markets contributed the 
difference of $228,000 to equal the 
1956 total of $773,000. 

Add to the 1956 figure the amounts 
spent for oilheating advertising and 
public relations work by the Oilheat- 
ing Industry Regional Advisory Coun- 
cil of the Pacific Northwest (including 


A graphic summary of oilheating pro- 

motion campaigns in 25 markets. Con- 

tributions shown are represented in 
thousands of dollars. 
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600 


4463 | '9.9'7729|366.9 + 116% 








OVERALL AVERAGE PARTICIPATION) 36H 94 53.9: 1.25 100 « 
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Washington, Oregon, southern Ida} 
and Nevada) and total expendj 
will be very near the $1.2 million mag 

Here are the 25 cities where log 
operating committees prepare and g 
pervise OHMR co-operative Promotigg 
programs. 

New England: Boston (the largeg 
OHMR program); Fall River a 
Springfield, Mass.; Providence, R, } 
Hartford, Conn. and Portland, Me 

Middle Atlantic: New York City 
Westchester County, Long Island 
Rochester, Albany and Niagara Falk 
all New York; the state of New Jer 
sey; Philadelphia, Reading and Lai 
caster, Pa. | 

South Atlantic: Baltimore; Wash 
ington, D. C.; Norfolk and Richmond 
Va.; the state of North Carolina, [iE 

Midwest: St. Louis; Milwaukee fil 
Minneapolis and Duluth, Minn. 

In addition there are seven othe—m 
markets, which either have been o 
soon will be surveyed and where w 
operative programs in all probability 
will be inaugurated. 

Recently major oil company repre 
sentatives attended an OHMR progres 
meeting in New York, part of which 
was devoted to a review of programs 
Following are some typical comments 
heard about the indicated campaigns: 

Westchester County, N. Y. Sub 
stantial increase in oilburners installei 
in new homes; increased advertising 
and sales activity by independent mar 
keters; improved co-operation betweet 
all segments of the oilheating industry 

Rochester, N. Y. Leads received it 
1956 resulted in tremendous increas 
in sales of oilburning equipment #™ 
compared with last year; homeowner! 
attitude has changed and wholesales 


handling equipment report a larg ® ne 
percentage of oilfired equipment soll 

New Jersey. Dealers have reported A 
more oilburner sales than formerly an! 
credit the increase at least in part Wisc 
our billboard advertising; more oil hed detai 
advertising by individual dealers; als ond 


dealer groups at county and city levels La 
are promoting oilheating. than 


Baltimore. Losses to gas during 19" pe 
have not increased percentagewis, id i 
versing the previous trend; most iB" @ 
portahtly OHMR has provided a com 
mon meeting place for suppliers ™ a 


independents. 
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Wisc 1 Woehrer, Socony-Mobil Oil Co., Inc., 
preteen Group prepares and chairman of the group’s advertis- 


a large BR NeW; oilheating ad Campaign ing committee, explains that the 1957 


ent sol budget of the advertising committee 
reported eres distributed recently and illuminated billboards, 24-sheet has been set at $35,000. Plans call for 


erly ano by the Oil-Heat Institute of two-color and Da-Glo posters; 5,330 the use generally of the same basic 
part t! Wisconsin. Inc., Milwaukee, contained two-color and Da-Glo bumper strips; media as in 1956, with the proposed 
oil heat HR details of the oilheating advertising 10,000 booklets now being distributed themes to emphasize the points shown 


ers; als conducted in 1956 and plans for 57. _ by oilheating dealers to builders, con- _ in the illustration. 

ty levels Last year the group collected more tractors and homeowners. The major theme recommended is: 
than $20,000 from major suppliers and In addition the committee sponsored “Automatic oil-heat is the choice of 

ng 1956 retail marketers. With this fund the a 20-page Oil-Heat tabloid section in discriminating, value-conscious home 

wise, 1 Advertising Committee between April the April 29, 1956 edition of the Mil- builders, building contractors and 

10st 1 45 and October 8 prepared the fol- waukee Sentinel, which highlighted a architects,” with the emphasis on the 


a coll lowing: 36 newspaper advertisements, large amount of favorable publicity acceptance of oilheating as evidenced 
iers an “Veraging 4121/4, lines per ad and total- and advertising for oilheating. by the 128,000 Milwaukee homeown- 


ng 14.850 lines; a total of 221 regular In the Institute’s prospectus, L. O. ers who have chosen it. 
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Year end Viewpoints 


from Dealers 

(Begins on page 12) 
four or five years. The need for equip- 
ment replacement because of age plus 
increased sales pressure by heating 
equipment companies are basic factors 
behind this accelerated trend. 
@ Our fueloil and oilburner business 
runs along about as usual. We make 
a few installations each season, pick up 
a few new customers and lose a few 
customers, The arrival of natural gas 
in this territory has undoubtedly hurt 
as far as new homes and projects are 
concerned. The gas company makes 
a great many claims about economy, 
but we do not believe them and a few 
old customers of ours who changed 
to gas for economy admit that it is 
actually costing them more. We are 
hopeful that our business will con- 
tinue to gradually expand. Our worst 
competitors are the weather in this 
section and the peddlers’ trucks that 
are operated from service stations. 
@ Electric heat is hurting. We will 
feel lucky to hold our own in 1957. 
@ Gas heat is being put into new 
homes due to price but many owners 
after taking possession are changing 
to oil heat due to high price of gas in 
this area. 
@ Our biggest concern is gas heat in 
new construction. Some way must be 
found to bring oil installation prices 
nearer to gas for new homes. 
@ Due to high saturation between 
automatic oil and gas heating equip- 
ment installed over the past 30 years, 
plus our inability to compete with 
natural gas in new home construction 
by reason of gas main subsidies from 
the Public Utility, we do not expect 
any growth of the oilheating business 
in the Baltimore area in 1957. Every 
effort will be made to hold our posi- 
tion which shows a loss from oil to gas 
about 34% of 1% per annum, which 
loss we expect to replace with conver- 
sions from coal to oil. The local indus- 
try is making every effort to keep oil- 
heating in high public regard pending 
the solution of its growth problem. 


Outlook for 1957 


@ We look forward to a good 1957 
because of the expanding aircondition- 
ing business, both residential and 
commercial. Fortunately, we expanded 
in plumbing and heating of large 
schools and hospitals which look en- 
couraging for next year. Although 
our sales may be shifting, it looks like 
1957 will be a good year. 

@ Looks like if we can hold our own 
through °57, we will be doing good. 
@ Our problem for 1957 is to increase 
gross profit on builder business and 
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reduce overhead and inventories. 1956 
has been a good year for volume but 
a bad year for profits. We're planning 
on a hard but good 1957. 

@ Probably fewer new homes in °57 
but they will be larger. Should be able 
to keep volume as good or better than 
56. Signed two year labor contract 
in "56 so labor costs should be stable. 
Expect slight material cost increase. 


@ For this area, 1957 will be a better 
year than 1956. Some of our boys are 
beginning to see that you can not sell 
things for less than cost and make any 
money. 


In General 


@ We in the oil and oilburner busi- 
ness do not toot our horn enough. Oil 
is the safest heat, let’s publicize that. 
Buy oil from one of several oil dealers 
and have competition. Buy gas from 
the utility and pay what they ask. 


@ Foreign or domestic situations al- 
ways seem to have some effect on our 
fueloil market. In our twenty odd years 
of business, and going through the 2nd 
World War period, we know how 
disastrous an oil shortage can be. 
Therefore we are always certain to be 
under the contract of a big supplier, 
which has proven helpful. As for the 
present situation, we fueloil dealers 
are all making money. Those who are 
not, better find out why. The recent 
increase in margin has been helpful, 
but it was not quite enough to allow 
us to do the things we should do, as 
—more wage increases, etc. It seems 
to be an unwritten rule, that the fuel- 
oil dealer cannot handle too much 
margin. He is inclined to cut prices, 
give free service, therefore with a 
small profit, he is less likely to do these 
things. Unfortunately, I think this is 
true in 75'% of the cases, and I hate 
to admit it. 


@ In general, those dealers who have a 


real efficient operation and who are 
using modern methods of deliveries, 
degree-day systems, etc., and who en- 
joy a fairly good volume, should by 
all means be making a good living. 
Being cost minded and watching our 
operations closely, we think we are 
doing a profitable job, and one of the 
biggest and best things we ever did 
was to cut down on the area we serve. 
We are now operating within a seven 
mile area instead of a fifteen, and we 
are making more money per gallon, 
per mile, per dollar, etc., and are able 
to render faster service. It took us ten 
years to find this out. 


@ 1957 looks like a good year. Every 
year is good if you work hard enough. 


® 1956 will be a year to remember 
because we started on our downward 


spiral. We are a second grade indy 
try—our future is behind us. 


@ Our business as a whole was q 
about like other years, the more prey 
sure or salesmanship, as you may g 
it, the more business. Gas is naturally 
competitive, but not any more so th 
cheap oilburner competition which yy 
have to contend with here. . 

So far as oil supply or the ney 
East situation, I feel we have nothing 
to worry about and have the equiv 
lent to coal supplies, if not greate 
Naturally, there are slight increags 
in prices of materials but not to suc 
an extent that it should interfere with 
sales and scarcity of materials. We ge 
all we want of anything except order 
for oilburners. I would say 1957 wif 
be what we make it. 

The old platitude is “Selling j 

Telling,” and if we tell enough, 1957 
will be O. K. The oilburner has ng 
reached the saturation point by any 
means and there are plenty of peopk 
wanting automatic heat, and natura 
ly there’s nothing better and safer 
than oil heat. This is the gospel for 
1957 for a good year with the burn 
business. 
@ We are thinking very seriously of 
selling out to a major oil company. 
When major oil companies issue a 
insurance policy for $24.50 which 
covers even a new tank, it’s time for 
us to get out of business. 


@ We can look back on 1956 as being 
another year of being outsold, out 
maneuvered and out-talked as an 
dustry. And, for a Christmas present, 
priced out of the market. 

@ We had a good year, and, if Mié 
East situation does not flare up, be 
lieve coming year to be a good yeat 
Feel that major oil companies do 
give distributors proper break. When 
ever there is a price change, it s@ 
methods of delivery. Also feel thal 
distributors should be classified so th 
a price advantage could be enjoyed bj 
dealer doing millions of gallons ov 
dealer doing only thousands. 


@ Too many forget that our overheat 
is constantly increasing. All overhedl 
items—auto, gasoline, tires, tools, tele 
phone, taxes, etc., etc., are increasil 
yet many are using the same overheae 
figure they used 10 years ago on sail 
volume of business. 


® Discounts and trading stamps exett 
ing more influence in market 
tions. Attempts to hold price line 
coming more difficult but do not ™ 
tend to offer lower price until stud) 
of gains and losses indicate absoll 
necessity for such action. Every 
we face some problems but this y# 
seems more pronounced. a 
@ What we need is a strong asso 
tion. 


January 
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COMMERCIAL € . 
INDUSTRIAL 
oilburning 





by 
Jean L. Dupuis 


 * Fasteatis AT SERVICING big, auto- 
matic burners using Nos. 5 and 
6 oils can service domestic gun-type 
burners using light fueloil. But ex- 
perts experienced only in the field of 
domestic burners are not capable of 
servicing automatic commerical-indus- 
trial burners that use residual fueloils. 

To service the big, automatic burn- 
ers using residual oils, then, a man 
needs all the know-how found in the 
field of domestic burners—plus much 
more additional know-how peculiar to 
the commercial-industrial field. 

I have horizontal rotary-cup burn- 
ers mainly in mind when I refer to 
automatic commercial-industrial burn- 
ers for Nos. 5 and 6 fueloils, because 
these rotary-cup burners are found on 
most of the jobs which are auto- 


matic and which use the residual oils. 

A serviceman certainly can’t con- 
sider himself able to service commer- 
cial-industrial installations in general, 
if he can’t do expert work on almost 
any make-and-model of horizontal 
rotary-cup burner. 


Experts at the big commercial-in- 
dustrial burners tend to consider them- 
selves far above domestic oilburner ex- 
perts, to be brutally frank. Questioned 
about the contents of FUELOIL & OIL 
HEAT recently at the Power Show at 
the Coliseum in New York, a group 
of industrial-oilburner experts scoffed 
at the idea of their reading FO@OH 
pages which deal with domestic burn- 
ers. 

‘Small oilburners are kid stuff!” ex- 
claimed one designer of package boil- 
ers which use No. 6 oil. He went on, 
“I study every page of the commer- 
cial-industrial section of FUELOIL & 
Or HEAT, but I don’t even glance 
through the pages about household oil- 
heating equipment.” 

Oilburner dealers face important 
problems when, well able to service 
domestic equipment, they decide to do 
the logical thing and expand their op- 
erations to include commercial-indus- 
trial jobs. One dealer discussed this 
problem by mail with the Readers’ 
Problems department of FUELOL & 
Om Heat. 


The dealer indicated that the 
thought of his installing burners that 
use No. 6 oil had not originated with 
him. He was doing all right servicing 
a few thousand burners using light 
fueloil, he said, and was not overly 
anxious to get into complications of 
burners more difficult to install and 
service. 

But old customers of his, who trust- 


Simple barometric type draft regu- 
lators like this one commonly are used 
in sizes up to 24”, Sequence-type over- 


fire-draft set-ups are installed for jobs 


larger than shown here. 
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Servicing big Jobs 


Experts at domestic Burners need added Know-how 
when they advance into commercial-industrial Field 


_ about such a start-up. 
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ed him implicitly and wanted to buy 
their burners and heating plants from 
him, were putting up a big factory 
Because of previous experience with 
similar factories in other cities, they 
saw wisdom in using No. 6 oil to heg 
the factory. 

The dealer said he could oblige ang 
provide the factory with an oilfired 
heating plant, if his customers would 
change their ideas and use No, 2 of 
to fire the 20 or 25 gph boiler tok 
installed to heat the new building. 

“My customers said ‘No’ point 
blank to that idea,” the dealer said 
wryly, “Maybe they know more about 
this oilheating problem than I do; they 
started trying to convince me that 
burners that use No. 6 oil are easy 
for me to install and service.” 

This dealer’s worries about install 
ing and servicing burners for No, 6 
oil were ended definitely, according 
to a rigid procedure which he pr 
ferred and which gave him confidence, 
by his following these steps: 





1. His three servicemen were given Hi The fi 
good textbooks on commercial-induy He 
trial burners to study. a 


2. His servicemen also were given 
much technical literature on big bury ( 
ers and their controls; included wa or: 
the excellent installation and servic 
manual covering the make burner the the 
dealer would install. dra 
3. Luckily the way things worked @ or 1 
out, the dealer decided to handle: give 
burner made by a manufacturer who 
employed a field engineer who lived & 
within 60 miles of the dealer. te 


4. If necessary the dealer would pay Cor 
a fair price for this, he said, but i 
any event the factory engineer would 
plan all details of this first, importat! 
No. 6 oil job the dealer would instal. 
The factory engineer would start 
the job, with the three servicemé 
present receiving detailed instruction 


it is 


for 


















5. For the first three months da 
burner was in use, the factory eng 
neer would inspect it, along with 
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Whether the architecture be classic, modern 
or conventional, churches with Wing Draft 
Inducers provide better heating at lower costs 


St. Paul Lutheran Church, Fort Worth, Texas. 
Wing Draft Inducers in this new church. 


The famous Riverside Church, New York City. 


Ving Draft Inducers are installed in enlarged | Calvary Lutheran Church, Cranford, N. 
building. Wing Draft Inducers in remodeled heating plant. 


HURCH congregations today expect comfortably 
heated buildings, and with modern heating equip- 
ment that is easily possible, regardless of the age of 
the edifice. But to assure comfortable heating, boiler 
draft must be adequate at all times, regardless of wind 
or weather conditions. Only a Wing Draft Inducer can 
give that assurance. It is low in cost, it is easily installed, 
itis automatic in operation, and in addition to all that, 
it cuts fuel bills, too. 


Complete details are available in Bulletin I-56. Write 
for a copy today. Use the coupon. 


Wi 66 Vreeland Mills Rd., Linden, N.J. 
L. J. ing Mfo. Co. Factories: Linden, NJ. and Montreal, Canada 


| WING 
TURBINE 
BLOWERS 


J. 


| No mor DESIGN « FACTORY ASSEMBLED 
NO MOTOR ALIGNMENT IN THE FIELD 


Wing 











DRAFT 
INDUCERS 


ys 
wee | L. J. Wing Mfa. Co. 
2 | | 66 Vreeland Mills Rd., Linden, N. J. 


| | Please send copy of Draft Inducer Bulletin I-56. 
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Electronic Combustion Controls—only way to meet new U. L. requirements 













Choose from the Honeywell 
complete line of Protectorelays’ 
and flame sensing devices 


When you choose from the Honeywell line, you havea 
complete choice—for the Honeywell line contains all 
types of controls for every possible combination. 

This means you can give your customers the best 
control system for the unit involved. 





Controls range from basic © You have a choice of flame detection. 
Z © You have a choice of burner sequencing. 
to complete sequencing, © Manual or automatic starting. | 


Wide range of voltages. 
Fast detection and response. 
Ease of installation. 

Low maintenance costs. 


provide sure safety in the 


combination you need 


These are some of the values to you and your customets 
when you choose from the complete Honeywell line. 
serena For further information, call your local Honeywell 
office. Or write direct to Honeywell, Dept. FH-1-15, 
Minneapolis 8, Minnesota. 











Flame Sensing Devices 








C 7003—Photocell mount for C 7004—Flame rod holder for C 7007— Miniature fame 


C70 
mounting on boiler front or oil or gas installations. Straight holder for oil or gas! tod p 
burner face plate. or angle body models available. for ga 
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RA 890—Provides automatic self-check after any 
power interruption—long or short, accidental or 
intentional—when power is reapplied. When used 
alone, it returns ignition immediately to re-establish 
the pilot or main flame. 
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R 482D—In combination with the RA 890, it pro- 
vides immediate shutoff of fuel supply and post 
purge after a flame failure. 











ture fame 


: €7005—Flame rectifier pilot— 
gas inst 


tod pilot and flame rod assembly 








Protectorelays* 





C 7010—Nevw, externally 
mounted photocells for 
gas fired applications. commercial oil application. 


Honeywell 


R 485— New Honeywell electronic flame safeguard 
that gives instant response to absence or presence 
of flame. Designed for manual-start applications, 
providing complete burner cut off at flame failure. 
Gives safeguard control of oil, gas and dual-fuel 
burners. 





R 478—Provides pilot and main flame supervision 
with selectable pre-purge and ignition, fixed post- 
purge timing. The A-model is flame rectification 
type. The B model uses a lead-sulphide photocell. 


*Trademark 





Q 283—Lead sulphide cells for 
use on oil, gas and combination 
gas-oil installations. 


Tout on Controls 


112 offices across the nation 
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servicemen, at his convenience but 
roughly once a month. 

6. If they encountered service difh- 
culties they could not handle, the three 
servicemen could call in the factory 
engineer to help them. 

Because at first they were not com- 
petent to do this, the three servicemen 
asked the factory engineer to draw up 
detailed instructions for the burner 
owner, on the daily, weekly, and 
monthly steps that should be taken 
by the owner’s maintenance men, at 
the factory, to maintain the burner and 
the entire boiler-room equipment in 
an excellent fashion. 

The servicemen studied these de- 
tailed instructions, and stopped in at 
the factory boiler room often, perhaps 
once every ten days, when happening 
to go by the factory. As the result, 
the factory man declared after the 
burner had been in use for one year, 
that burner was maintained better 
than any other burner he knew about. 

Why all this fussing about an or- 
ganized and rigid system for entering 
the field of burners using No. 6 oil? 


. Servicing big Burners 


Why should a dealer worry that much 
about servicing a No. 6 oilburner using 
domestic oilburner servicemen? 

The answers to both these rhetorical 
questions were at the start of this 
article. Domestic oilburner servicemen 
who have had no experience with au- 
tomatic burners for No. 6 fueloil are 
not qualified to service commercial-in- 
dustrial oilburners. 

Their experience with domestic oil- 
burners does help: such servicemen 
greatly in understanding commercial- 
industrial oilburner problems. But ex- 
perience with small burners does not 
give servicemen the know-how they 
need to work on big automatic burners 
which use residual fueloils. 


True, domestic gun-type burners 
and commercial-industrial rotary-cup 
burners have many functions and de- 
vices in common. Both kinds of burn- 
ers need: fireboxes or combustion 


_chambers; oil piping and oil pumps; 


devices to regulate gph flow-rates or 
firing rates; draft-regulation equip- 
ment; electrical wiring and safety-con- 
trol systems; motors to drive pumps, 
blowers, etc.; heat-control systems to 
keep buildings at proper temperatures; 
and heating system accessories which 
make for safe operation. 





Modern practice for large heating system installations rules out the use of a 
room thermostat to turn the heat on or off. Instead large building heat-control 
systems are used to pace the heating entirely according to outside temperature. 
Heat-Timer system shown here is entirely electronic and used widely in the 


New York area. 
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For both domestic burners and com, 
mercial-industrial burners, a service. 
man must know something about fuel 
oil, and combustion-testing instr 
ments, and how to instruct owners op 
the attention they should give thei 
oilburners and related equipment. For 
both kinds of burners, a serviceman 
provides dependable, economical oj} 
heating only if he knows much about 
heating system design, maintenange, 
adjustment, and repair. 

But though the low-capacity light 
fueloil burners have all the above items 
in common with high-capacity burner 
that use residual fueloils, different 
points of knowledge are needed for the 
two types of burners. 


Combustion Chambers 


Take the first item listed above— 
fireboxes or combustion chambers. A 
man can be capable of installing or 
servicing a domestic firebox without 
knowing a thing about firebox design 
and repair for jobs having rotary-cup 
burners that fire 20 to 200 gph. Work 
ing on the fireboxes of the big jobs 
calls for knowledge and material not 
needed on small jobs. 

Consider oil piping and oil pumps 
Small-size copper tubing is used for 
the oil lines of domestic jobs, and small 
gear-type pumps running at 1750 rpm 
shaft-speed are used on such jobs; dv 
mestic fueloil flows like water. 

On the big jobs using Nos. 5 and6 
oils, and especially on the No. 6 ol 
jobs, suction and return line sizes often 
are 2” or larger. Screwed pipe-joints 
are used, and high suction-line va 
uums often are developed—therefore 
painstaking efforts must be made 
have suction lines free of air leaks 
Pressure tests of suction lines, using 
air pressure at pressure of 100 lbs., ate 
routine for the big jobs using heavy 
oil, but are almost unheard of in the 
field of domestic burners using light 
fueloil. 

The high viscosity of No. 6 oil when 
not well heated causes most commer’ 
cial-industrial burner .experts to ail 
to have fueloil pumps run at relatively 
low shaft speeds, perhaps 400 rpm. 

The oil-handling problems of big 
jobs inélude strainer details not pé’ 
alleled on light-oil installations. _ 

Informed that the  suction-line 
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fo 
properly prepare 
heavy oil for combustion 


use 


EAGAN 
“pre-packaged’’ 


FUEL OIL PUMP and 
HEATER SETS 


Use the most efficient and up-to-date means for 
the proper preparation of heavy oil for combus- 
tion—an EAGAN “pre-packaged” fuel oil pump 
and heater set. These are the benefits you'll get: 
@ speedy installation since an EAGAN unit is 
delivered ready to operate. Only connections 
to oil and steam supply, burner, bypass and 
relief valve are required. 
elimination of combustion difficulties caused 
by improper field assembled combinations. 
reserve capacity. EAGAN units exceed mini- 
mum requirements of the burner with an 
adequate safety factor to provide for even- 
tual wear and future demand increases. 
easy maintenance since all parts are located 
for easy access. 
@ long life because of special engineering, 
sturdy construction. 


EAGAN fuel oil pump and heater sets heat to 
300°F, pump to 400 psi and have capacities to 
3000 gph. Single or duplex units are available for 
steam or electric drive. Duplex ‘‘electro-steam” sets 
provide for electrical failure by incorporating one 
steam pump and one electric motor driven pump. 
Other EAGAN fuel oil pump and heater sets can 
be made to your special requirements. 


Write, wire or call and let us bid on your job 


Walter H. Eagan Co., Inc. 


2339 Wallace Street, Philadelphia 30, Pa. 


Mfrs. of condensate, vacuum, turbine, boiler feed, 
centrifugal and proportioning pumps and fuel oil 
pump and heater sets 


Pump Specialist Since 1920 





HEAT-TIMER fala 


Heating Controls and Valves 


* guaranteed, unconditionally, 
TO INCREASE HEATING EFFICIENCY; 
REDUCE FUEL COSTS as much as 40%; 
MAKE SYSTEMS FULLY AUTOMATIC. 


No heating installation is 


fully automatic without 
HEAT-TIMER 


=a om gic], i lommeoie)], aaide]® 


Automatically times heat supply to 
outdoor weather; provides 24-hour 
electronic precision control; starts and 
shuts off heat as needed. Saves hours 
of fuel waste; cuts heating costs as 
much as 40%, 


The Heat-Timer Elec- 
tronic Outdoor Weather- 
head signals tempera- 
ture changes as slight 
as 1 degree. 


HEAT-TIMER 


solve the heat distribution 
problems on 1-pipe steam 
systems. 


HEAT-TIMER THERMOVALVE dials 
for exact temperature desired in any 
room. Saves fuel in rooms that tend 
to overheat. No interference with 
existing controls. Angle or straight 
shank, 


Precision-made: long-life, brass chromeplated; yet 
cost little more than ordinary radiator air valves. 


HEAT-TIMER VARIVALVE gets heat 
fast to remote radiators, mains and 
risers. Stops unnecessary overheating 
and fuel waste. Venting orifice vari- 
able 0” to 5%’. No hissing, clicking 
or spitting. Angle or straight shank. 


High- or low-pressure, pilot- 
operated and 3-way. Iron 
or brass body. 


Completely automatic, in sizes to fit 
any steam main. Used extensively, 
also, for control of ventilating and air 
conditioning systems and control of 
mediums to coils of sprays in proces- 
sing and other industrial applications. 
Controls flow of any non-corrosive 
steam or liquid. 
Write for complete Heat-Timer Catalog FO. 
Territories still open... Mfgrs. Reps. write for complete details. 
See Actual Demonstrations of Heat-Timer Controls at 


Inter. Heat. & Air Cond. Exhibit—Booths 336-338 
HEAT-TIMER CORPORATION 


657 Broadway, New York 12, N. Y. - AL 4-5380 


Mfrs. of HEAT-TIMER Electronic Controls, Thermovalves, 

Varivalves, Motorized Valves; Smoke-Eye Smoke Alarm; 

Robot-Eye Electronic Combustion Control, Heat Recorder 
+ Totalizer and other outstanding products. 
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strainer usually was cleaned every five 
days on a job using about 550 gallons 
of No. 6 oil a day, a pressure-burner 
expert exclaimed that the strainer of 
his own burner, heating his home, had 
not been cleaned in the last five years. 

Good practice on commercial-indus- 
trial burners includes the installation 
of a vacuum gage at the output side 
of a suction-line strainer to report on 
the vacuum the pump develops in nor- 
mal operation, the maximum closed- 
valve reading the pump can develop, 
and high vacuum caused by strainer 
plugging or unusually low suction-line 
temperature. But you don’t encounter 
suction-line vacuum gages on typical 
domestic oilburner installations. 

The domestic pressure burner has an 
exceedingly simple burner part to regu- 
late its gph firing rate—its atomizing 
nozzle. Of course, you can alter its 
firing rate to some extent also by ad- 
justing for nozzle pressure different 
than the usual 100 lIbs., for its nozzle 
output varies as the square root of its 
nozzle pressure and this pressure may 
be as low as perhaps 75 lbs. or as high 
as 150 Ibs. But that’s a simple matter 
also, and as a matter of fact usually 
the nozzle pressure on domestic in- 
stallations is between 80 and 125 Ibs. 
Usually you switch to a different gph 
nozzle to obtain a different gph firing 
rate from a pressure burner; pressure 
burners are exceedingly simple in that 
respect. 

Horizontal rotary-cup burners are 
not simple with respect to the design 
and action of their oil-handling parts 
which establish their gph firing rates. 
Many a rotary-cup burner which uses 
No. 6 fueloil has an oil-handling sys- 
tem that includes a primary pump, an 
oil reservoir in which its pumps are 
submerged, and either a gear-type sec- 
ondary pump and a splitter system to 
regulate the gph rate, or a secondary 
variable displacement pump. 

Before attempting to adjust the gph 
firing rate of one of these burners for 
No. 6 oil, a serviceman should under- 
stand thoroughly the nature of the 
burner’s parts used to regulate gph. 
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Two types of systems. for control of the gph firing rate of rotary-cup burners 


using No. 6 oil are described in the article. A third, older principle is to ew 

deavor to maintain the temperature of No. 6 oil uniformly high so that temper 

ture changes of oil flowing through the needle or similar valves do not alter 
gph firing rates. 


Those burners which employ the 
splitter system have a pressure gage 
to indicate the pressure developed by 
the secondary pump. With such a 
burner adjusted to produce a certain 
gph firing rate, the oil flow to the atom- 
izing nozzle and the degree of atomiza- 
tion are precisely the same—with the 
pressure gage on the burner reporting 
unusually low or unusually high pres- 
sure. That’s so greatly different from 
the action of pressure-atomizing burn- 
ers (in which atomization is better 
when the burner’s pressure gage re- 
ports higher pressure) that it can’t be 
believed at first by domestic burner 
servicemen starting work in the com- 
mercial-industrial field. 

Mainly because of the need for No. 
6 fueloil burners to produce the same 
flame size with the oil coming to them 
cold and thick or hot and thin, highly 
developed oil-handling systems, not 
simple in every case, are found in such 
burners. To use these systems to best 
advantage, servicemen have to study 
and understand them. 

Some installations using Nos. 5 and 
6 oils are equipped with barometric 
smokepipe draft regulators identical to 
those used on domestic oilburner in- 


January 
1957 


stallations except much larger. Other 
heavy-oil particularly 
those of extremely high capacity, are 
likely to have over-fire draft contro 
systems of the sequence type. In thes, 
a damper motor opens and closes 4 
smoke-breeching damper. This damper 
is wide open for burner light-up, 
the first step. (Or it may be open by 
a predetermined degree, set by the 
serviceman, which is best for propet 
ignition and burner light-off.) As the 
second step after the burner is firing 
normally, the smoke-breeching dampet 
is set automatically to maintain the 
desired over-fire draft regardless of the 
gph firing rate, in the case of modv 
lated-firing burners. As the third step 
of the sequence, the outlet or smoke 
breeching damper is tight-closed with 
the burner idle—to prevent escape of 
heat from the boiler through its smoke 
breeching. 

Not used at all in the field of d 
mestic oilburners, such sequencety 
over-fire draft-regulating set-ups 0 
much study by domestic burner mea 
learning to service commercial-indv 
trial burners. 

The electrical wiring and safety” 
trol systems of the big jobs are far mot 


installations, 
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Measurement 


of Tank Contents 


the PETROMETER 


Tank Gauge offers you 
the convenience of Remote Reading plus 
these four extra features: 







PERMANENT 
ALNICO MAGNET 
links water level with 
electrical controls; pre- 
vents failure of mechan- 

ical linkages. 



























Here’s “Low Maintenance” 


BOILER 
SAFETY 
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SIMPLE, TROUBLE-FREE DESIGN ~ - + No complicated 
and troublesome pulleys, springs, or 
other mechanical or electrical gadgets 
—the Petrometer gauge operates on 
the principle of static pressure—a prin- 
















Other ciple that is as unfailing as the law of | 

cularly gravity. Its operation is similar to that | CORROSION. ee ae 

ty, are of the familiar U-tube. Simple, rugged | FLOAT, ae , MAGNE TROL 

conte and, dependable. Stalniess Steel for (i) = 
long, trouble-free by; 
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be made of spe- 
loses 1 CONSTANT ACCURACY - ° © The large vertical scale 


extreme local con- 
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damper i on the Petrometer gives you constant, ditions. LEVEL CONTROLS 

up, 6 || ? accurate readings. The red liquid col- | oy 

pen by ¢ unin” 1S clearly visible—moves Up and “flexes” off scale; prevents “Blow-down” the float chamber 
, HK down as contents vary, just like the | float “sticking”. once-a-shift; inspect the switches 

ih : liquid level in your tank. | once a month—that’s all you have 

pay "3; to do to keep a Magnetrol in tip- 


As the A magnetic sleeve, 4h "? top safe shape. It’s made that way. 
s firing  NTIERCHANGEABLE SCALES - < ~* The scale on the fo vgn ' The secret is all in the simple 


: 3 Petrometer is readily removed or ad- netic tube, attracts magnetic operating principle as 
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mper j ‘ 
‘ A | dX) justed to correct for tank pitch or when permanent mag- @ pioneered and perfected by Magnetrol. 
ain the AI A. h : liquids. No tool ded net attached to a se 
« of the hi cnanging tiquias. INO fools are nee . mercury switch. Standard Magnetrol Units are 
ge BIE, ae available for pressures to 600 psi 
mod and temperatures to 750°F., for 
ird step single or multi-stage control with 





EASY INSTALLATION * ° * Gauges can be installed on 


smoke as many as three separate switching 
Me BN banned tanks above or, below the ground and actions. Also special units for more 

od, with Bi old SE. up to % mile away. The tank assem- xy extreme requirements. For full de- 

cape of bly for the gauge can be installed tails, mail coupon. 

s smoke even when the tank contains liquid. 





It can also be fitted in the tank sep- 


arately to complete the tank work and MAGNETROL, Inc. 









do , 

of the gauge connected any time later. ao - - - - - + 
Bef nd for Bulletin 2¥5t tighten one simple connection and | | MAGNETROL, Inc., 2104 S. Marshall Bivd., Chicago 23, Ill. 
pee mH installation is complete. | Please send Catalog Section III with full information about | 
jer men today * Magnetrol Boiler Water Level Controls. | 
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PUMPS an 
SEPARATORS 


for oil burner service 


Direct Drive for 
#1 to #5 oils inclusive 
Ask for bulletin A-1330 


Reduction Drive 


for heavy oil 
Ask for Bulletin No. A-1193 


Single and Duplex 
Standard and High Pres- 
sure Baskets instantly and 
easily changed — elimi- 
nates filter replacemeni 


costs entirely. 
Ask for Bulletin 
No. A-1214 


Direct Drive 
For exclusive use with 


Liget oils and Solvents 
Ask for Bulletin No, A-1267 


Interchangeable Service 
Both light and heavy oils— 
tank truck and bulk station 
Ask for Bulletin No, A-1366 


ARAISSL® 


295 WILLIAMS Ave., HACKENSACK, N. J. 
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.... Servicing big Burners 


complicated than those of domestic 
burners. As just one item related to 
this: To service big burners today, you 
must know how to service electronic 
safety-control systems. 

The motors of big jobs usually are 
polyphase type—and need special serv- 
ice steps related to motor overload pro- 
tection, reversing direction of motor- 
shaft rotation, and use of motor-start- 
ing relays. 


A big Responsibility 


The special large-building heat-con- | 


DISTRIBUTORS |f 


WANTED 


FOR THIS UNIQUE 
GAS/OIL BURNER 





| 1 to 40 GPH 

| 100,000 to 

| 5,400,000 
BTU/hr 


trol systems used for many large build- | 
ings (and which should be used for | 


many more!) are unlike anything used 
to regulate the heat in homes. But 


these special heat-control systems must | 


be adjusted, maintained, and repaired 


UL LISTED 


by servicemen. The different makes | 


and models of these systems are greatly 
different, making it necessary for a 
serviceman to gain special knowledge 
of any that he may encounter making 
a service call. 

Boiler-water chemical treatment, 
protection for big boilers against ex- 
cessive temperatures or pressures, and 
heating system specialties needed for 
proper heating and minimum fuel bills 
—these are additional fields in which 
the domestic serviceman needs special- 
ized education to become capable of 
servicing commercial-industrial in- 
stallations. 

The ignition systems of big burners 
are greatly different than those of small 
gun-type burners, and many service 
calls relate to their misbehavior. 

Financial returns for servicemen are 
greater in the field of commercial-in- 
dustrial burners than in the field of 
domestic burners. But the responsibil- 
ity of the serviceman is greater also in 
the field of big burners. 

Doing the wrong things to the igni- 
tion and safety-control systems of a 
small oilburner may result in a “puff” 
and a mess—but usually in a small 
way. Doing the wrong things to the 
ignition and safety-control systems of 
a high-capacity burner can result in 
events that make newspaper headlines. 

When you adjust a big oilburner 
installation, you adjust the amount of 
money the owner spends on fueloil 
each year. 


syncra ' 


Ol 


DUAL FUEL BURNER) 
MAKES GREAT SAVINGS) 
IN MANY SITUATIONS; 


@ If your territory includes places 
where cheaper off-peak gas is available, 
you should have this burner in yout 
line to take advantage of special pak 
possibilities. Low prices on off- 
gas offer much lower heating costs 
the right kind of a burner can be obta 
SYNCRO/FLAME js that burner! 


GOOD PRICE . . . GOOD PROFIT 


@ Since this is not a universal-type 
burner, and since it must have certaia 
special features, it naturally carries 4 
higher price —and consequently # 
better profit for you. A number of unique 
and outstanding features make it # 
readily saleable item with high pet 
formance capacity. Many valuable tert 
tories are still open for aggressive 
experienced distributors. 


LITERATURE ON REQUESI 


In order to learn more about . 
features and specifications i 
SYNCRO/FLAME Dual Fue 
Burners, we suggest you # 
immediately for our $ 

==" Catalog Data Sheets. 
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MANUFACTURERS OF OIL AND GAS AND OIL/GAS BUF 


SYNCHRONOUS FLAME, ING 
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HE 22ND National Exposition of 

Power and Mechanical Engineer- 
ig, in the New York Coliseum No- 
wmber 26-30, was under the auspices 
of The American Society of Mechan- 
ical Engineers. 

Included in the exposition were im- 
pressive, detailed models of atomic 
power plants. One display covered 
America’s first atomic plant to go into 
regular operation. Its components have 
teen activated already, and its switch- 
throwing ceremonies are scheduled for 
uxt March. This plant features trans- 
portable component parts, use of which 
permits remote location and easy erec- 
tionof the plant. 

Ascale model of a one-hundred mil- 
ion dollar generating station was at 
te exposition, representing an actual 
tation which will be ready in 1957 


Power Show at 


New York Coliseum 


fxhibits include Controls, package Boilers, steam Specialties for C-1 burner Men 


for the network of New Jersey’s Pub- 
lic Service Gas & Electric Co. Lift- 
ing itself by its own boot-straps in one 
sense, this station will buy oil from a 
nearby refinery, even while it produces 
the steam used to refine the oil. 

One exhibit at the exposition fea- 
tured two storage-battery in-plant 
tractors which could serve as toys for 
grown-ups—if they were not man-size 
in price and ability to move tons of 
material. One of these tractors kept 
running around by itself, automatical- 
ly and accurately following a figure- 
eight path made of white tape and 
glued to the floor—seemingly an elec- 
tric-eye arrangement underneath the 
front of the tractor made it steer a 
path to follow the tape. 

The second fascinating tractor also 
ran around by itself, no man in it to 


guide it. Remote radio control was 
doing the trick; a man a hundred feet 
away started and stopped the tractor, 
made it turn left or right, go back- 
wards or forwards. 

Giant-size costs of new-type gen- 
erating plants will be financed con- 
ventionally in many instances, but also 
often are financed by joint participa- 
tion. That point was brought out at 
the show by a model of a 134,000-kw 
pressurized water atomic-reactor plant 
of the Yankee Atomic Electric Co. 
This is a project of 12 public utilities 
whose power lines blanket the New 
England states. This Yankee plant will 
be the first atomic power plant to use 
fuel elements of stainless steel con- 
taining slightly enriched uranium. 

One exhibitor announced that in 
1957 it will begin operating a $13 mil- 
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lion facility producing large rocket en- 
gines on an assembly line. 

Another exhibitor described its new 
project which includes building a $6 
million medical center at the Brook- 
haven National Laboratories. 

Well represented at the Power 
Show were manufacturers gearing 
themselves to produce a wide range of 
specialties for atomic plants, guided 
missiles, rocket enginery, and aircraft. 
The show exhibits emphasized that 
whereas the traditional fuels were 
brought out of the earth by mining or 
pumping, now manufacturing plants 
produce the fissionable fuel for atomic 
power plants, and the new solid pro- 
pellants for missiles. 

As old as pumping problems are, 
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flow rates up to 5,000 gpm. Another 
booth had a pump to circulate 580°F. 
water at the rate of 18,300 gpm. 

The official count indicated about 





being both awed and generally edy, 
cated by the show displays related tp 
atomic power plants and guided miy 
siles of the types described earlier ip 
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pumps of startling new abilities still 
are being invented and manufactured. 
The Power Show made that clear. One 
booth featured a pump able to handle in 
liquid sodium and other molten metals 
at temperatures up to 1600°F. and 


commercial-industrial 
plants, and controls and accessories for 
them, attended the Power Show. After 


30,000 visitors at the Power Show the this show write-up, many of they & ll: 
five days of November during which it burner experts found themselves high 
was open. The visitors came from all home in the booths of such old-tim & by¢ 
parts of the United States and a few manufacturers of oilburners and ac 
dozen foreign countries. Of signifi'  cessories as Mercoid and Preferred 
cance to oilburner dealers, a 12-mem- Utilities. The equipment and atmoy C 
ber team of Japanese combustion-con- phere in these two manufacturers the 
trol experts came to the show under booths particularly were identical to Shov 
the guidance of the U. S. International those at any oilheat show. on" 
Cooperation Administration. Their Commercial-industrial oilburner ex. Mod 
visit to the show must have been ex- perts found evidence at the Power § * il 
ceedingly worthwhile to these Japanese Show of continuing growth in field of § °° 
combustion-control experts if, for ex- package boilers. More and more man: the f 
ample, they learned just half of what ufacturers are offering such boilers, for 
could be gained by studying the ex- and additional models and new fex jy %% 
cellent displays of Fireye combustion- tures are being added rapidly to ey fame 
controls—in the big booths of the tablished makes of such boilers. dete 
Combustion Control Division, Elec- Eyebrow raising of commercialin § 
tronics Corporation of America. dustrial oilburner experts occurred in 
ps By some exh‘bit booths—because of the jy '%t 
Oilburner Exhibits displays of oil-gas boilers undoubtedly & “ do 
Thousands of men interested mainly of commercial-industrial size, but for 
as sim 


which can fire fueloil no heavier than 
the light, domestic types which need pe | 
no preheating. These displays caused Ref 
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SAFETY SWITCH 


THAT SHUTS OFF FUEL 
IF BLOWER FAILS 


Protection 
for 
Oil Burners 
* 


Industrial 
Ovens 
& 


Power 
Gas Burners 


WHAT IT DOES 


The Wewey Safety Air-Flow Switch protects 
opening of fuel valve until fan is up to speed. 
Insures purging of furnace before fuel valve opens. Closes 
fuel valve if fan slows up or stops. Flashes danger signal 
if fan or fuel stops. Safeguards against danger from gas 
fuel failure when used with safety shut-off valve. 
Thousands sold. Factory Mutual and Underwriters 
Laboratories Approved. Standard equipment on leading 
products. Write for prices and literature. 


DEWEY GAS FURNACE CO. 


100 £. Baltimore Detroit 2, Mich. 
Canadian Distributor: Ontor Laboratory, Ltd. 
(2 Leawyn Road. Toronto 10. Ont. 


against 


FAEE 


CIRCULAR 


CQOOFAY srrety AIRFLOW SWITCH 
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DO COMMERCIAL- 8 
Refrai 
INDUSTRIAL BURNERS Refra 
SCARE YOU? Lov 
old fri 
Service Problems? nou 
Installation Problems? Elli 
. both ¢ 
Selling Problems? a 
Do you shy away from the line 
commercial-industrial market, aniety 
thinking it ‘‘too technical’ or produc 
‘‘too complicated’’ ? Divisic 
Rayfield-Staffeo burners are | 
designed to eliminate installa- feat 
tion and service headaches. ctpert: 
A Rayfield gun _ type 
burner for #5 oil is as mn eng 
easy to install as a do- diding 
mestic . . . Saves 2% to liquids 
5¢ per gallon over light 
oil. .. SELLS ITSELF! throug 





PAYS FOR ITSELF OUT 
OF SAVINGS. 


The Staffco rotary, made 
in 11 sizes, burns any 
grade of oil. HIGH EF- 
FICIENCY . .. LOW 
COST ... LONG LIFE. 
Rugged, well built, with 
exclusive patented air 
vanes... a flip of the 
wrist shapes the flame to 
fit any size boiler. 


Learn how to reduce installation, service and operating costs with 
the Rayfield-Staffco line. Write for information, TODAY. 


RAYFIELD-STAFFCO BURNER COMPANY 


2068 South Canalport Chicago 8, Ilinels go hy 
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fd er experts to wonder if the trend to- 
1 mig wards the use of package boilers may 
lier in include a mild trend to use No. 2 fuel- 
these vil, not No. 5 or No. 6 fueloil, for a 
ves at ip high-capacity boiler that can be fired 
d-time iy by either fueloil or gas. 
nd ac: No. 6 Oil gun Burner 
— Cleaver-Brooks welcomed dyed-in- 
vail the wool oilburner men to the Power 
icles Show and made a big point of its new 
suntype burner for No. 6 fueloil. 
nia Model AM8E Hev-E-Oil, this burner 
Power  ® able to fire up to 90 gph. Of 
‘eld of i Seat academic interest, it’s said to be 
> man first air-atomizing gun-type burner 


li for No. 6 oil. Standard equipment in- 
” Bt dudes low-fire starting and high-low 


wi fame-size modulation. Latest type 

dectronic controls are standard equip- 
ciabin nent. The burner and its electronic 
cred in fy mmttols are wired completely at the 


of the factory. Installation work is described 
ibtedly done in a fast and simple fashion, 
but for installing the burner is said to be 


sr than jy Simple as installing a domestic gun- 


h need i "Pe burner. 
caused Mf Refractory material for many types 
of oilburner installations was at the 
Power Show in the booths of General 
Refractories Co., Harbison- Walker 
» B kefractories Co., and Johns-Manville. 

Lovejoy Flexible Coupling Co., an 
id friend of many oilburner men, had 
i outstanding show exhibit. 

Ellison draft gages, well known to 
bth domestic and commercial-indus- 
tial burner men, were exhibited in a 
vatiety of models. Close by were two 
products of the Jordan Corporation, 

Division of OPW Corporation. Of 
) feat interest to oilfired power-plant 
aperts, these were: (1) OPW- Jordan 
Mesure reducing valves, patented 
iding-gate type, for practically all 
liquids and gases, and in sizes 4” 
through 214”, and (2) OPW-Jordan 
liding-gate self-operating temperature 
tgulators in pipe sizes 4” through 
I for temperatures of 35°F. through 
MF. Ten different models cover 
listemperature range. Under normal 
ld conditions, one of these regulators 
Mintains a predetermined output 

KMperature within plus or minus 
osts with WR. 

Y Vapor Heating Corporation of Chi- 
g, wince 80 had on display its brand-new 
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Delivers hot fuel oil 
at lowest cost! 





a. High oil exit temperatures — Full rated 
| capacity because of 100% true counter-flow 
| straight tube construction. And, 
extended tube surface greatly increases 
heat transfer capacity. 


b. Cheaper installation — No electric wiring. 
No warning systems to install. Lightweight, 
compact unit requires no special supports. 


C. Complete safety— Designed around a 
radically new principle —oil in the shell, 
water in the tubes separated by a 

special factory-filled heat transfer liquid. 







WATER 


LOWER FIRST COST...LOWER INSTALLED COST 


Approved by Board of Standards and Appeals, 
City of New York. Cal. No. 321-55SA 


Write for Bulletin 60 N. 


DAVIS ENGINEERING CORPORATION 
30 Rockefeller Plaza, New York 20, New York Circle 6-5650 


1064 East Grand Street, Elizabeth 4, New Jersey Elizabeth 246780 
*Trademark/Patent Pending 
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“New York City Special” oilfired 
steam generator in’ 60 hp size. These 
startling sales claims were made for it: 
only 99 sq. ft. of heating surface; 
full steam pressure in two minutes 
following a stone-cold start; one-fifth 
the size and one-quarter the weight 
of many same-capacity conventional 
boilers; needs no foundation, no on- 
the-job insulation, no conventional 
chimney (simple venting stack is 
used). 

Armstrong Machine Works fea- 
tured its inverted-bucket steam traps 
at the show, and distributed its new 
publication “The Armstrong Steam 
Trap Book,” which has great value for 
commercial-industrial oilburner men. 
Proper working and low oil consump- 
tion of an oilburner firing a big steam 
plant depend on proper working of 
the steam plant. Without traps of 
good design and in good working or- 
der, the steam plant is crippled. Arm- 
strong’s new publication covers excel- 
lently the good points of the Arm- 
strong-type traps, and in addition con- 
tains hundreds of points of academic 
education on proper, efficient opera- 
tion of commercial-industrial steam 
plants. 

Superior Combustion Industries had 
its oilburners, combination oil-gas 
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, See the Famots 
. ARMSTRONG STEAM | ’ 







burners, and package boilers in ex- 
hibit space of enormous size, located 
where show visitors could not help 
seeing it. New in the line of Superior 
Steam Generators is the watertube 
type D (having type D tube arrange- 
ment) designed for pressure up to 900 
lbs., and produced in 22 sizes for up 
to 50,000 lbs. of steam per hour. Fir- 
ing by Superior steam-atomizing oil- 
burners, as well as by the well-known 
Superior rotary-cup oilburners, is cov- 
ered by the new booklet on the water- 
tube type D boiler. 

Another old friend of commercial- 
industrial oilburner men, Magnetrol, 
was at the Power Show. Its exhibit 
covered level controls for every pur- 
pose, both electric-ttypes and pneu- 
matic types. For oilburner men, Mag- 
netrol emphasized the safety features 
of its electric-ttype low-water control 
for commercial and industrial steam 
boilers. 

Preferred Utilities Manufacturing 
Corp. distributed at the show a new 
issue of its PYROSCOPE house organ, 
which contains an excellent short arti- 
cle (nicely illustrated by a beautiful 
drawing) entitled “The Challenge of 
Today’s No. 6 Fueloil.” This article 
should be read by all dealers and serv- 
icemen who are having difficulty be- 
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” er temperatures than were needed for 
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steal 
cause today’s extremely heavy No.6 & for! 
fueloil is being used on jobs installed & line 
years ago, and designed for the much & ator 
lighter No. 6 oil delivered years ago. BF desi 


In certain cities, the No. 6 oil deliv & ture 


ered in the past two or three yearsis & ture 
much heavier than the No. 6 oil de & wat, 
livered earlier. adve 


In the article named above, Pre’ 
ferred points out that today’s No, 6 
oils require preheating to much high 


the No. 6 oils of bygone years. Pre 
ferred also emphasizes that many i 
stallations, and rotary-cup burners, 
were designed for yesteryear’s easily 
pumped and easily-burned No. 6 fuel 
oil—and give trouble and low combuy 
tion efficiencies today because of the 
higher viscosity of the No. 6 oil gew 
erally being delivered now. 

There is more on this provocative 
subject, Preferred says, in its writeup 
“Better Burners for Worse No. 4 
Oils” which is available on request. 

Brand-new at the Power Show was 
the International-LaMont Type LEW 
forced recirculation generator. Ondiv 
play. was an 18 gph oilfired model; 
models for firing by oil, gas, of coil 
stoker -are available in standard sia 
from 6,000,000 to 100,000,000 Ba 
per hour. The International 
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SERVICE INDUSTRIES... 
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GABRIEL...Builders of Fine Boilers 


...For MANUFACTURING, PROCESSING and 


@ SCOTCH MARINE @ TWO PASS FIREBOX @ VERTICAL 
TUBE @ TUBELESS @ HORIZONTAL RETURN TUBE. 
15-225 Ib. Pressures...for Oil, Coal, Hog Fuel and Gas Fuels 


Write For Name of 
Nearest Distributor 


GABRIEL 
BOILER CO. 


1428 W.W. 14th AVENUE « PORTLAND 9, ORE, 





1860 BROADWAY 


Preferred Anti-Syphon Valves 
Meet Every Code 


Non-Adjustable—Angle Type for convenient in- 
stallation. Heavy Bronze Construction. Approved 
by Underwriters’ Labs., Inc. 

TYPE A—1%4” to 3”. Maximum capacity to 1000 
G.P.H., with #5 and #6 oil. 

TYPE B—%” and 1”. Maximum capacity to 100 
G.P.H., for #1 to #5 oil. 

TYPE C—%” and 1%”. Maximum capacity to 30 

G.P.H. of #1 to #3 oil. 


Write for Bulletin 1619 


PREFERRED UTILITIES MFG. CORP. 


Dept. OH NEW YORK 23, N. Y 
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Works Co., maker of this new line of 
boilers, has impressive points to make 
related to the advantages of high-tem- 
perature hot-water heating plants over 
steam-type heating plants usually used 
for large buildings in the past. Its new 
line of International-LaMont gener- 
ators can be used in hot-water systems 
designed for boiler-discharge tempera- 
tures of 420°F. and return tempera- 
tures of 250°F. High-temperature hot- 
water heating of this type has many 
advantages which should be given seri- 


ous consideration by engineers who 
lay out large heating systems for com- 
mercial-industrial buildings. 
York-Shipley’s Industrial Division 
was at the show with a new, improved 
model of its Econol gun-type burner 
for fueloils Nos. 1, 2, 4, and 5. This 
low-pressure air-atomizing burner 
comes in Model TH-60 for from 5 to 
20 gph, and in Model TH-84 for from 
7 to 28 gph. A new built-in “Visco- 
trol” keeps the firing rate the same 
when fueloil temperature or viscosity 
varies. Special pump-sets are used 
with these burners; the motors of 
these drive air compressors as well as 
gear-type fueloil pumps. The two 
models named 
equipped with 2,000 watt electric oil 


burner above are 





HOT WATER H LATING 


INTERNATIONAL-LaMONT 
Cl Porpose 
iT WATER GENERATOR 


heaters for heating No. 5 oil. Last- 
minute word at the show was that two 
smaller Econol burners are now avail- 
able, one for up to 7 gph, the other for 
up to 11 gph. 

Also new for York-Shipley at the 
show was the York-Power packaged 
fire-tube boiler-burner unit in 17 sizes 
for from 35 to 485 horsepower out- 
put. Especially interesting is this boil- 
er’s four-gallon built-in- circular hot- 
fueloil reservoir, designed to elimi- 
nate the need for a below-the-water- 
line oil heater of usual design; the 
boiler uses No. 6 or lighter fueloil. 
Another new product at the show was 
the York-Power combination “wet- 
back” and condensate tank. 

Of great interest to men concerned 
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with proper operation of big oilfired 
steam boilers was the exhibit of Fred 
H. Schaub Engineering Company. 
This exhibit covered a wide variety of 
equipment which solves problems of 
handling condensate returning to 
boiler rooms, deaerating condensate 
before feeding it into boilers again, 
automatic control of boiler feed, surge 
tanks, etc. 

The Brown Thermal Development 


. .. Power Show 


Co., Subsidiary of Brown Fintube 
Co., had a 75 hp oil-or-gas package 
boiler in its booths. Unique internally 
finned tubes, the story goes, give three 
and one-half times more inside surface 
in contact with hot products of com- 
bustion, for each foot of tube length, 
than plain boiler tubes without the 
inside fins. Because of this, the Brown 
packaged boilers are exceedingly small 
compared to old-fashioned bare-tube 
boilers of same capacities . . . say the 
Brown fintube enthusiasts. Brown 
packaged boilers come in 12 sizes; 
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Ames tron Works 


B/W Controller Corp. 
Cyclotherm Div., 


Fulton Boiler Works 


Charles F. Warrick Co. 


mica, 


Standard types, including electric feed- 
throughs, are available for prompt shipment 
from stock. Special types can be made in any 
style or size to meet your requirements. Current 
users include these leaders in the industry: 


Boiler Engineering & Supply Co. 


National U.S. Radiator Corp. 
Reliance Gauge Column Co. 


Superior Combustion Industries, Inc. 


For trouble-free ignition in 
industrial burners, specify 


AUBURN 


ELECTRODES 


Auburn ignitor electrodes give positive ignition and 
long service life because they are made to un- 
usually high quality standards. Only the highest 
grade carbon-resistant glazed insulators and nickel 
alloy corrosion-resistant center wire are used. They 
are engineered, machined and assembled by the same 
group of craftsmen who make Auburn jet 
aircraft engine ignitors. 









Key to efficient liquid 
level control systems 


Auburn liquid level control elec- 
trodes are made to similar high 
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Preferred Utilities Mtg. Corp. 
North American Mfg. Co. 
Ray Oil Burner Co. 
The Electric Furnace Co, 

IN: CANADA 
Napanee Iron Works, Ltd. 
Volcano Ltd. 





For catalog of standard types or information 
about special electrodes, write 


AUBURN SPARK PLUG CO., INC. 


101 York St. 


100 





Auburn, N. Y. 


. January 
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smallest is 30 horsepower and larges 
is 350. 

General Controls Co. had many 
control products in its show booth 
which have been used for years by 
oilburner men, and had news of typ 
products improvements. First new item 
had to do with the lever-action sole. 
noid valve for heavy fueloil, a fayor. 
ite with many burner men for use a; 
a shut-off valve in the atomizing-cup 
line of a horizontal rotary-cup oil 
burner. A new model of this solenoid 
valve now is in production; General 
Controls calls this the new No. 350; 
it replaces the old No. 400. Lever 
action valves are General Controls 
Type K-10; they come in pipe sizes 
Vy", 34’, and 1”. The new No, 350 
is said to be an improvement in being 
smaller, yet more powerful— espe 
cially more powerful in opening 
against high oil pressures. 

The other General Controls Co. 
product improvement announced i 
the New York Power Show came in 
the form of a new line of flusy 
mounted commercial-industrial con: 
trol units—in the field of automatic 
draft controls and combustion con’ 
trols for oilfired commercial-induy 
trial boiler rooms. This line of equip 
ment includes the “Linear Actuator” 
for such work as opening and closing 
large flue-gas dampers, air-shutters of 
commercial-industrial oilburners, etc. 


Electronic Mixology 


In the field of electronic devices 
General Controls demonstrated (to 
guests and friends at its hotel suite) 
several improvements in its Cra 
Otto-Matic Bartender. New in thi 
push-button-pleasure electronic serv 
ant was an alarm device to go off when 
a guest adjusted the controls for an 
unwisely strong glass of beverage. 

The General Controls Crazy Ott 
Matic Bartender, which has bee 
given great national publicity, served 
well at the New York Power Show t0 
represent the pleasant doings of the 
show attendants and visitors. In ad 
dition to being unusually educational 
both in a general academic way ant 
with respect to particular oilheatint 
produets, the New York Power Show 
at the Coliseum was unusually g# 
and entertaining. 
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Customer Exchange replaces 
‘Move Outs’ with ‘Move Ins’ 


4 BUSINESS SERVICE, the National 
Customer Exchange, Inc., 725 Boyls- 
ton St., Boston 16, Mass., offers, on a 
fee basis, to subscribers from such serv- 
ice industries as the fueloil business 
advance information on prospective 
customers moving into their territories 
from other sections. 

A subscriber, who receives an ex- 
dusive franchise for his given terri- 
tory upon payment of a registration 
fee, may purchase customer leads from 
the Exchange for $2 each. By provid- 
ing the exchange with information on 
his own customers being lost through 
moves from his territory, the sub- 
sriber builds up credit at the Ex- 
change through which he receives one 
new customer lead in return for four 
customer moves reported. 


o, 
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Record Building Contracts 
in 57; Dollar worth less 


CONSTRUCTION contracts for total 
building in the 37 eastern states next 
year will reach the highest figure in 
history, 6% above that for 1956, and 
the physical volume, as measured by 
for area, while up only a probably 
1%, also will set a new record, ac- 
cording to estimates released by the 
PF. W. Dodge Corporation, construc- 
tion news and marketing specialists. 

The Dodge Corp. estimates total 
building for 1957 at $20,393,000,000. 
It estimates total construction, which 
inludes heavy engineering as well as 
residential and non-residential build- 
ing, at $26,783,000,000, 7% above the 
1956 total. 

The residential outlook is for a small 
irease in the number of new non- 
fm dwelling units started, to about 
1,125,000 units, according to the out- 
lok statement. This would be reflected 
a 6% increase in dollar volume, 

to rising costs, and no increase in 

total floor area, because of the likeli- 

lod of a slightly smaller average 
Next year. 

_ *he outlook statement says, in part: 

Ih 1957, there may be some relaxa- 
ton of financial brakes, but financial 
iuthorities will again be alert to the 
Msibility of runaway trends; there 


likely will be further expansion prog- 
ress, with moderately increased con- 
struction volume, but no rapid over- 
all acceleration. The estimates . . . as 
sume a nominal increase in physical 
volume of building with a somewhat 
larger perecntage increase in dollar 
volume of building contracts, the lat- 
ter based on an expectation of rising 
construction costs. For heavy engineer- 
ing, substantial increases in physical 
volume also accompanied by rising 
costs are anticipated in the indicated 
overall rise of 10% over 1956 levels.” 





SEBEL Se NER aneintaseeptiailbepainiindprlilsient 
| 
| 
| 





Sheared to Size—Less Scrap 
Save Time—Cut Costs 


The right steel makes all the dif- 
| ference in your oil heat combus- 
| tion chambers. That’s why it pays 
to use Ingersoll heat-resisting 
Stainless steel! 


It’s easy to fabricate—because it 
has exceptional forming qualities. 


| It withstands high temperatures 
—because its analysis is correct. 


It’s uniform in quality—because 
Ingersoll specializes in producing 
this type of steel. 


It comes to you sheared to your 
specified blank sizes, or multiples 
thereof, depending on size—so it 
saves you time, money and scrap. 


Specify Ingersoll—and profit by 
the difference! 


Write, wire or phone for details 





STEEL DIVISION 





| Borg-Warner Corporation 
310 S. Michigan Ave., Chicago 4, Ill. 


| ~~ Plant: New Castle, Indiana 


dloil 


‘**‘Small Business” redefined 
for greater Flexibility 


THE DEFINITION of “small business” 
for government procurement purposes 
has been revised to allow greater 
equity and flexibility in government 
purchasing. Instead of dividing the 
small from the large at the arbitrary 
number of 500 employees, some firms 
with fewer than 500 employees may 
now be classified as large, while others, 
with more than 500 employees may be 


classified as small. 





for your 


COMBUSTION 
CHAMBERS 
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ANOTHER PROGRESS REPORT FROM GENERAL ELECTRIC ENGINEERS 


Heres what the air conditioning} f 


TR rn a ore e 





GENERAL ELECTRIC'S 
BUILT-IN SERVANTS 

















Meigen | WeathersMaid | 


MaaicMaid 


“I cleanse the air— “| circulate air— “! adjust temperature— 
electrostatically” for healthful comfort” automatically” 


These are the fabulous BUILT-IN SERVANTS that will call America’s 
attention to General Electric Whole-House Air Conditioning — and 
to the dealers who feature it. Get ready to capitalize on the big- 
gest idea in many a year—and see what it does for your sales. 


January 
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\g| field has been waiting for! 

















Ww WHOLE- HOE eile tor an titio 


ear ‘round comfort 





IR CONDITIONING! 





greatest advance in y 
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GENERAL QD ELECTRIC 








Ads like these = «s = Big, dramatic eye-stopper magazine 


ads like this will reach a tremendous audience—the best home-owner prospects from coast to coast 
...and make them want to find out more about the whole-house air conditioning system with the fab- 
ulous BUILT-IN SERVANTS. And that’s only half of it—you’ll have hard-hitting newspaper cam- 
paigns and powerful promotions working for you right in your own community—month after month. 
Get the details from your General Electric Home Heating and Cooling Distributor now or write us— 
SO you can tie-in with this campaign right from the start. General Electric Home Heating and Cooling 
Department, Tyler, Texas. 





Progress /s Our Most Important Product 


GENERAL @ ELECTRIC 


Explaining the revised definition, 
Wendell B. Barnes, head of the Small 
Business Administration, said, “Under 
the new ruling, a business enterprise 
with fewer than 500 employees can- 
not be considered small if it is domi- 
nant in its field of operation. On the 
other hand, a relatively small business 
enterprise which is primarily engaged 
in an industry characterized by a large 
number of employees may be certified 
as small business even though it has 
more than 500 employees. The new 
definition allows participation in Gov- 





ernment purchases set aside for small 
firms by concerns actually small in 
their fields of operation.” 

With the revised definition, a man- 
ufacturing concern is classified as 
small if it employs 250 or fewer peo 
ple, as large if it employes more than 
1,000 people. If it employs between 
250 and 1,000 people, it is classified 
small or large depending on its indus- 
try and in accordance with employ- 
ment size standards specified by the 
SBA, 

SBA employment size standards in 











“Sinclair Research Laboratories—9 buildings 
and 39 acres at Harvey, Illinois—constantly 
improve present products,develop new ones. 


RESEARCH HELPS KEEP SINCLAIR FUEL 
OlL DISTRIBUTORS AHEAD...PROFITABLY 


Distributors who sell Sinclair Fuel Oil profit more because 
continuous research makes Sinclair Fuel Oil a better product. 


For example, ingredient RD-119®, discovered at Harvey, 
helps make Sinclair Fuel Oil an exceptionally clean-burning, high 
quality product. Result — service calls are cut to a minimum, 


consumer good will is increased. 


Another advantage enjoyed by Sinclair Distributors is strong 
advertising that consistently promotes Sinclair Fuel Oil. 
And Sinclair’s vast production and storage facilities assure 
Sinclair Distributors a continuous source of supply. 


Build a better business for yourself with Sinclair Fuel Oil 
containing RD-119. Write now to: Sinclair Refining Company, 
600 Fifth Avenue, New York 20, N. Y. 


SINCLAIR FUEL OIL with RD-m9° 











the fabricated metal products indyy 
try for heating and cooking apparatus 
not elsewhere classified, are 500, and 
for oilburners, 250. In the petroleum 
and coal products industry, the stand. 
ard for petroleum and coal products 
not elsewhere classified is 250. 
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N. Y. Fire Commissioner 
amends truck Specifications 


AMENDMENTS to the Fire Depart, 
ment’s “Specifications for Tank 
Trucks,” have been issued by Edward 
F. Cavanagh, Jr., Fire Commissioner 
City of New York. 

The carrying capacity of a tank 
carrying combustible mixtures is not 
to exceed 4,400 gallons, and the total 
capacity of any one compartment i 
not to exceed 1,100 gallons except tha 
Nos. 5 and 6 heavy oils may be car 
ried in a single compartment. Pre 
viously, the total carrying capacity had 
been limited to 3,000 gallons. 

The amendments resulted from a 
series of conferences with representa 
tives of the fueloil industry. 








+ 

age 
Connecticut sets up Code | z= 
for burner Installations 


A SET of regulations governing the in 
stallation of oilburning equipment was 
put into effect October 9 by the State 
of Connecticut through the State Fire 
Marshal’s office. The new code is 


_ based on the National Fire Protection 
_ Association’s Pamphlet No. 31 e& 
| titled, “Standards for the Installation 
_ of Oil Burning Equipment.” 


In a bulletin to members lauding the 
new regulations, the Oil-Heat Inst’ 
tute of New England urges them 0 
work for the adoption of the new cod: 
by local cities and towns, which a 
permitted to establish their own regu’ 


| lations using the State code as mini 


| 
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The appointments of the Ne 
Hampshire Supply Co., Manchestet 
N. H., and R. B. Dunning and Co. 
Bangor, Me., as stocking distributes 
of ASCO solenoid valves have been a 
nounced by the Automatic Switch Oo. 
Orange, N. J. 
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General 


A COMPLETELY CUSTOMIZED MERCHANDISING 
PACKAGE TO HELP YOU SELL MORE BUILDERS...MORE EASILY 
...AT NO COST TO YOU! Now it’s ready for you to use—America’s foremost 
heating Sales program designed to help you get the big profit business 
from the home builders in your area! 
This customized advertising-merchandising package helps you sell the builders by 
helping the builders sell their homes—and it doesn’t cost you or the builder one cent! 
Does the Delco Home Selling Program work? Nearly 200 Delco-Heat Dealers 
have sold over 40,000 new home installations with its help—real proof 
that you, too, can reap the big profits that go with volume business. 
To get the full story on the 


Delco Home Selling Program for 
Builders, mail the coupon today. ee 


& DELCO APPLIANCE DIVISION, DEPT. FO q 
General Motors Corporation, Rochester 1, New York 


Please set up a date for me to see your new film, 
“Profits in the Comfort Zone.” 


Company 
Address 
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New Products 


Each New Products item has an identifying number. 
If you want more information on any equipment described 
here send the coupon on page 124 to FUELoL & Ol 
HEAT, 2 West 45 St., New York 36, N. Y., and iden- 
tify the product by circling its number on the coupon. 


National-U. S. Radiator introduces 
Sentinel home heating Equipment 


COMPANION LINES of residential heating equipment intro- 
duced by National-U. S. Radiator include 17 and 24 in. 
Sentinel residential steel boilers for 
oilfiring and 17 and 24 in. Sentinel 
oilheating units which comprise steel 
boiler plus burner and accessories. 

The boilers in both lines have 
double-pass construction with flue 
gases directed through numerous steel 
boiler tubes equipped with turbulator 
baffles. Upward-flaring legs provide 
large water volume adjacent to hottest ai 
portion of firebox. Base is factory-welded to eliminate 
puttying joints during job assembly, The pre-cast combus- 
tion chamber, which rests on block insulation, and the 
front platework and smoke hood are factory installed. 

The heating unit also includes field-tested oilburner, 
room thermostat, stack switch, high limit control and auto- 
matic draft regulator. Both boiler and oilheating unit 
come in four sizes with sBI net steam ratings from 320 to 
700 sq. ft. and sBI net water ratings from 580 to 1260 
sq. ft. Storage and tankless domestic water heaters in vari- 
ous sizes are available for use with the units. 

Made by: National-U. S. Radiator Corp. Heating and 
Air Conditioning Division, Johnstown, Pa. 

Circle El on coupon, page 124 











Sand-Banum special Tablets remove 
Scale from truck cooling Systems 


INCREASED engine efficiency and reduced maintenance 
costs are two benefits claimed for the use in automotive 
radiator cooling systems of Sand-Banum Special, a col- 
loidal preparation in tablet form. The product rids the 
cooling system of rust and scale and continued use keeps 
the system clean. 

It is guaranteed by its manufacturer to be harmless 
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and non-injurious and can be used with any type ant; 
freeze. 
Made by: American Sand-Banum Co., Inc., Meadoy 
Brook National Bank Building, Freeport, N. Y. 
Circle E2 on coupon, page 124 b 


Tuthill Type-SU pump Units handle 
heavy Fueloil in industrial Burners 






TYPE-SU PUMP UNITS, designed by Tuthill for handling 
heavy fueloils in industrial and commercial oilburner gery. 
ice, have a simplified design 
combining lightweight con- 
struction with durability. 

Construction features in- 
clude ball-bearing pillow 
blocks, flexible couplings, a 
one point take-up for belt 
tension adjustment and either 
2 or 4 v-belt drives for pres- 
sures up to 300 psi and in 
capacities up to 2030 gph. Sub-assemblies of the pumping 
unit, without drive, are available for incorporation int 
larger assemblies by original equipment manufacturers. 

Made by: Tuthill Pump Co., 939 East 95th St., Chi 
cago 19, Ill. 





Circle E3 on coupon, page 124 


Strong Heating burner switch Guard 
to prevent accidental Turn-offs 


IN AN ATTEMPT to cut down unnecessary service call, 
Strong Heating and Appliance Co. has designed a switth 
guard for remotely situated burner switches which pr 
vents accidental turn-off of the heating plant while allow 
ing intentional turn-off. 

The cadmium plated metal guard screws onto tle 
switch face plate. 

Made by: Strong Heating @ Appliance Co., 3831 Bei 


ford Ave., Brooklyn 29, N. Y. — 
Circle E4 on coupon, page 124 = 


Condensation return Pump by 
Deming single or duplex Unit 






“HOTSHOT” condensation return pumping units new) 
added to the Deming line are available in either single 
duplex models. The new units are 
rated up to 10,000 sq. ft. of direct 
radiation with pressures up to 20 lbs.; 
high-pressure units are available up to 
50 Ibs.; the duplex units deliver twice 
the single pump capacity while operat- 
ing against the same pressure. 

The centrifugal pump has a fully 
enclosed bronze impeller, stainless steel 
shaft and compression type coupling. Capacitor motor ha 
built-in overload protection with automatic reset. Av 
matic controls have a double pole switch mounted on ™ 


ie 
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“READ WHY MORE AND 
MORE HEATING CONTRACTORS 
ARE INSTALLING 


“ITACO AIR-SCOOPS’ 


feadow 

























yuMping 


WITH A TACO 


ion into 





‘urers. 


1, Chi AIR-SCOOP YOU INSTALL 
IT AND FORGET IT! | 











ard 

Here’s Why: 
ice calls 
a. swith First you install the Air-Scoop in the supply line. 
8 Second, you make a short connection from the Air- 
le allow 


Scoop to the expansion tank. That's all you have 








onto thea to do. No call backs. No servicing! 


931 Bel A low-cost Taco Air-Scoop will make your installa- 


tion complete . . . free of noise. 





Use this coupon for more information. 

















ts new!) 
single of 
Pe ee ee ee eee ee ee ee sy 
t 4 
i , 
gy Send Technical Air-Scoop Data Sheet To: ' 
} 
> RCS Se | ETS OES Aer ry PoE Ngee fy: t 
TACO HEATERS, INCORPORATED B Address. sit kehissiceihiduatinns, calpain tae ee ee ie ; 
1160 Cranston Street, Cranston 9, R. |. 4a 5 
motor ha CORPORATE OFFICE IN CANADA 3 tFeeneanennsessassesenssseenenssseeneseseseeeeeseseeeeeeneesetsssesesensesesesenaneesenesesasessnseesenenssseseerreessssssssnrerssesensssen senses P 
oe Aut 342 Madison Avenue Taco Heaters of Canada, Ltd. - i 
et. New York 17, New York 4 Gilead Place, Toronto 2 | 
ed on tf Bee es eee ee ee es 
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it's the FAST HOOK 'N EYE 
installation that saves 


MAN HOURS- 











Vl Z TRIMRAD 


Peowern, 


BASEBOARD RADIATORS 


@ 3 BIG WATERWAYS back front panel— Lin 
hold more water; store and emit heat \d 
longer 


@ LIGHTWEIGHT—one man can handle 
longest length 











MORE HEAT 


@ MILL-ROLLED WELDED STEEL gives BY RADIATION 
maximum heat conductivity 50% convected heat 


50% radiated heat 
e@ NO FINS TO CLEAN or get clogged ap 


with dust 





For new work or remodeling; can fit 
side by side with regular radiator 


nationally advertised 


ALMOST INVISIBLE 
Practically Flush 
with the wall 


154 OGDEN AVENUE 
JERSEY CITY 7, N. J. 


PLANTS: JERSEY CITY, N. J. 
DOVER, N. J. © TRENTON, N. J. 


WATERFILM BOILERS, INC. * 


a division of 
t. O. Koven & Bro. 














New Products 


receiver and operated by a float. Duplex units are equipped 
with alternator float switch which operates pumps in g. 
quence or together under peak loads. 

Made by: The Deming Co., Salem, Ohio. 


Circle E5 on coupon, page 124 


Corium Caps for tank fill Boxes 
save Drivers’ time and Tempers 


SAVINGS in fueloil truck drivers’ time and tempers are ef 
fected with Corium Caps for fueloil tank fill boxes, The 
caps of heavy gauge, flexible polyeth- 
ylene plastic snap on and off the {fill 
box in seconds and prevent the box 
from becoming frozen either by ice or 
corrosion. 

They seal out water, keep dirt from 
clogging and damaging threads, are 
unaffected by oil, water, cold, heat or acid. 

Made by: Corium Caps, Nazareth, Penna. 


Circle E5a on coupon, page | 24 





New Syncro/Flame pressure Burners 
fire Scotch marine type Boilers 


A NEW LINE of Syncro/Flame pressure Burners by Syn: 
chronous Flame, are designed for firing Scotch marine 
type boilers and similar com- 
pact steam generators. Be- 
cause of their ability to work 
against combustion chamber 
back pressures of 3” of wa- 
ter or more, the burners are 
described as not requiring a 
high stack or any induced draft equipment. 

They are made in several sizes to cover the range of 
boilers from 10 to 150 hp ratings. Features include two 
stage fire, and built-in controls for pre-purge, post-purge, 1 





and high-low-off fire with automatic air/fuel ratio setting:  expar 
Made by: Synchronous Flame, Inc., Walworth, Wi 

Circle E6 on coupon, page 124 provi 

Nye flaring Tool features rotary Heae 

Assembly for clean true flare Job a 


SPECIAL FEATURES of a new flaring tool of the Nye To 
Co. is a rotary assembly at the flaring point which pre 
motes ease of operation 
and assures a consisently 
clean, true flare job. The 
tool accommodates tubing 
sized from 3/16” to ¥%". 

Made of alloy steel for 
long service, the tool is of 4 
lightweight construction and comes in two parts to facil 
tate carrying. : 

Made by: Nye Tool Co., 4120 Fullerton Ave., Chicas? 
39, IIl. 





Circle E7 on coupon, page 124 
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CF 
MOST PROFITABLE aLt-COPRER 


"PEMODEL” 
HOT WATER SUPPLY 


All-Copper 
Tankless 
Capacities of 4, 6, 
8, 10, 12, 16, 20, 
and 25 GPM 


.. ~ae@neral tankless water heaters 


for Steam or 


Hot Water 
heating systems 











ION 
Vertical Coil Type LUBRICAT 


Capacities of 4 
and 6 GPM 


You can do a better job for all types 
of remodeling prospects with the complete 
line of GENERAL Tankless Water Heaters, 
For example: the family that bought the 
rambling old house, the young couple planning 
expansion, the doctor remodeling his office, the 
gas station that’s modernizing. You can 
provide all these and many more on your prospect 
list with the exact type and size GENERAL 
Heater they require. What’s more, every 
installation will be quick and easy — more 
profitable for you. There’s no complicated 
piping. Just tap into steam or hot water 
etvice supply. From there on in, the GENERAL 
will give lasting, troublefree performance ... 
sting customer satisfaction. And remember that 
the smallest size tankless is actually less than 14 the 
size of a 30 gal. storage tank. Wherever 
there’s room for improvement, there’s room for a 
GENERAL. Write for Catalog 21A. 
General Fittings Company, Box 151C, 
East Greenwich, R. I. 


ueloil 


Horizontal Coil Type 
Capacities of 4, 6, 8, 
10, 12, 15, and 20 GPM 


GENERAL 


TANKLESS AND INSTANTANEOUS 
WATER HEATERS AND HEATING SPECIALTIES 




















RADIANT 
‘i, direct oil fired 
\' WATER HEATERS... 


3 Gy. to 2 ee 
model GL-SO 


FOR HOTTER WATER— 
CLEANER, FASTER! 


Glass-lined boiler-plate steel 
vill withstand 
Hydrostatic pressure of 
f) 


Wo 


y-duty Fiberglas 
‘ 


model CP-30O 


FOR MAXIMUM EFFICIENCY — 
LONGER LIFE! 


Features solid copper tank 
encased in heavy-gauge high 
Strength steel to withstand 
Hydrostatic test pressure of 
525 Ibs. psi 

Cleaner water assured 
always flows through 
Never-Rust copper: 

No heat loss heavy 
Fiberglas insulation 
completely covers the tank 


STYLED FOR STREAMLINED GOOD LOOKS! recon us 
You'll like the attractive baked enamel finish and smart : 
custom styling of both new Radiant hot water heaters. They 

blend with the decor of modern kitchens and recreation rooms. 


LOWER COST HOT WATER! 

Both new Radiant hot water heaters are equipped with famous 
Radiant Oil Burners for efficient oil firing . . . for heating 
water at lower cost. 


Write for complete literature on all Radiant products. 


RADIANT UTILITIES CORP. 


8817 18th Ave., Brooklyn 14, N.Y. 
110 
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Insul-Coustic fibrous glass duct 
Liner is pre-formed at Factory 







A MOLDED fibrous glass duct liner, Insul-Coustic, is pr 
formed at the factory to fit rectangular or circular ducts 
in a variety of sizes and thick- 
nesses providing a liner that 
is lightweight and easy to 
handle, that doesn’t have to 
be cut to size and needs no 
pins, clips or adhesive. The 
interior surface is lined with 
an open-weave glass cloth 
that prevents surface erosion 
and reduces frictional resist- 
ance to air flow. High sound-absorption characteristics ab- 
sorb air-borne sound. 

The liner gives effective thermal insulation, having ax 
factor of .25 at 75° mean temperature. The liner is said 
to resist deformity and rupture even with rough han 
dling, won’t corrode or rot and is completely moisture re 
sistant and insect proof. It comes in four-foot lengths. 

Made by: Insul-Coustic Corp., 42-23 54th Rd., Maspeth 
78,N. TY. i 

Circle E8 on coupon, page | 24 






























Lau Basic-Budget-Blower provides -" 
greater flexibility in Mounting 


GREATER flexibility in blower mounting in factory-assem 
bled units is provided by the Lau Basic-Budget-Blower for 
warm air furnaces and airconditioners. 

Essentially a modification of the Lau Econo-Pak blower, 
the unit is shipped less housing supports or mounting 
bracket or both. Pulleys may or may not be ordered with # _ 
the blower. 

Along with the standard blower unit that a manufac’ 
turer can mount to fit his own particular design, Lau sup 
plies small parts in bulk in a new package that can be 
placed immediately on the production line ready for us. 
The parts include grommets, tail piece straps, self tappimg B 4 
screws, Allen wrenches, bolts and nuts. 

The Basic-Budget-Blowers in 9” and 10” wheel sizes 
can be shipped either in cartons or pallets, with two doza 
blowers palletized. Twelve and 15” sizes are shipped i ' 
cartons only. AND 

Made by: Lau Blower Co., Dayton 7, Ohio. , 

Circle E9? on coupon, page |24 


Flexible Econo-O-Fab Junior fills need 


for smaller, low-cost duct Connector 


ON RESIDENTIAL INSTALLATIONS of flexible duct connectots 
where extra-wide metal and fabric dimensions are not tf 
quired, there develops a need for a smaller, lower cot 
connector. To fill this need, Econ-O-Fab “Junior” has beet 
developed. . 

A pre-assembled flexible connector product made of 
quality fabric, Econ-O-Fab “Junior” is double loc seamed 








January 
1957 















































serve the petrol 


um industry 
1 | : 


stics ab 


ing ak 
"is said 
th han 
ture re- 
igths, 

Maspeth 
































ets - sor 































DRILLING RMC Gauges are featured in famous RMC’s thermometer line above has 
AND Murphy Automatic Safety Switch found literally hundreds of uses in this | 
PUMPING Systems on unattended engines at REFINING important part of the industry. 
drilling locations and pumping sites. anp They give spot readings on: vapor and 
; PETRO CHEMISTRY steam lines, pilot plant lines, 
y-assem water cooling and water condenser 
wer for lines, fractionating tower lines, 
to name only a few. 
blower, == 
ounting 
ed with FUEL Om 
anufac’ 
au sup’ 4 
can be 
for us. 
tapping 
4 pea 2: 
el sites Rochester gauges indicate liquid FUEL OIL DISTRIBUTION 
‘0 dozen levels in bulk oil storage and LPG tanks. AND 
pped in PIPELINES Rochester gauges are used to give DOMESTIC OIL HEATING 
AND important incoming and outgoing 
fluid temperature readings at pumpin 
TERMINALS stated The % ms t eS eee Rochester has for years set and 
st s. y protect pumping tate an ate Ried Sow foal ofl 
equipment by helping to watch cooling — ewe Sr eee 
tank gauges. Men.in the industry rely 





systems and bearing temperatures. 








on Rochester to:deliver the best 
















1eed value in accuracy, trouble-free 

} performance, and long, lower cost 

or gauge life. Their home owner customers 

ctors are equally pleased. They always 

Be a “You Can Rely On Rochester’’ know where they stand on fuel. 
ver cost 
1as beet LIQUID LEVEL, TEMPERATURE and PRESSURE INSTRUMENTS 
nade of ROCHESTER MANUFACTURING CO., INC. 

seamed 8 ROCKWOOD STREET + ROCHESTER 10, N.Y. 





. . . « New Products 


to prime metal on each side. The only differences between 
the new product and the usual Econ-O-Fab are the reduced 
metal and fabric dimensions and its lower cost. 

Econ-O-Fab “Junior” measures 2” metal—134” fabric— 
2” metal. Metal is 28 gauge galvanized steel. Fabrics are 
heavy grade, tight weave asbestos or U. S. Gov't. Sec. 
MIL-D-10860 canvas. 

Made by: Duro-Dyne Corp., 800 3rd Ave., New Hyde 
Park, N. TY. 

Circle E10 on coupon, page 124 


Multi-Vent Trofferlite has Double 
Purpose: Cooling and Lighting 


A DUAL PURPOSE fixture adaptable to any drop-type ceil- 
ing is the Multi-Vent Trofferlite which diffuses condi- 
tioned air and also provides 
illumination. Designed and 
engineered jointly by Pyle- 
National and Benjamin Elec- 
tric, the fixture is designed 
to increase light output and 
to improve the quality of airconditioning. 

Other advantages claimed for the unit include savings 
of time and money in installation and great flexibility of 
installation. 

Made by: Pyle-National Co., Chicago 51, Ill., and Ben- 
jamin Electric Mfg. Co., Des Plaines, Ill. 

Circle El! on coupon, page 124 











Vitroliner "Protecto Top" Chimneys 
offered in standard, deluxe Models 


A NEW product of Condensation Engineering, the “Pry 
tecto Top” chimney top and rain cap, is built of a ney 
weather - resistant ‘‘alumi- — : 
nized steel” outside and of 
vitreous enameled steel where 
contact is made with com- 
bustion gases. The integrated 
assembly mounts on top of 
the housing, bolting securely 
to each corner. 

Listed by Underwriters’ 
Laboratories for all fuels, the 
chimney tops are available in Ca. 
a standard model for 19” square housing an 
rectangular model for 19” x 34” housing. 

Made by: Condensation Engineering Corp., 3511 Wes 
Potomac Ave., Chicago 51, Ill. 


Circle E12 on coupon, page 124 
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Bantam Hydramotor Valves give zone 
Control in heating, cooling Systems 

A NEW HO SERIES of Hydramotor valves, smaller in siz 
and capacities than the standard series, has been introduced 


by General Control Co., Glendale, Calif., to provide or 
off control with tight shut-off of gas, oil, liquids and 














MODEL R 
115,000 to 212,600 BTU 
Wondaire Oil-Fired Lo-Boy 


the greatest value backed 





MODEL H I 
80,000 to 525,000 BTU 
Wondaire Oil-Fired b 


i-Boy uilt at prices to please everyone. 


112 


THE WORLD’S FINEST HEATING 


Today’s heating prospects are interested in the 
formance and dependability of their investment. They 
are interested in heating equipment which offers them 
by a guarantee which offers 
everything that it should. Wondaire heating is be- 
coming a “buy word” for more and more wholesalers 
and dealers as competition begins to weed out the 
narrow margin and low performance operators. This 
is one of the major reasons why more and more heat- 
ing experts are recognizing and requesting Wondaire 
Oil or Gas fired heat. Wondaire heating is quality 





MODEL OCF 8) 
60,000 to 80,000 BTU 
Wondaire Special 


Wondaire 
Horizontal 
80,000 to 525,600 BTU 


MODEL CFO 
80,000 to 525,000 BTU 
Wondaire Oil-Fired 
Counter-Flo 





COX MANUFACTURING CO. 


“ Ridgeville, Indiana’ 


Write now for complete information and 
specifications on 


Horizontal unit Model R 
Model H * Model CFO 


(Please specify Model Number) 





Model OCF 
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GIVE YOURSELF A SPEED ‘MARGIN OF SAFETY’ 


Specify Preslok® Wheel... Guarantees 50% More Operating Speed 


Are your modern air condi- 
tioning requirements calling 
for greater speeds, higher stat- 
ics? Preslok is guaranteed to 
increase your operating speed 


® 
maximums by at least 50%! 


With Preslok, the center disc grips the blade mechan- 
ically by an exclusive Lau locking method. Four disc 
fingers slip into the blade aperture and are pressed 
together in locking position. Preslok eliminates bal- 
looning at higher speeds . . . insures a quiet operation. 


See Us February 25 to March 1 at Booth 836, International 
Air Conditioning Exposition, Chicago, sponsored by ASH&AE. 


One more advance for Lau engineering. One more 
answer to the needs of original equipment manufac- 
turers, made possible by superior Lau engineering and 
production skills. 

Perhaps your organization is confronted with a dif- 
ficult air-moving problem right now. If so, why don’t 
you call in Lau, who have pioneered so many advances 
in more than 25 years of service. Write Dept. M, today. 


THE LAU BLOWER COMPANY 
2007 Home Avenue, Dayton 7, Ohio 


% Azusa, California. In Canada: The Lau Blower 
OGOR COMFORT ; : 
= ar Company of Canada, Ltd., Kitchener, Ontario 


y 


Ree” 


World’s Largest Manufacturer of Air-Conditioning Blowers 
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GE 


ROYAL PURPLE MODEL 






Only 
AUTOMATIC 


DRAFT ‘ ; 
CONTROL po FF 


That’s Absolutely Impregnable 
To Soot, Carbon Corrosion, Dust! 


Here it is—an automatic draft control that main- 
tains its super sensitivity and gives perfect, trouble- 
free performance for years even under the most ad- 
verse operating conditions. Masterfully engineered 
for complete protection at all vital operating points: 


8 


Mie, 3 a - AY 
_ 2. Pivot pins controlling Pax iin demas camer 
" vane movement are on 





1. Weight adjustment assembly sealed 
by protective housing to keep mechan- 
ism absolutely free from dirt, corrosion. 





ee Te ee 
face of damper set back away from edge. Box- 

' type hinges seal delicate knife-edge pivots 
against dirt. 


Can’t be copied or duplicated — patents pending. 
For complete information, see your jobber or write 
Walker Manufacturing and Sales Corporation, 
world’s leader in draft controls for 30 years. 


Look to Walker for a Complete Line 
of Automatic Draft Regulators 















Type 34 Type BB Wrap-Round 


Type Z D 
Tee Joint 
© Over 20,000,000 Now in Use! ¢ Draft regulators for 
oil, coal and gas installations » Draft inducers * Gravity 
roof ventilators 


For heating (gas, oil or coal) 
and ventilating. Directional 
vane keeps throat facing wind. 
Sloping-throat prevents back 
drafts, constricts air flow over 
chimney opening for maximum 
draft effectiveness. Unit ro- 
tates on friction-free, hard- 
ened-steel ball bearing. Hard- 
ened-steel pivot. Ring guide 
bearing in pivot post prevents 
sagging or leaning. 


WALKER MFG. & SALES CORP. 


1750 Penn Street 


St. Joseph, Mo. 


14 


| steam. They are suited for zone control in heating and air 


. . . « New Products 


conditioning systems, and for hot and chilled water ap 


_ plications. 


HO valves provide for remote control in response to 
thermostats, limit or operating controls, remote switches 


| or paralleling with motor driven burners, fans, etc. 


Operating pressures up to 300 psi are obtainable, in 
iron or bronze body. The HO series is standard with spring 
loaded Telflon packing gland, features uniform motion of 
valve stem in standard or hi-speed models. 

Made by: General Controls Co., Glendale, Calif. and 
Skokie, Ill. 

Circle E13 on coupon, page 124 


Trucktor offers lightweight trailing 


| third Axle "Do-it-yourself" Kit 


TRAILING third axle suspensions are now offered by Truck- 


tor Corp. in a “do-it-yourself” kit that contains all necey 


| 
| 
| 
| 
| 





sary parts to install a 5” round 
18,000 Ib. trailing axle (new 
or used) on any medium- 
heavy or heavy duty two-axle 
truck or tractor. Axles, 
brakes and wheels are to be 





obtained separately from a 
local source. 

Installation is simple and can be done in any service 
garage equipped with welding and electric drill facilities 
The universal kit was designed to provide quick service, 
quality product and low cost wherever trailing axles are 


| needed. 


Made by: Trucktor Corp., Mountainside, N. J. 
Circle E14 on coupon, page 124 


Circle-Air "Dual Conditioner’ is 
year ‘round airconditioning System 


A CEILING MOUNTED, year-round airconditiong system 18 
Circle-Air’s “Duel Conditioner,” which uses the same 
piping circuit to cool in sum- 
mer, heat in winter and venti- 
late in between. A Circle-Air 
water chiller of the correct 
capacity is installed in con- j 
junction with the hot water boiler for cooling. 

For cooling only, a remote direct expansion (Freon) 
refrigerating unit is installed on the roof, in basement of 
other remote spot and the unit itself suspended from the 
ceiling. Blowers supply air distribution through louvers 
of the unit at low noise level. All air is filtered through 
a standard Fiberglas filter. Each unit is its own zone con 
trol. Twenty different models in a complete range of 
capacities are available for either free blow or duct instal’ 
lation. 

Made by: Circle-Air Industries, 244 Herkimer St., 
Brooklyn 16, N. Y. 


Circle E15 on coupon, page 124 
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13 Oil-Fired Winter 
Air Conditioners 
(BTU range: 

84,000 to 224,000) 
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12 Summer 
Air Conditioners 
(Cooling Capacities: 
24,000 to 36,000) 
| (Water and Air Cooled 
Units Available) ] 
| ] The f; se 
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See us at the NAHB show in Chicago! 
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FOR THE HEAT 
OF YOUR LIFE 


Gibraltar 


Wh 


FIRED 


PACKAGED 
UNITS 


Completely assembled. 


Minneapolis-Honeywell controls. 


Residential heating at its peak— 
efficiency, economy, simplicity 
of installation—largest volume 
boiler water capacity for 
efficient domestic hot water 
and heat. 


All boilers are A.S.M.E. 
constructed. 


Gibraltar 
CORPORATION OF AMERICA 


223 N. NINTH ST. - BROOKLYN II, N. Y. 





. New Products 


York-Shipley adds two junior Models 
to "'Steam-Pakette" generator Line 


JUNIOR ADDITIONS to the “Steam-Pakette” line of pac. 
aged steam generators of York-Shipley, nave SPH56-103 
(10 hp) and sPH56-15B (15 

hp) may be fired by either 

light oil or gas or a combina- 

tion of both. The generators 

have 49 sq. ft. of heating 

surface, available for high- 

pressure service only. They 

are of two-pass construction, 

which requires no baffle to 

divert the flow of combus 

tion gases. Maximum allowable working pressure is |i 
psig. 

With larger members of this line, the maximum prey 
sure is 125 psig. Advantages of the Junior models in 
clude: small floor space, low height and minimum found: 
tion requirements; small-size breeching connection con 
taining stack switch; compact assembly of motor, blower, 
fuel pump and fuel line solenoid valve attaching to sup 
porting bracket as a single unit. 

Made by: York-Shipley, Inc., York, Pa. 


Circle E16 on coupon, page 124 


Mansfield Pottery offers new Line 
of hot water pressure relief Valves 


ENGINEERED to give protection to water heaters and hot 
water heating systems is a new line of temperature and 
pressure relief valves announced by the 
Brass Division of Mansfield Sanitary Pot- 
ters, Inc. Of six units comprising the Mans- 
field 450 Series, the first to be marketed 
will be the 450-P for pressure relief only 
and the 451-TP for temperature and pres | 
sure relief with fusible plug. 
Both have a BTU rating of 150,000—set 
pressure 125 lbs. Fuse plug melts at 210 
degrees. 
Made by: Brass Division, Mansfield 
Sanitary Pottery, Inc., Perrysville, Ohio. 


Circle E17 on coupon, page 124 


Versatile fancoil room Units added 
to Brown Mono Aqua cooling Line 


LATEST addition to the Brown Mono Aqua line of remott 
room airconditioning units is a fancoil room unit, avail 
able in a variety of models suitable to every type of itr 
stallation. 

The units come in free-standing models in decorato® 
designed cabinet, models without cabinets for recessilf 
and compact models for overhead installation. 

Made by: Brown Products Corp., 97-12 Metropolitan 
Ave., Forest Hills, N. Y. 


Circle E18 on coupon, page 124 
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See our exhibit, BOOTH 554, 
13th International Heating 

6 Alr Conditioning Exposition, 

Chleago, February 25—March 1. 








FIELD CONTROL DIVISION 
of H. D. Conkey & Company, Mendota, lil. 
















“remote AFFILIATES: | 
vail’ Conco Building Products, Inc. « Brick, Tile, Stone | 
f, @ Conco Materials Handling Div. « Cranes, Hoists 
in’ 
e of Represented in Canada by Ontor Limited, 





12 Leswyn Road Toronto 10, Ont., Canada 














SIZES 
6” THRU 9’ 

Field “RC Con- 

trols for domestic oil and 
coal fired heating plants, for 
flue sizes 5” through 10” 

























SIZES 
8” THRU 32’ 
Field ‘‘MG” Double- 
Acting Controls for gas 
fired commercial and 
industrial heating plants 


SIZES 
6” THRU 32’ 
Field ‘“M" Controls 
for oil and coal fired 
domestic, commercial 
and industrial heating plants 


















NEW FROM WORTHINGTON 


~ A COMPLETE LINE Of 


Now you can get the finest heating and 
from one source... through one contac.. 
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1. HORIZONTAL: Model HOH Oil-Fired Furnace. Can be used as hori- for perimeter heating or any installation where it is more _ Ha 
zontal furnace in homes—or can be suspended as blower unit heater to bring the heated air out of the bottom of the furnace. AG: : con 
in commercial structures. Available in four sizes: 110,000, 150,000, approved for natural, mixed and manufactured gases. Direct < 

200,000, and 250,000 BTU Input. Models HOH-150, HOH-200, belt driven blowers. Available in 80,000, 100,000, 110,000 # hec 
HOH-250 convert easily to gas-firing, as illustrated. 140,000 BTU Input sizes. oir 


2. LOW-BOY: Model HOL-100 Oil-Fired Furnace. Compact and effi- 2 : : Ki Can be put it 
cient. Ideal for basements where low headroom is a problem. Avail- 4. HIGH-BOY: Model HGV-100 Gas-Fired Furnace. Ca the 


é vt basement or utility room for perimeter, conventional, small-pif 
ays 100,000, 125,000, 150,000, 165,000 and 235,000 BTU Input or other installation. A.G.A.-approved for natural, mixed, mat: det 


factured or propane gases. BTU Input per Hour: 100,000. BI We 
3. COUNTERFLOW: Model J BGC-80 Gas-Fired Furnace. Can be used Output per Hour at Bonnet: 80,000. % hp. Blower Motor. 


January 


1957 


WARM AIR FURNACES 


air conditioning equipment... 
uh..on one policy! 


DEALERS! No other furnace line gives you all these competitive sell- 
ing advantages. 


Easy to install. Units shipped factory-assembled and prewired. Attach 
to any duct system —fit any out-of-way space. 


Versatile —ideal for either residential or commercial use. New house 
or old. Exclusive features for versatility. 


Wide choice of models — about 50 types and sizes ranging from 80,000 
to 250,000 BTU /hr. 


Especially designed for addition of summer air conditioning equip- 
ment. High static blowers available for most models and sizes. 


Gas or oil-fired units— belt or direct driven blowers. 


Exclusive up-draft heat exchanger design allows flue gases to escape— 
avoids dangerous trapping in pockets. Easily cleaned, long life. 


Long flue travel provides greater efficiency — gives more heat transfer 
through heat exchanger and radiator. 


Free floating radiator prevents contact with supports—eliminates 
noise ... keeps heat exchanger strong. 


Efficient tailored spun glass insulation has aluminum facing —covers 
entire casing area, increasing efficiency, quiet operation. 


Heavy gauge casing cuts down on expansion and contraction noise. 
Smart, modern in appearance. 


U-lock casing prevents heat leaks. 


Casing finished on both sides— prevents rust when installed in damp 
places. Assures long life. 


Oversized blower cuts noise and wear ... consumes less power. 


Continuous air circulation eliminates cold spots. Produces blanket of 
comfortable warmth. 


Oil fired units have kiln-fired insulated refractory in combustion 
chambers — providing quiet, more efficient operation. 


Controls provide 100% automatic operation. 
Filters—for a cleaner home. 


WORTHINGTON 


Worthington Corporation, AC&R Division, Harrison, N. J. 


Please send details on new complete line of Worthington warm air furnaces. 


ubeleul” 


wen Hard hitting advertising and promotion 

. A. og . . . . 

Direct AMpaign will pinpoint your store as 

3000 an headquarters for Worthington heating and 


air conditioning equipment. So get on 





e put it Name 


nall-pif the bandwagon. Send coupon for complete 


d, manv- 
00. BIU 


r. 





Store 





details now on the new complete 
Street No. 


Worthington furnace line! 





City 





(PLEASE PRINT) 











thanks 
to you 


Yes, thanks to you, we just fin- 
ished another satisfying year in 
Nu-Way history. And we feel 
that we should now officially offer 
our thanks — to you. 


Not that we’re going to sit back 
satisfied with our 36-year record 
of building better oil burners. 
We’re constantly devoting every 
engineering and manufacturing 
effort toward building Nu-Way 
burners better than ever. Exceed- 
ing even our own rigid specifica- 
tions of the past. 


For example, we are now in the 
midst of a creative research pro- 
gram in conjunction with one of 
the nation’s large oil companies. 
And its entire purpose is to en- 
able us to build new efficiency 
and durability into every Nu-Way 
burner . . . to maintain Nu-Way’s 
leadership in the oil burner field. 


Nu-Way Corporation, Rock 
Island, Illinois. 
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. New Products 


American-Standard home Conditione, 
suited to any Type, Size of House 






A FLEXIBLE year-round airconditioning system by Ame, 
ican-Standard is designed for installation in any size » 
type of house either as a com- 
plete unit or in two steps, with 
heating or cooling first and the 
other function later without ad- 
ditional piping. 

Hot water for heating and 
chilled water for cooling are sup- 
plied from a remotely located 
boiler and chiller to compact 
units in each room. Individual 
room comfort control is possible — 
without zoning. Residential Remotaire units are made in 
two capacities: 150 and 300 cfm. Each is available in free 
standing and partially recessed models, with accessor 
packages and alternate arrangements for versatility of » 
lection, operation and location. The cabinet interior and 
sub-assembly of each unit are insulated. 

Design and position of coil assures positive humidity 
control and capacity to satisfy varying comfort demand 
Fan and motor sub-assembly are designed for quiet, efi 4 
cient operation. 



















































é 





Made by: American-Standard Plumbing and Heating 
Division, 40 West 40th St., New York, N. TY. 


Circle E19 on coupon, page 124 


Omega's ''Mini-Test," pocket-sized 
Tester, checks Voltages up to 800 


A POCKET-SIZED voltage tester, Mini-Test by Omeg 
Products, checks unknown voltages from 65 to 800 volts 
AC and pc currents. Easy to use, volt- 
ages are read directly from the dial of 
the tester. 

New type clip-on leads leave the 
hands free for work while the Mini- 
Test is being used. 

Made by: Omega Products, 4700 
West Washington Blvd., Chicago 
44, Ill. 


ee 
eo ee 





Circle E20 on coupon, page | 24 





Built-in ball check Feature of 
Watts control simplifies Servicing 


WATTS REGULATOR announces a new dual control for ho 
water heating systems incorporating a unique inbuilt bal 
check feature. The new ball check g 
design aids in servicing this type of 
valve, because the pressure regulator 
may be serviced right in the line with- 
out pulling a vacuum or draining the 
heating system. - 

Also, Watts design ball type check ithe feature mt 
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DOLE 20 SR. AIR VENT 


This high quality hot water air 
valve provides an automatic air 
eliminator, a manual shut-off and 
@ manual air vent. A selector dial 
permits various settings and pro- 
vides for faster venting. 


DOLE No. 1A VARI-VENT AIR VALVE 


The famous Dole Air Valve with 
a rotating cam that provides an 
infinite number of venting speeds 
from slow to fast. Ideal for any 
gas°or oil fired one pipe steam 
heating system. 


DOLE No. 3 AIR VALVE 


This valve is designed to provide 

the shortest possible time in vent- 

ing a hand-fired heating system. 

Gives free and steady venting at 

pressures up to 10 Ibs. Provides 
. @ positive seal against water. 


DOLE FLOW CONTROL VALVE 


A simple, inexpensive valve that 
will provide a constant rate of flow 


DOLE No. 100 WATER MIXER 


A new water mixer utilizing the Dole 
Power Element. Noncorrosive, trouble 
free. Designed for installation at the 


despite variations in normal water 
pressure. Prevents wasting water 
and yet provides adequate flow. 
Ideal for drinking fountains, shower 
heads, tankless water heaters, flush 


water heater or storage tank. ; tanks and other applications. 


C ontro/ with 


Avenue, Chicago 12, Illinois 


tion, call your jobber or write: 
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FQUIPMENT SALE: 


Sentry ODF* Tank Gauge tells 
drivers what they want to know 


at pont of delivery/ 





“THAT LITTLE 
SENTRY GAUGE SURE 
SAVES US BOTH A 
LOT OF TROUBLE!” 
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ONLY OFFERS SUCH A COMPLETE LINE 
OF DIRECT AND REMOTE READING TANK GAUGES 


Above is SENTRY’S newest — The 
ODF At-A-Glance tank gauge that’s 
setting new records in building sales 
and customer goodwill. Located out- 
side of building at fill pipe, this easy- 
to-read weather-proof gauge shows the 
exact oil level in the indoor tank. Saves 
costly time consuming trips to base- 
ment, unnecessary hose unreeling and 
eliminates over-flow. Permits delivery 
without disturbing customer. 


Other constant-register SENTRY 
gauges include combination tank and 
remote reading, barrel gauges, direct 
reading, and gauges for stove and space 
heater tank. Write today for full in- 
formation about these fast moving bus- 
iness getters. Advertising aids available. 














f 


Sentry ‘‘ODF'’ remote 
reading gauge 

























Combination At-A-Glance tank 
and remote reading gauges 











Sentry stove and ew 
space heater gauges ss yd 
Sentry At-A-Glance 
barrel gouges 





iA 
{ On guard— i 
(s 24 hours a day Sentry At-A-Glance 


tank gauge 


Sentry superior qual- 
ity Therma-Gauge 


i 
gt 
KRUEGER, Sexoy GAUGES 


GREEN BAY + WISCONSIN 








only prevents contaminated water from backing up ing 


| boiler pressures above the required minimum system pre 
| sure, assuring indefinite life to the automatic feed wate 


4+ + » New Products a 


the potable water supply lines but also isolates the redy, 
ing valve from the deteriorating influences of fluctuating 


regulator. 

The reducing valve is of advanced design having high 
feed capacities and without sliding guides, making th 
valve impervious to sticking from water conditions, The 
relief valve features a bottom drain connection which af. 
fords an economical drain pipe hookup. 


Made by: Watts Regulator Co., Lawrence, Mass, 
Circle E21 on coupon, page 124 





Bacharach adds multi-purpose dial 
Thermometer to its Tempoint Series 


A MULTI-PURPOSE dial thermometer suited to both indoor 
and outdoor use has been added to the Bacharach Indus 
trial Instrument Company’s Tempoint 
thermometer series. Included in the 





many applications for the thermom- 


eter are outdoor temperature read- N MODEL 
ings when adjusting sicndtoning | (Availal 
systems using “outdoor-type” tem- for Flan 
perature control, and measurement of Mountin 
register, duct and furnace control temperatures on forced 
air heating systems. ty 
Range of the thermometer is —40° to +240° F. The ¢ 
214” dial is aluminum with black numerals and red indi 
cating pointer. It has a 9” stainless steel stem and a hold ws 
ing sleeve which is adjustable on the stem and makes the 9% NEMA 
Tempoint self-supporting when inserted into ducts ot I may 
through sheet metal walls. hoelim 
Made by: Bacharach Industrial Instrument Co., Pitty @ ate 


burgh, Pa. 
Circle E22 on coupon, page |24 


New Lima round ceiling diffuser has 
curved contour step-down Rings 


A NEW, ROUND ceiling diffuser by Lima Register for heat 
ing and cooling has curved contour step-down rings with 
out straight edge 
to assure maxti- 
mum free area, 
efficient distribu- 
tion of supply air 
in all directions 
without _ streak- 
ing, and to induce 
re-circulation of 













room air. 

The damper as 
sembly has built- 
in mechanical 
spring-loaded butterfly dampers which provide full air de 
livery opening through the center of the diffuser, and full 
air shut-off. Volume control is in the damper assembly. 
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| water 
| here specifically are the big 
i reasons why the preference 






Th among oil burner men is... 







“| J S. - CARLI vé 
ass, 
Advanced design and quality construc- 
tion throughout 
@ Consistently dependable performance 
@ Requires but a minimum of servicing 
§ @ Customer acceptance ... attested to 
by thousands of satisfied owners 
indoor @ Manufactured by a progres- 
Indus sive company, owned and 








operated by men emin- 
ently successful in the oil 
burner field. — 




























forced 
4 2 * * 
_, |ucts without fancy about the outstanding U.S. - Carlin Oil Burner 
i= MOTOR—'/, H.P. Long-hour duty with *VERNI-FLAME” CONTROL—An exclu- 
hold: sfety overload control. Complies with sive development that provides Vernier 
ces the HB NEMA mounting specifications. Flame adjustment with an ordinary wrench. 


Eliminates “feathering”, gives a perfect 


ts of 
” MANSFORMER—10,000 volt. Shielded cone flame by turning adjustment screw. 


foeliminate radio and TV interference. 


Pitts: #2 ARTUBE—Steel. COUPLING—Universal type with neo- 
prene center piece. 





FAN=Precisely balanced. Mounted directl 
n -clieragern Bien ‘. GRADE OF OIL—No. 2 U. S. Commercial 


Standard CS12. 
NOZZLE—Stainless steel alloy. Hollow 
S cone spray. CONTROLS—Thermostat, Limit Control and 


MEL UNIT—Single-stage with built-in niaathaialanas eee with HTCH 


trainer and pressure regulating valve. The High Temperature (Shell) Combustion 
heat’ Wwo-stage fuel unit available on special CAPACITIES AND ELECTRICAL Head provides the nearest thing to perfect 



















































order CHARACTERISTICS combustion .. . makes possible fuel savings 
with: . 
up to 36%. With its highly efficient air-oil 
SOLENOID VALVE—Combination de- 115V-60 cycle—1725 R.P.M. mixture, it develops higher flame tempera- 
layed opening and instantaneous cut-off tures than an ordinary burner, keeps heating 
dil valve 400S-1—0.50 to 0.75 G.P.H. surfaces clean... both resulting in fuel 
: 400S-2—0.75 to 1.75 G.P.H. economy. The High Temperature Combus- 
oon rigged se mo germ 400S-3—1.75 to 3.00 G.P.H. prs parte eee a design, simplifying 
MSSEMBLY—High Temperature Combus- . 
fon Head (Shell Head) and finned collar NNR BERR EE ORE EES CANE ETE TITRE SEE 
for most efficient mixture of air with oil. Min. ieee: a 
tigi, heavy-gauge brass bus bars. Ni- MODEL Tube | Length width | ..Min- Max. | Floor | Floor | Tube shin, 
steel electrodes with full-glazed Lgth. | Overall Height | Height to to O.D. ann y 
porcelain insulators. Nozzle | Nozzle ‘ 
WOUSING—One-piece cast iron. ees 400s | 10%”"| 20%” | 18%” | 18” | 21” 7 10” | 4%” | 88 ibs. 
Gssure efficient air delivery and smooth, 
7 operation. Machined to rigid stand- 282" 18%” 18” 21" y eh 10” 4” 90 Ibs. 
ir de 
d full 
mbly. 
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READER SERVICE COUPON 


FUELOIL & OIL HEAT READER SERVICE 
2 West 45th St., New York 36 


REPLY CARD JANUARY ISSUE 
Mail Now—Coupon Expires March 31, 1957 





Circle numbers of new product items on which you 
want more information: 


NEW PRODUCTS 

El —2 £3 E4 E5 E5a £6 E7 E8 E9 EIO 
El! E12 E13 E14 E15 E16 E17 E18 E19 E20 
E21 E22 E23 E24 





ADVERTISEMENTS—Give page number and name 
of advertiser about whose products you want more 
information. 


Page ......Advertiser ............ 





Your Name 


Company 


Check Classification of principal dollar volume: 

CO] Fueloil Dealer ( Parts and Equipment Jobber [] Manufacturer 
( Manufacturer Employee (] Manufacturers Rep. [] Oilheating 
Dealer (] Other 











. New Products 


The round ceiling diffuser has a permanent light beige fy 
ish. An extra thick sponge rubber gasket provides a tigi 
seal against air leakage. The new Series 65 is available jy 
seven sizes from 6” to 22”. 


Made by: The Lima Register-Co., Lima, Ohio. 
Circle E23 on coupon, this page 


Packaged hot water Boiler 
features Delco's new Line 


FEATURE unit of a new, 16-model line of oilfired cast-iny 
steam and hot water boilers by Delco Appliance is a pack 
aged hot water boiler completely as- 
sembled, wired and crated at the 
factory. The unit includes a 525’ 
standing radiation hot water boiler 
equipped with all controls, 3 gpm tank- 
less heater, 14%” circulator, relay, 3 
gpm flow regulator, Delco Model 
H-200 oilburner. 
Eleven of the 16 models are de- 
signed for hot water application and 
range in capacities of 525’ to 1260’ of installed radiation 
The other five models are for steam application with c 
pacities ranging from 305’ to 705’ of installed radiation 
Made by: Delco Appliance Division, General Motor 
Corp., Rochester 1, N. Y. 


Circle E24 on coupon, this page 





* 


FF-530V 
(Metal Bow! 
with Shut- 
Off Valve) 


CHEMISTONE 
ELEMENT... 

True Filter, || FF-430G 
not a strainer; 4 24 CEES 
exclusive with 

Klemm. 


,- the right filter for every use 


FUEL OIL FILTERS 


@ MODELS AVAILABLE FOR EVERY 
HEATING APPLICATION 


@ CHOICE OF GLASS OR METAL BOWLS 


@ BUILT-IN SHUT-OFF VALVES 
AVAILABLE 


@ EXCLUSIVE CHEMISTONE FILTER 
ELEMENTS 


No matter what kind of an oil burning installation you're 

selling or servicing, there’s a time-proved, customer- 
satisfying Klemm Fuel Oil Filter to keep 
it running . . . and running right. That's 
why it pays to insist on genuine Klemm 
Filters — “Millions Since 1932.” 


Gy APPROVED MODELS AVAILABLE 


Klemm PRODUCTS 


Division oOF- KLEMM AUTOMOTIVE PRODUCTS COMPANY 


1722 North Damen Avenue, Chicago 47, Illinois 


EXPORT: Guiterman Co., 


Inc., New York 4.» 


CANADA: Elgee, Ltd., Toronto 
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Year... After Year... 
After Year... You'll 
he Glad You Sell 
Timken - Scaife 

Today. 


NEW ROTORAMIC OIL HEAT 


Out of the Timken-Scaife research labs comes Triple Guarantee in Writing... Mono-Rotor 
this newly improved version of the famous guaranteed for life... Fuel Savings .. . 10 year 
Wall-Flame Burner . . . the dramatic applica- Heat Exchanger guarantee. 

tion of Thermodynamics that makes home 

heating as modern and exciting as stratoflights 

and sports cars . . . makes ordinary heating 


past history! T | | Mi hh E N 


TIMKEN, for over 30 years the leader in 
home heating, and SCAIFE, a leading manu- PUMEA ol ee 
facturer since 1802, combine their know-how 


to bring you the most important advance in Cc me | i EK 





Oil Home Heating .. . the new concept of 
Rotoramic Action. 


Perhaps there’s a franchise available in your community? Write for information, today ! 


Frieloil & 125 
oilheat 











Announcing the ultimate in Aquastats- 


for both oil and gas burners 





A TRIPLE FUNCTION 
AQUASTAT PLUS RELAY 
ALL IN ONE! 


New Honeywell Triple Aquastat Relay, L8024 provides: 






















vs 1 Low-limit control—for maintaining minimum boiler 
water temperature for domestic hot water service. 





2 Circulator control—to prevent circulator operation when 
boiler water temperature is too low to provide both 
domestic hot water and heat for house. 

3 High-limit control—to shut down burner if boiler water 


H 
A) ‘. 
Ax \\ 
cA ?)) 4 temperature exceeds setting of high limit control 
az P ou , 
SF 
re) 





4 Circulator Relay—to turn on circulator on call for heat 
from low voltage thermostat, provided boiler water 
temperature is above low-limit setting. 





Plus these outstanding features: 








© Ease of wiring and installation—Requires only one boilet 
tapping and has five knock outs for easy wiring. 


9) © Special Zone Control terminals. 


e Fast-acting response. 


») 





© Easy-to-read settings. 
© Sturdy, compact design. 


Honeywell Round 


—world’s most popular thermostat 
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The L8024A 
controls line-voltage 
burner and 
circulator circuits. 
The L8024B is 
specially adapted for 
POWERPILE* 
applications and 
low voltage gas 
valves. Both models 
are ideal for 
packaged boiler sets 
as well as for 
modernization and 
replacement. 











Find out about Honeywell’s Complete line of 
Aquastats—over 20 models to choose from 


No matter what combination of high-limit, low-limit and 
circulator control you desire, there’s a Honeywell Aquastat for 
you. And remember, Honeywell makes control systems for 
every type of heating plant and fuel. With Honeywell you're 
able to rely on one supplier for all your controls. Get com- 
plete information by calling your local Honeywell office. Or 
write Honeywell, Dept. FH-1-12, Minneapolis 8, Minnesota. 


Honeywell 


112 offices across the nation 





Activities of local and national in- 
dustry associations are reported month- 
ly in this department. Secretaries are 
invited to send reports of their Group's 
activities to the editor by the Sth. 


Jake Hamon and Frank Porter 
re-elected to API Offices 
RE-ELECTED chairman of the board 
and president of the American Petro- 
leum Institute at the group's 36th an- 
nual meeting in the Conrad Hilton 
Hotel, Chicago, November 13 were 
Jake L. Hamon of Dallas, Texas, and 
Frank M. Porter of Oklahoma City, 
Okla., respectively. 

Other officers elected or re-elected 
included API Vice-President for Mar- 
keting Dwight T. Colley of Philadel- 


phia, Pa., vice-president and general 








Keep ALL the Profits 


on your next warm-air job! 











e You're giving away profits 

whenever you “farm-out” the 

ductwork on your furnace instal- 

lations. You can easily handle the complete job yourself with “Snap-Rite” 
prefabricated ducts and fittings. You don’t need a sheet-metal shop or special 
equipment—the patented quick-locking feature of “Snap-Rite” ducts and 
fittings makes them easy to assemble. 


Shown above is our most popular and simplified No. 160 line which consists 
of a square main trunk with round branch lines. This is accomplished 
through the use of our standard stock trunk pipe with “‘pre-notch” feature 
and our No. 160 round branch takeoff as illustrated, effecting a reduction 
in size of main trunk at each branch. This method produces a neat air-tight 
installation, low in cost and easy to balance. 


Write for our catalog now and keep ALL the profits on your NEXT job! 


GRAY METAL PRODUCTS, INC. 


P.O. Box 1449 Rochester, N. Y. 








manager of marketing, Atlantic Refip, 
ing Co.; Treasurer B. B. Jennings of 
New York, chairman of the board of 
Socony Mobil Oil Co., Inc.; Seep 
tary Lacey Walker of the America 
Petroleum Institute, New York; Ay 
sistant Secretary R. H. Stewan 
American Petroleum Institute, Ney 
York. 

Hamon is an independent producer 
Porter is a drilling contractor and 
head of the Fain-Porter Drilling Co, 


Out Distribution Division’s 
Library to get 3 more Films 


AT LEAST three more film strips have 
been pledged for the Oil-Heat Insti 
tue Distribution Division’s Library, 
Companies in the process of produc 
ing films are Mercoid Corp., Dok 
Valve and Fugtow & Or Heat, 

The seven film strips now in the 
brary are enjoying a brisk sale, a 
cording to Charles H. Burkhardt 
Division secretary. Major oil com 
panies have purchased them in volume 
and requests have come from Europe 
The films are being shown in England, 
Italy, Norway, Sweden, Holland, Fin 
land and Germany. 

Ben Weichers, chairman of OHI’ 
education committee, indicated that 
several other companies also will 
produce films for the library. 

As an example of the popularity 
and value of the project, more than 
50 copies of the nozzle servicing and 
operation film have been purchased. 
Each of these strips has been shown 
on an average of seven times to ap 
proximately 75 dealers per showing. 


Leonard Braun, new President 


of L. I. Oil Terminals Assn. 


ELECTED president of the Long Island 
Oil Terminals Association, Inc., at it 
monthly meeting December 4 in the 
Garden City Hotel, Garden City, N. 
Y., was Leonard Braun, of Piping 
Rock Petroleum. Other officers at 
Joel H. Haes of Nassau Utilities, 
vice-president; James R. Wells 
Wells Fuel, treasurer, and Joseph 
Shapiré of Commander Oil Co., 
retary. Retiring president is Thomas 
FP. Hickey, Meenan Oil. 
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. Introducing the NEW... 


Arduanced Denia. 


def" 





AUTOMATIC | 


i 


HUMIDIFIER = 


With 4 NEW ( +f. z 

Features: - —=== | 
Most Wanted 
by Dealers! | 


a 









psn 







¥ NEW, Revolutionary, Unbreakable Glass Fiber Evaporator Plates*! 
New Easy Access Inspection Plate Slips On and Off without Tools 


¥50% More Humidifying Capacity...5 Evaporator Plates Furnished 
¥New Cut-Out Template... Cuts Installation Time in Half! 





. and as always... No Float...No Drip ...No 

Clog ... No moving parts to wear out or stick... 
‘ ce ; Auto flo “159” 
with large size orifice replacing the commonly 


used needle or float valves. Entire 


Avtomatic Humidifier 


ve service call-backs and 
Customer Satistg 


eliminates @xpensj 


=<@y assembly rustproofed. Fits every ction. For 


type of furnace, every type 92" Clip coupon for aoe 
of bonnet. Oil Filters an Auto flo Fye) 


| el) 
i 






AUTO-FLo 
a An Auto flo exclusive! No other 12085 Dixie RPORATION 


Street, Detroit, 39 Michiga 
n 


me full i . 
of unbreakable glass fibers, ES nian oe ies 
Ul Filter 






Evaporator Plate like it! Made Please send 





miraculously changed to soak ~ 0) Auto-Fic Automatic Humigin 
er 





up water at a record rate! 





a 
—. 
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AUTO-FLO 


ie 






Ouc Director tells NYOHA war, nor are they aware of the tre’ come with our increasing Population 
about Program’s Objectives mendous contribution the industry “The oil industry is big today, hy 
makes to everyday living. For exam- _ not big enough for tomorrow.” 
ple, he reminded the NYOHA members Actually, he continued, the puble 
that any time they install an oilburner, likes the benefits that come from big 
there’s never any question about fu- _ business, but people harbor an inher: 
ture fueloil supply; it’s just taken for — ent distrust not of what big busines 
granted that it will be available and does now, but what it might do in the 
it is. future. These fears, Miller explained 
Alluding to the popular notion that —_ include such notions that if there wep 
gram. the oil industry is “too big,” Miller | too few companies, it’s conceivable 
He began with the observation that | temarked that, with the virtually wad they coukd-control or withhaiaay 
people in general do not appreciate the limited possibilities for expansion of ~— from the market eh make then 
job the oil industry did during the the country’s economy that is sure to available only at fantastic prices, 
The omc, basically, Miller said 
endeavors to dispel such distrust by 
showing that the oil industry is a good 
| neighbor and that its people and com 
2 giles oe 86) panies are good citizens. In effet, 
% % | olc tends to forestall and make wy 
necessary any Government interver 
tion and lets all the industry operate 
on a competitive, independent basis 


THE DECEMBER 3 meeting of the New 
York Oil Heating Association fea- 
tured a talk by H. B. Miller, executive 
director, Oil Industry Information 
Committee, American Petroleum In- 
stitute. He discussed what the OIIC is, 
what it hopes to do and how the fuel- 
oil dealer can participate in its pro- 





a 


<4 . 
=e oe ., 
‘Qvale 


If the American people hear the 
| story of oil honestly and simply told 
he concluded, the public will insiston 
oil products produced under free a 
terprise and offered at reasonable 
prices. 


4 
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Super Model LW-12 
The only “pocket 


po ln 3 ll 2 ; 4 a Joseph Farrell, Metropolitan Pett 


a I og 4G ” ES S Wiese = 4g | leum Corp., presided at the meeting 
jaunds. “Pobber- ae 4 oo a | and introduced John Harper, Hafper 
— Ol oell cS YO _...eae Oil Co. He described in some detail 
ae pigs ee the workings of omc in the Greater 

Super Model MW-14 | New York Area, of which district ht 

ae bo Hanes gad 7 | is chairman, outlined the programs 


sat ; : and materials available for local i 
e You eliminate the high cost of repeated effort, inadequate | and explained how oilheating dealas 


suction, and old style tool equipment when you choose a Super | may contribute to and participate il 
Suction® cleaner. The wide range of models provides heavy duty, | the activity. Harper, in turn, inti 
wet and dry pick-up to meet massive requirements, real commercial | duced Miller as the principal speaket 


performance in light weight, low-cost units for small capacity work. 


Furnace cleaning of all types is quickly and efficiently done with | Sin sie ei Ree 
both the Super Model LW-12 and the Super Model MW-14. These | Beating-cooling Schoo! 7m 
small compact Super units are designed especially for easy handling | THE SECOND series of classes on OF 


and the utmost portability, with exclusive Super feature for con- burner and airconditioning service be 
venience and performance. ing held at the new Essex Coumlj 


Vocation School, Irvington, N. J. aot 


THE NATIONAL SUPER SERVICE COMPANY underway January 2 and will conti 


| é sie 
1951 N. 12th ST. TOLEDO 2, OHIO Monday and Wednesday evenings# 


Ss n, Wil 
SALES AND SERVICE int Principal Cities eleven weeks. The first sessio ie 
IN CANADA: Plant Maintenance began October 1 and was limi 


“Once Over Does Ie” oilburner service, was attended by # 


SUPER EUSTON. as 


Power Suction Cleaners + Quality Foor Machines | Ex County and to employes 


Essex County firms. Others pay # 
“THE DRAFT HORSE OF BUILDING MAINTENANCE MACHINES” HA 
nominal tuition fee. 
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in| ee Furnaces 
e then vam | fs od 
es, a haaweee bee ‘ 
r said, ; ol Nee e3 
ee | | designed to 
; a good 8 ' 
| meet all 
effect, i Mo} \ J | eC eC all 
ike w fa i ee k d d 
ve | , market demands 
Operate id 
‘ basis, T. a a bé 99 
re : ...with the important “plus” of 
yo — optional FUTURE COOLING! 
: — | 3 Only Airtemp dealers enjoy such unparalleled sales 
ree | opportunities because Airtemp offers such a complete 
sonable | _| | selection of superior-engineered air conditioning. 
Selling the Airtemp heating line holds another impor- 
1 Pettor a | | tant benefit, too. It’s Chrysler’s two-way ‘‘design for 
meeting | | the future!”” First, dependable performance—continu- 
Harper “i meee ing customer satisfaction—Chrysler-engineered. Second, 
detail ; optional cooling lets buyers convert Airtemp furnaces 
Cea ae se to yearound air conditioning any time! 
r | |} s a 
| a Big-Scale Promotion Help for You! 
Oa ao Lee Effective new Prospect-Getting Campaigns—new sales- 
xcal Use |. ae making Special Promotions—and a whole array of other 
dealers | gee brilliant, new Merchandising Aids! And big full-page, 
ipate in = ——| st ca full-schedule national advertising! Why not join the 
inte ee Chrysler Sweep Forward? Write for details on Airtemp 
N ie }| ee franchise opportunities today. Airtemp Division, 
pa ae | Dept. FOH-1-57, Chrysler Corp., Dayton 1, Ohio. 
ersey | a r | [te a E = 
egun vente e ‘ - 
PEs Tree eee offers a greater selection of air 
ong th=—AjDH a STi warie conditioning equipment...286 models 
vice an 
County #i i 
. Ja ...38 Of which are furnaces 
continue =| me =p = a 
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| by 100 
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Oui sales training Sessions 
for Baltimore, Long Island 


THE SALES Training School of the 
Distribution Division, Oil-Heat Insti- 
tute of America, under the direction 
of Ray Horan, will hold three-day 
sessions this month in Baltimore, Md., 
and Farmingdale, L. I., N. Y., for 
oilheating salesmen. 

The Baltimore school, sponsored by 
the Oil Heat Association of Maryland, 
will begin January 23. The Farming- 
dale session to be held at the Long 
Island Agricultural and Technical In- 


stitute under the sponsorship of the 
Oil Heat Institute of Long Island, will 
begin January 16. During this school 
session, a special class for owners of 
oilheating businesses will be held the 
evening of January 18. 

Tuition for the three-day training 
classes is $30. 


AsHAE Awards to be made 

at 63rd annual Meeting 

THE HIGHEST AWARD of the American 
Society of Heating and Air-Condi- 
tioning Engineers, the F. Paul Ander- 








SPEEDI-CLEAN: 


The Service Man's Friend! 


SPEEDI-CLEAN 
Helps You 


4. Ways: 


|. Removes carbon, grease 


& oil 


2. Rinses off with water 
3. Has no bite 


4. Non-inflammable 


A SUPERIO 
STRAINERS, NC 


B pity 





Available through your local 








jobber. Sales Stimulators to 
support your sales efforts are 


available at your wholesaler. 


THE CHEMCAT COMPANY 


DERBY, CONN. 


Manufacturers 


Fuel Tonic Fueloil Conditioner, and 


of: White-Sno Hand Cleaner. 
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son Medal, will be presented to M.k 
Fahnestock, research professor at the 
University of Illinois, and the grade of 
Fellow will be conferred upon fiy 
other members of professional disting 
tion at the closing banquet of the Soci 
ety’s 63rd annual meeting, Februay 
25-28 in Chicago. 

The F. Paul Anderson Medal 
awarded for outstanding work in the 
field of heating, ventilating and air 
conditioning, will be presented t 
Fahnestock in recognition of his con 
tributions covering heating method; 
and equipment and in the physiolog 
ical aspects of airconditioning. Dur 
ing his 29 years’ membership in the 
Society, he has served on 12 Society 
committees and has prepared or w 
authored more than 20 papers in the 
Society’s publications. 


The grade of Fellow, which will bk 
bestowed for the first time, will k 
conferred upon Walter L. Fleisher, 
New York; L. N. Hunter, Johnstown, 
Pa.; J. Donald Kroeker, Portland, 
Ore.; Charles S. Leopold, Philadel 
phia, Pa., and Samuel R. Lewis, Chi 
cago, Ill. The honor is given for sub 
stantial contributions through educx 
tional, inventive, research or origina 
work for the advancement of heating, 
ventilating, cooling, airconditioning 
and allied arts and sciences. Fleisher, 
Leopold and Lewis were recipients 0 
the F. Paul Anderson award in other 
years. 






’07 steel boiler Sales may 
set Record, Institute told 


GOOD NEws of 1956 steel boiler sale 
and an optimistic report on the prov 
pects for 1957 were presented at the 
semi-annual meeting of the Steel Boiler 
Institute, Inc., Hershey, Pa., October 
22-23. 


R. A. Locke, president and genetd 
manager of the Institute, reported 
that the sales of steel boilers for the 
first three-quarters of this year wet 
ahead of those for the corresponding 
1955 period. P. K, Addams, chat 
man of the sales promotion comml 
tee, quoted figures of the F. W. Dodge 
Corporation indicating the belief that 
1957 will be a good year for the build 
ing industry with a strong possibility 
of its being the best year in history. 
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ur fo7 FORECAST FOR GULF SOLAR HEAT — DEALERS 
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This much seems certain for 1957: the Gulf 

Solar Heat Brand Dealer will continue to hold 

the edge with “The World’s Finest Heating Oil” — 

proved best in more than a million homes. 

The fast-growing popularity of this superb fuel, 

plus the prestige of the famous Gulf name, assures the 

Dealer greater-than-ever sales opportunities in the 

year ahead. What’s more, invaluable sales and marketing 

guidance available through Gulf’s modern comprehensive 

business building program, supported by personal 
SZ counseling service, further enhances the 

SOLA R HEAT Solar Heat Dealer’s position for ’57. Basically, 

he’ll be in a good selling spot—and Gulf 

will help keep him there! 





heating oil 


LF OIL CORPORATION « GULF REFINING COMPANY 


gilt oil, 133 
liters 















Out of Wisconsin celebrates 
Christmas at holiday Party 


MEMBERS of the Oil Heat Institute of 
Wisconsin, Inc., Milwaukee, Wis., 
celebrated Christmas at a_ holiday 
party December 13 at Aliota’s, Mil- 
waukee. The evening program of 
music, presentation of gifts and enter- 
tainment was arranged by a commit- 
tee including Charles Matheny, chair- 
man; John Eagle, Robert Hopson, 
Pirie Benson, Ray Chappie and Ernest 
Berger. 













Committee for the 39th annual con- 
vention of the Sheet Metal and Warm 








COMPLETE LINES of Heating Equipment. 
Each Line a COMPLETE PACKAGE! 


m ® 
Boiler Burner Units 
Prewired burner, circulator and controls. Ac- 
cessories: draft regulator; oil line filter; flow 
valve; tankless coil flow valve; safety relief 
valve... all packed in one box, shipped 
with unit. 


Warm Min Furmaces 


Furnace completely assembled (incl. combus- 
tion chamber and blower assembly). Oil 
burner (and 3 basic controls) plus draft con- 
trol and oil line filter normally packed 
together in one box. Prewired units also 
available with burner and controls mounted. 


Ou Bumew 


Improved design, manufacture. Increased 
quality and performance at competitive price. 
No cut in the superior quality that has made 
Herco famous for past 30 years. Still indi- 
vidually fire tested at factory. 


Firing Rates 
High Pressure: 0.65 to 20 gph. 
Low Pressure: 0.50 to 1.50 gph. 
e 


All Herco Equipment UL, ASME, SBI Approved. 


When you examine everything you get with Herco — 
thered no comparwoon for the price ! 


Free Catalogs * Write Herco Oil Burner Corp., Lancaster, Pa. 


Boiler-Burner Units 
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Low Pressure Burners 


Warm Air Units 
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PEPE ART SH CARRERE 








Air Heating Contractors’ Association 
of Indiana, Inc., to be held at the 
Hotel Severin, Indianapolis, February 
7-8, met November 1 in Indianapolis 
to schedule the convention program, 
Convention chairman, Harold Boyd, 
is shown seated above, fourth from 
right. Seated at his right is Frank 
Anderson, executive secretary. Ay 
sociation president Don McCloskey 

is standing, sixth from right. 





















Warm Air Contractors outline 
Program for coming Convention 








‘A BETTER JOB” will be the theme of 
the 39th annual convention of th 
Sheet Metal and Warm Air Heating 
Contractors’ Association of Indiana 
February 7-8 at the Hotel Severin, Iv 
dianapolis, Ind. Speakers and discuy 
sion groups will bear on the them 
with relation to better advertising th 
sales promotion, design and install 
tions, customer relations, dealer mar 
agement and profits. 

A preview of proposed new taxes 
for Indiana will be given by Marshil 
Abrams of the Building Congress 0 
Indiana. An informal banquet the ew 
































ning of February 7 and a stag patty ol 
the following evening will be features ne 
also of the convention. sior 
cho 
mov 


Weldon named Chairman 
of NEMA Controls Section 


ELECTED chairman of the Automati 
Temperature Controls Section of the 
National Electrical Manufacturers Av 
sociation at its recent convention We 
F. E. Weldon, sales manager, Get 
eral Controls Co., Skokie, Ill. Vie 
chairman is R. S. Penn, presides! 
Penn Controls, Inc., Goshen, Ind 
Chairman of the section’s general & 
gineering committee is S. C. Marshall 
manager, sales engineering, heati™é Oo 
controls division, Minneapolis-Hon’ 
well Regulator Co. 
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e's more proof of sustained accuracy... 


things you can see with your eyes: 


Measuring chamber has 
only one moving ele- 
ment. No complicated 
mechanism to get out 
of adjustment. Occa- 
sional dirt. won‘t dam- 
oge a Red Seal... 
chamber is easy to re- 
move, easy to clean. 


Double-case design 
eliminates distortion of 
easuring chamber 
caused by pressure or 
Piping stresses. Pre- 
vents binding and un- 
even wear. 


Aeouracy You Can Lank Qn 


NEPTUNE METER COMPANY 


hiss 











“Capillary” seal... 
a thin film of liquid 
+ «+» prevents wear be- 
tween piston and cham- 
ber. Seal is rigidly 
controlled by precision 
machining . . . stays 
constant through long 
accurate life. 





This patented ‘’Gear 
Shifter’ firmly locks 
calibration. Cannot 
drift or slip between 
tests. Easy to adjust 
when required, but it’s 
seldom required. 


50 WEST SOth STREET 


NEW YORK 20, 


AT SINCLAIR’S FT. MADISON, IOWA, TERMINAL: 
Neptune’s Accuracy 


Defies Heat, Cold and 


Seven Years of Heavy Load 


Working year-round in temperatures from 12 below to 109 above, 
these seven Red Seal petroleum meters have put through a yearly 
average of 6 million gallons each since Jan. 9, 1950. Some, on 
gasoline, have averaged far more, most of the time at peak 
flow-rates! 

To keep pace with modern marketing methods, the meters were 
up-dated recently by adding Print-O-Meter registers . . . a move 
made economical by Neptune’s exclusive Unit Replacement Plan. 
In the memory of Mr. Stan Huston, superintendent, there’s been no 
trouble except when a foreign substance accidentally got in some 
years ago. The meters still show no signs of wear. 

An unusual record? No. Chances are you, too, are getting the 
same fine performance from Red Seals on trucks or loading racks. 


Good reason why you should specify Red Seals next time, too. 





























RS-27 


Branch Offices. 

ATLANTA « BOSTON «+ CHICAGO + DALLAS + DENVER 
NO. KANSAS CITY, MO- « LOS ANGELES + LOUISVILLE 
PORTLAND, ORE. ¢ SAN FRANCISCO (Millbrae) 

IN CANADA: NEPTUNE METERS LTD. 

1430 LAKESHORE RD., TORONTO 14, ONT. 


N. Ve 








THESE ’57 CHEVIES TURNED THE 








TOUGH ALCAN HIGHWAY INTO A TURNPIKE! 


They took the “‘teeth”’ out of North America’s 
toughest truck run in an amazing display of 
stamina and dependability! The Chevrolet 
Alcan test called for great truck components 
... and here they are, the same modern fea- 
tures you’ll get in your ’57 Chevy! 

Modern high-compression 6’s—a time-proved 
Chevrolet truck 6 made the tortuous Alcan High- 
way test look easy ... registered a high 18.17 
miles per gallon! 

Short-stroke V8 power—with the shortest stroke of 
any truck V8’s, new Chevy engines stand first in 
their field for efficient load-pulling! Their great 
performance in Alaska proved it! 

Safe, sure brakes now Alcan proved—in medium- 
duty models, Hydrovac power brakes* supply up 
to 85% of the braking effort! Powerful Air- 
Hydraulic brakes* gave peak stopping power in 
heavy-duty models! 

Unit-design cab and body construction—Chevrolet 


1957 CHEVROLET TASK-FORCE TRUCKS 


PROVED ON THE ALCAN HIGHWAY...CHAMPS OF EVERY WEIGHT CLASS! 
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truck cabs and bodies remained tight and solid on 
Alcan bumps, showed that they’re built to last! 


Rugged Synchro-Mesh manual transmissions—they 
displayed never-say-die durability .. . came through 
with smooth, flexible, trouble-free performance! 


Revolutionary Powermatic transmission* — Drivers of 
heavy-duty models reported shift-free driving ease 
on Yukon grades, safer downhill hauling with the 
hydraulic retarder! 

Sturdy frames and long-leaf springs—these brawny 
chassis components proved they can take it when 
the going is roughest . . . took the Alcan’s worst 
with strength to spare! 


These Alcan-proved Task-Force 57 features and 
others like them (such as extra-heavy rear axles, 
mighty Triple-Torque tandem options, and new, 
improved tubeless tires) are ready to tame your 
tough truck runs too! Boost your hauling profits by 
seeing your Chevrolet dealer soon! . . . Chevrolet 
Division of General Motors, Detroit 2, Michigan. 

*Optional at extra cost. 
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The basic engineering advance in the 
MictoMist burner is a revolutionary new 
ttomizing principle. Heavy oils, including 
teary No. 5, are reduced to minute particles 
that have the characteristics of a gas rather 
in a spray. The oil becomes an oil mist 
ot fog that will remain in air suspension 
) to 24 hours or longer. 
The heart of the MicroMist burner is an 
genious supercharger, or compressor. 
The oil is mechanically atomized as oil and 
it pass into the compressor. This mechan- 
tal atomization is as far as other burners 
. But in the revolutionary MicroMist 
umer, the compressor-atomizer further 
ues the oil spray, by heat of com- 


RON FIREMAN: 
ole Cugineered wriinc AND COOLING 


IRON FIREMAN MicroMist Burner 


up a whole new market 
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Why is it called the MicroMist burner? 


pression, to a microscopic air-oil mist. 

This highly combustible vapor (which is 
easily ignited by an electric spark) is di- 
rected into the firebox by the nozzle. Unlike 
other oil burners, the nozzle is not a critical 
part, because it has nothing to do with 
atomization. There are no small passages 
subject to clogging. Electric oil heating is 
required only for the heavier grades of 
No. 5, and then only for starting or pump- 
ing. The power load is exceptionally low. 
Extremely precise modulation is achieved 
through a variable volume pump. 


Far beyond competition. The Iron Fireman 
MicroMist burner fills a definite need in 


THE 1ROM FIR Oman 








HEAVIEST No, 5 


MODULATION 


all types of medium sized firing jobs. It 
fires low-cost heavy oils with little more 
attention than a domestic oil burner. Choice 
of oil grades is almost unlimited. It will 
follow a variable load with great accuracy. 
It is a packaged unit, with a complete 
factory wired and installed control system 
in an enclosed integral panel. It is available 
for two uses ; conversion use in any type of 
boiler, or as a component part of boiler- 
burner units, using boilers produced by 
leading manufacturers. Fuel and mainte- 
nance costs are low; it is a clean burner. 

The Iron Fireman MicroMist burner 
offiers an exceptional opportunity to deal- 
ers. Mail coupon for more information. 


IRON FIREMAN MANUFACTURING CO. 
3378 W. 106th St., Cleveland 11, Ohio 
(In Canada, 80 Ward St., Toronto, Ont.) 


© Please send literature on the Iron Fireman 
MicroMist burner. 


( Send information on Iron Fireman dealership. 


Name. 
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Bernard Ziv new President 


of Chicago Oil Men’s Club 


NEW OFFICERS and directors of the 
Chicago Oil Men’s Club, headed by 
Bernard G. Ziv of Shell Oil Co., as 
president, were elected at a meeting 
of the group December 6. 

Others named were Walter F. Vogt 
of Standard Oil and Robert A. Zust 
of Cities Service Oil Co., vice-presi- 
dents; Charles Ephgrave, Jr. of Car- 
son Petroleum Co., treasurer; Alfred 
F, Kemnitz of Illinois Farm Supply, 





secretary; Paul D. Bremmer of Ross 
Fuel Co., H. F. Carney, Kerr McGee 
Oil Ind., and Murray M. Hale, Clark 
Oil Ref. Co., directors. 

Continuing as directors for 1957 
are Ed Walters, Gary Garrett, Lou 
Goldman and retiring president Ray 
Duffett. 


Illinois Chapter, ASHAE, 
hears Dunham-Bush Official 


D. N. CROSTHWAIT, technical advisor, 
Dunham-Bush, Inc., Chicago, dis- 





Che Cube Uithin a Cube 


Gives You 80% or More Heat Absorption 





storage 

< 250 Gph 

Oil or Gas Fired at 100° 
ASME, rise 


National Board 


Write or Wire for Prices, 
Catalog, and Installation Manual 


WATER and 
STEAM 
BOILERS 
560 to 5960 
sq. ft. water; 


350 to 3730 
sq. ft. steam. 


80 gal. 


Oil or Gas Fired 
ASME, National Board 


with Dewey-Shepard's Patented Design 















GALVANIZED 
WATER HEATERS 


) 

























Peru, Indiana 





The DEWEY -SHEPARD somer co., inc. 


Telephone: GRidley 2-2522 
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cussed high temperature heating be 
fore the November meeting of the 
Illinois Chapter of the Americap 
Society of Heating and Air-Conditiop, 
ing Engineers. 

He described systems using water 
at initial temperatures ranging from 
300° to 400°F and pointed out the 
advantages of such systems. Crosth- 
wait concluded his talk by saying that 
each plant presents many different 
problems, conditions, and objectives 
and that all these requirements must 
be studied to result in the type of syy 
tem that best will serve the needs, 


Cumberland (N. J.) Group 
appoints publicity Committee 


A THREE-MAN COMMITTEE has been 
named by the recently formed Cum 
berland County (N. J.) fueloil deal 
ers. Mr. Lang will be in charge of 
the Bridgeton area; Frank Mayhew, 
Millville; and Ben Laury, Vineland. 

Marco Cheli is president of the 
group which meets regularly on the 
second Monday of each month. 

At one of the recent meetings, Clif 
Garwood, Atlantic, spoke on credits 
and collections and at another meet 
ing Ralph Bratt, Esso, discussed saley 
manship. 


Directors listen to Report 
on licensing Law, Standapds 


A REPORT on a study of Maine licens 
ing laws and standards and _ recom 
mendations for amendment was pt’ 
sented at a meeting of directors of the 
Maine Oil & Heating Equipment 
Dealers Association December 12 by 
a legislative committee headed by Jake 
Holmes. The committee appointed by 
Association President Ed Hacker als 
included David Fuller and Lou Cook. 


North Carolina Oil Jobbers 


list Spring convention Date 


THE SPRING CONVENTION of the 
North Carolina Oil Jobbers Associ’ 
tion will be held at the Carolina, Pine 
hurst, N. C., May 12-15, 1957, Doo 
Ward; secretary, has announced. The 
convention program will be announ¢ 

at a later date. 
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Thrush Horizontal 
Flow Control Valve 


Angle Valve — 
available with or 
without air tube 


Thrush Water 
Circulator 





HOT WATER HEAT 
AT LOWER COST.. 


THE THRUSH Flow Control Valve 
with air tube used with the Thrush Water 
Circulator, assures better hot water heating 
at lower cost. Fuel is saved because air is eliminated automatically, circu- 
lation is positive, and the distribution of heat is accurately controlled. 
There is no wasteful overheating. 














MADE IN THREE TYPES 


Thrush Control Valves are special check valves which operate 
by pressure head developed by the Circulator. Patented opening below 
seat vents into pressure tank. The vertical valve with air vent tube 
provides both flow control and air elimination. The angle valve, avail- 
able with or without air tube, saves pipe and fittings. The horizontal 
valve is suitable for zoning and all installations where headroom 
is vital. 

See your wholesaler for more information 
or write Dept. C-l. 


wa. TH RUS HH a company 


PERU, INDIANA 














Q. I usually install smaller burners, 
but last fall installed a 6.0 gph gun, 
designed firebox on basis of 70 square 
inches of firebox floor per gallon-per- 
hour, which I understand is a widely 
used thumb rule. 

Carbon forms in_ troublesome 
amounts on both side walls of this job, 
though none forms on floor or back 
wall. Oil burns on firebox side walls, 
giving chimney smoke and soot and fre- 
quent need to clean the flues of the 
furnace. Different nozzles and atomiz- 








Known 
the 


Quality 
Sump 
Pump: 
Model 
G-200. 





and Used 
World Over! 








18 Different Oil 
Burner Models 





CS-75 
CSA Approved 








50 to 40.0 Gph. 


Approved by Underwriters 
Laboratories, Inc. 


Commercial Standard 








Li Model TB 
.75 to 3.0 Gph. 


One-Piece Cast 
Aluminum Housing 








Representatives and Distributors: Some Exclusive 
Territories are Still Available—Contact us NOW! 


Model BS 


.75 to 10.0 Gph. 


Solenoid Shut-Off 
One-Piece Cast 
Aluminum Housing 
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ing pressures not having helped at qj 
even narrow-angle nozzles, I now hope 
fully turn to you for suggestions, 

E. F. O., Portland, On 






A. The 75 sq. in. thumb rule my 
be suitable for burners having exc, 
lent firing heads, which provide e 
ceedingly compact and well-shape/ 
flames. But this thumb rule provide 
insufficient firebox floor area for many 
burners, including no doubt th 
burner you installed. 

Consider equipping the burner wit, 
a better firing head, or with better air 
handling parts for its gun tube, whici 
will produce a more compact flam 
Or try a considerably lower firing 
rate, say 4.5 gph, in the hopes thi 
this will heat the building properly by 
a smaller flame that fits the firebox you 
installed. 

The widely used “B & W Firebo: 
Handbook” indicates a 6.0 gph flame 
needs firebox floor area of 520 to 54 
sq. in. But you provided only 420 
in. for this job, You can obtain a copy 
of this firebox handbook from The 
Babcock & Wilcox Co., Refractories 
Division, 161 E. 42 St., New York 1/, 
N. Y. 





Q. Gear-type oil pumps used in 
burners give a ripple output which! 
believe is related to flame pulsation 
problems common on small oil-furnace 
and oil-boiler (especially steel with 
highly restrictive flues) installations 

I propose to smooth out the rippling 
output of the oil pump by installin; 
an air chamber or air dome in the nov 
zle line. Why hasn't this been thougl 
of before? 





J. W. B., Duluth, Mim. The wo! 
pan ey 
A. Few oilheating experts agi ig-oil ¢ 


with you in relating flame pulsatio® 
problems to the characteristics of the 
gear-type-oil pumps used in fuel unt With 
As your idea can be tried out vet) Shell Oj 
easily on actual installations whit’ q 
give the pulsation trouble, you should 
try it out to satisfy yourself. 
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Q. In a home having a forced ho: 
water system, firing rate 1.25 gph, 
which is better? A tankless wa’ 
heater, or a tank-type heater hooket 
to a 70-gallon hot-water storage tank 
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lhe words “Certified Comfort” sum 
an exciting plan that assures heat- 
5 agree g'-0ll consumers the best in fuel and 
ulsation §“Pendable, efficient service for their 
s of the lome and business heating needs. 
el unit: @ With the “Certified Comfort” plan 
wut very tell Oil Company certifies premium 
; which fMMlality heating oil and the Shell Deal- 
; should certify premium service. A combi- 
lation designed to push sales to 
‘cord heights. 
ced hot 
s wale! 
- hooket 
ge tank’ 


, Minn. 














A Profit-Packed Plan 


... for bigger sales 





,.. for greater customer satisfaction — 





Sp 





“Certified Comfort” is an assurance 
of the extra services rendered by Shell 
Oil suppliers. Automatic tank refills, 
anti-corrosion treatments of fuel tanks 
plus top quality heating oil will drama- 
tize the advantages of dealing with 
Shell heating oil suppliers. 

“Certified Comfort” means really 
enthusiastic satisfaction to Shell heat- 
ing-oil customers . . . greatly increased 
profits for the Shell Dealer. 


SHELL OIL COMPANY 


50 WEST 50th STREET, NEW YORK 20, NEW YORK 
100 BUSH STREET, SAN FRANCISCO 6, CALIFORNIA 


eloil 

















The Shell “Certified Comfort” plan 


Shell heating oil, because of its eco- 
nomical and clean-burning qualities, 
is one of the best selling heating fuels. 
In addition, the new “Certified Com- 
fort’ theme in the radio, TV, outdoor 
and newspaper advertising campaigns 
of Shell Dealers will point out the 
complete service offered by a Shell 
Heating Oil supplier. 









SOOTMASTER 


V No Outside Bag 

UV No Dust Bag to Empty 

V Disposable Filter for easy 
emptying of container 


Iuterested7 Want more details? 


Fumace Cleaner 


with Disposable Filter . . . 
CLEANS EASIER, SAFER, FASTER! 


V Leak-proof Dust Filters 

V Double Filter Protection 
VU Compact - Light in Weight 
V Easy to Handle 


Contact your jobber or write us today. 
MASTER-CRAFT SUPPLY CO., INC., Dept. FO, HAVERSTRAW, NEW YORK 


Distributed in Canada by: Imperial Refractories, Ltd., Waterloo, Ontario 








Replacing a 66-gallon electric water 
heater that proved inadequate and ex- 
pensive, I want to make certain of 
(a) inexhaustible amount of hot wa- 
ter with three faucets wide upon and 
60 lbs. water pressure, (b) absolutely 
minimum fuel costs during summer 
months, and (c) minimum cost of new 
water heating set-up, for what the set- 
up does. 

E. D. J., Knoxville, Ia. 


A. Unreasonable requirements for 





So channel manent gapp on a oe ee : > 


joull Lib, 


swe QUICK Picg.yp iN. 


ait: in the Small Home 


hot water can be drawn up, and your 
requirement (a) is unreasonable for 
any home that can be heated by a 1.25 
gph firing rate. Consider whittling 
this down to a requirement that two 
hot-water faucets, providing a total 
output of six gpm, should be able to 
provide hot water for ten consecutive 
minutes on a 100°F rise basis. Even 
on that basis, enough hot water from 
this size boiler can’t be provided by 
either a tankless heater or a 70-gallon 
hot-water tank connected to an enor- 


mous tank-type heater. 

Thousands upon thousands of 
homes heated by 1.25 gph boilers ar 
given enough hot water by tankles 
heaters, But to play safe if the hot-wx 
ter requirements in this house ar 
highly unusual (and if the owner can 
afford an unusually costly water-hest: 
ing set-up) consider installing a 100 
gallon hot-water storage tank cor 
nected to the largest tank-type indirect 
water heater you find it sensible to 
install. The tank should be horizontal 





Market with a 


Yes, PROFITS are intensely interesting these days, particularly when 
they come from prestige building merchandise . . . through a market 
that is growing daily. Yes, SHEPHARD Domestic Boilers and Hot 
Water Heaters (incorporating the Percolating Action) have become 
a standard in profits, efficiency and economy. This well known action 
prevents lime, scale and sediment from collecting . . . keeps boiler 
continuously clean . . . thus preserving the life and efficiency of the 
heating unit. Sturdily constructed for long-lasting dependability. 
Completely arc welded from boiler plate and tubes. Thoroughly gal- 
vanized inside and out. Furnished with any desired color (blue is 


standard) with chromium trim. 


Boilers have 
2"' wool 


insulation. 
WRITE FOR 


FURTHER 
DETAILS. 


HEATER CO. unc. 


951 SYCAMORE AVE., TERRE HAUTE, IND. 
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zontal, COUNTERFLOW For basement-less, slab type homes or any 
2h periineter system. May be installed in closet or utility room. With 
or without extended jacket. 

GAS: Type CG-46: 70,000, 90,000 and 110,000 BTU/Hr. input. 
A.G.A. approved 

OIL: Type CO-81: 84,000 and 112,000 BTU/Hr. output at bonnet. 













EXTENDED 


GAS OIL JACKET 





é 


, EXTENDED 
— baie JACKET 










SUSPENDED-HORIZONTAL For attics, crawl spaces or sus- 
pension in utility rooms and basements. 

GAS: Type AG-56: 60,000, 80,000, 100,000, 120,000 and 
140,000 BTU/Hr. input. A.G.A. approved 

OIL: Type AO-91: 84,000 and 112,000 BTU/Hr. output at 
bonnet. 


CENTRAL COOLING 


or evaporator type units available 
with all Richmond Budgeteers, 


SHOWN: Evaporative cooler in- 
stalled in warm air supply duct. 





Vie 
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When Good Sellers Get Tegether! 


RICHMOND 


BUDGETEERS 


WINTER AIR CONDITIONERS GAS- AND OIL-FIRED MODELS 





RICHMOND WEATHER-AIRE “HEATING - COOLING 


Air- and Water-Cooled, enclosed High Boy 


Look to RICHMOND for a complete line—automatic heating—central summer cooling units. 
Other Rheem Products: WATER HEATERS ° WATER SOFTENERS ° WEDGEWOOD GAS RANGES AND CLOTHES DRYERS ° STEEL CONTAINERS 










Here’s a line-up of Richmond’s Budgeteer Series— 
engineered to meet all customer demands for performance 
and economy. Gas or oil fired, with or without 
extended jackets, styles and sizes for all 
installation requirements from 70,000 to 140,000, 
BTU/HTr. capacities. You'll find just the unit that 
means customer satisfaction, generates 
word-of-mouth praise that leads to added sales. 


WRITE FOR FREE TECHNICAL BULLETINS! 



















HIGH BOY For a variety of installations including small spaces 
such as closets or utility rooms. With or without extended jacket. 


GAS: Type VG-36: 70,000, 90,000, 110,000 and 130,000 BTU/Hr. 
input. A.G.A. approved 


OIL: Type VO-71: 84,000 an 
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d 112,000 BTU/ Hr. output at bonnet, 

































LOW BOY For a wide range of installations including full or 
half basement. With or without extended jacket. 

GAS: Type LG-16: 70,000, 90,000 and 110,000 BTU/Hr. input. 
A.G.A. approved 

OIL: Type LO-61: 84,000 and 112,000 BTU/Hr. output at 
bonnet. 










s RICHMOND 


PLUMBING FIXTURES DIVISION 


Rheem Manufacturing Company 
16 Pearl Street, Metuchen, N. J. 
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RENICK & MAHONEY, tne. 


EQUIPMENT THAT CUTS COSTS 


pseorncceana Pt 


ROPER 
TANK TRUCK PUMPS 


You get quiet, efficient deliv- 
eries when you use Roper 
Tank Truck Pumps. And your 
pumps last longer, because 
Roper is noted for durability. 
For all grades of gasoline, ker- 
osene, diesel fuel and fuel oils. 
Consult us now about your 
plant or truck equipment prob- 
lems, or write for catalog. 


RENICK & MAHONEY, Ine. 


380 Second Ave. (at 22nd St.) 


New York 10, N. Y. 
Complete Equipment for the Oil Trade 











as high above the heating boiler as 
possible, excellently insulated (2” or 
glasswool insulation or equivalent) 
and provided with a tank-temperature 
control that keeps the burner idle in 
summer when the tank is hot enough. 
Install an excellent tempering valve or 
mixing valve. The foregoing descrip- 
tion covers as expensive a water heat- 
ing set-up as ever is needed in a home 
for use with a boiler fired at 1.25 gph. 
By all means, don’t fail to consider 
installing an independent water heater 
fired by a power burner—perhaps a 
gun-type or wall-flame burner. Con- 
sider using this either with or without 
a hot-water storage tank. 


o, 
“9 


A. E. Hess, who has been president, 
D. M. Dillon Steam Boiler Works, 
Inc., Fitchburg, Mass., has been asked 
by Preferred Utilities Mfg. Corp., 
New York, N. Y., Dillon’s parent 
company, to assume responsibility for 
production at Preferred’s main plant 
at Danbury, Conn. Hess, while con- 
tinuing with the Fitchburg plant, has 
moved his office to Danbury. 











Here's how 
TO PROTECT YOUR 
OIL & GAS BURNER 

AGAINST BLOWER FAILUR 







| 
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Use a SYNCRO-SNAP aap. action centrif. 
gal switch on the blower! This switch will 
immediately shut off the gas or oil flow i 
blower speed falls below predetermined 
normal, which would reduce air supply, 
SYNCRO-SNAP detects speed alone, inde. 
pendently of voltage, load or heat. It oper. 
ates on a fundamentally new Laer > 
which results in an accurately dependable 
and uniform operating life in excess o 
1,000,000 cycles. 

Make your burner completely safe! Write 
today for information on your specifi 
requirements. 


ENGINEERED PRODUCTS CO., INC. 
36 W. Monroe Street 
Bedford, Ohio ® U.S.A. 











up—19 ga. doors) 








More for your Money in 


MORYSY ILLE 





BEST BODY - BEST BUY 


@14 and 16 ga. Body Steel (14 ga. 
throughout for models rated 1 ton 


@12 ga. Diamond Floor Plate 
®Heavy U-Channel Understructure Locking Device 
Electric Welded throughout 
®Telescoping Roof and Hinged Gate Charge) 


IMMEDIATE DELIVERY © Distributors in Principal Cities 


“BODIES YOU CAN 
1) 414 RO) Ma LO) wo i 
LAST INDEFINITELY ody C/o wn 












Morysville U-2 for %,% 
or I ton chassis 





© Full-length Hinges with Brass Pins 

®Solidly Framed Doors and Panels 

© Recessed, Spring-loaded Latches 
with Individual Locks or Master 






© Fendix Undercoating (No Extra 
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picture of a fuel customer 

(about to become an “ex”) 


Customers who run out of fuel may run out on you—fast. 
Degree-day or calendar-day delivery scheduling the Burroughs 
Sensimatic way, keeps them coming back through assured auto- 
matic fuel delivery. And how it slashes your accounting costs! 


Customers stay happy because they always get fuel before 
they need it. Your trucks make maximum fuel delivery per stop, 
are always routed economically. Costly emergency deliveries 
are practically eliminated. 


The Sensimatic automatically streamlines most of your 
accounting and billing, too. It simultaneously prepares customer 
statements and delivery records, shows location of customer 
delivery schedules, automatically figures and records next de- 
livery day, accumulates total fuel delivered by each driver. No 
time-wasting figure rehandling, no need to make duplicate records. 


See how much degree-day or calendar-day scheduling the 
Burroughs Sensimatic way can help your business. Call our nearby 
office, or write Burroughs Corporation, Detroit 32, Michigan. 










































































“Burroughs” and “Sensimatic” are trademarks 


Burroughs Sensimatic 


See the new Oil Heat Institute film “Break Through for Profit,” specially prepared 
for fuel oil dealers. Call our local branch office for full information about the film. 
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American-Standard schedules 

national Tv product Promotion 
A NATION-WIDE television campaign, 
supplemented by a full-scale advertis- 
ing program in leading national con- 
sumer magazines, is scheduled for 1957 
by American-Standard Plumbing and 
Heating Division, New York, N. Y. 


ANOTHER NEW 


Major Oil Company q 
Loading Rack in Action . - - ™ 


SAA Re... 
ae a. 












eG, 


To meet the requirements of the in- 
dustry—distributors, bulk plants and 
marketers—Oilco has perfected this 
assembly of extreme long range—a 
new loader which, without re-spot- 
ting, loads transports and tank cars 
in a jiffy. No intricate mechanism. It 
does its work quickly, easily and 
efficiently. 

This Spring-Matic assembly in- 
cludes No. 150 self-closing, shock- 


bi 


operating with OILCO 
LONG-RANGE LOADER 


American - Standard advertising, 
which will appear on the NBC-TV net- 
work “Home” show starring Arlene 
Francis, will be carried by more than 
60 TV stations. On the daily show, 
more than two million persons will 
see repeated demonstrations of Amer- 
ican-Standard plumbing and heating 
products. 

Also announced by 
Standard is the establishment of a new 
sales district to service the Detroit 
trading area. 


American- 











Sizes 3” and 4” 


proof loading line valve, and two 
Model 857 swing joints equipped with 
TIMKEN tapered roller bearings to 
insure positive alignment and greater 
friction-free load capacities. 

The above illustration shows a 
new, modern installation employing 
24 of these new Spring-Matic loaders 
on two racks, performing the job for 
= it was intended and doing it 
well. 


Write for Folder A-7 for complete description 


OIL EQUIPMENT MANUFACTURING CO. 


INCORPORATED 


3100 VERMONT AVE., 


LOUISVILLE 11, KY. 
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Worthington 
Road Show 














Parked prior to being set up for it 
first public showing in Point Clear 
Ala., the Worthington “Climate Van’ 
looks like any other truck but is not, 
It’s one of two, $100,000 rolling 
showrooms built to tour the country 
exhibiting latest Worthington aircon 
ditioning and heating equipment. 







ee EGE Ae 


Expanded to nearly double its norma 
width of 8 feet by turn of lever which 


slides out sides, top, bottom, front and RL 
rear, van is ready to receive public supp] 
Registration desk inside doubles « il fl 
projection booth for slide film, sound lation 
movies. per ye 

pallor 

In 

meter 

pump 





Exhibits inside van include samples 
from Worthington’s new lines. 
unit heats and cools the van 18) 
Cutaways, glass-enclosed equipment, 
transparencies show how Worthing 
ton equipment fits into new 0* existing 
homes, office buildings, factories. 





sh 
M 
ity 








for its 
Clear, 
e Van’ 
1S not, 
rolling 
Ountry 
aircon 
nent. 


Bulk Plant Cuts Loading Time 60%! 


Modernization Improved Efficiency, Eliminated Shortages . .. 


RL. More & Son operate a bulk plant in Vernon, Texas. that 
supplies fuel to three of their own stations and to commercial, 


dilfield and farm accounts. The plant was a gravity flow instal- 
lation without meters. Shortage ran as high as 12,000 gallons 
per year due to overfilling and it took 45 minutes to fill a 1,100 
gallon truck. 

In 1955 the plant was modernized with the installation of 
meters at the loading racks and Marlow vertical self-priming 
pumps put in to speed gravity flow. The six Marlows were 


samples 
es, Ont 
1 itself. 
pment, 
orthing 


sg Shown above are four of the six Marlow Straight-through piping design simplified in- 
existin, Model 20 EVP-9 pumps used to speed grav- stallation of the Marlow self-primers in the 


easily cut in on the lines from each of the plant’s seven tanks. 
A larger Marlow is used to unload transports. Now with the 
program complete, there are no shortages and it takes only 
fifteen minutes to fill a 1,100 gallon truck. The plant now 
handles an average of 100,000 gallons of regular and Ethyl 
gasoline per month. 

If you have a problem in handling petroleum products, see 
your Marlow dealer for the answer. Write today for illustra- 


ted Bulletin PM-06. 


DIVISION OF 


BELL & GOSSETT CO. 


Midland Park, N. J. 


Morton Grove, Illinois Longview, Texas 


ories. Hy flow from storage tanks to loading racks. gravity flow lines of seven tanks. in Canada: PUMPS & SOFTENERS LTD., LONDON, ONTARIO 
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IRCO 
COMBUSTION 
CHAMBERS 


Add new design and new material 
to the thousand-year-old ceramic 


process—you get IRCO Mirro- 





Glo _insulating-type refractory 
chambers. Preferred because they 
are pressed truc to shape, easy to 
install, improve combustion, and 


are competitively priced anywhere 





in the United States. 


Standard Chambers—Book Tile—Baffes. 
Distributors in principal cities. 


Insulating Refractories Company 
SAN RAFAEL CALIF. 





| Officers and directors of Lau Blower 


gathered in Dayton for an open house 
that marked the opening of a plant 


| addition. In the front row, left to 











right: S. F. Hipple, vice-president; 
T. I. Byrd, executive vice-president; 
Harold W. Faulkender, president; 
Richard L. Perkins, secretary; and 


Lau Blower holds open House 
marking Completion of Plant 


SUPPLIERS, customers and employees 
were guests of the Lau Blower Co. at 
a two day open house celebrating the 
completion and opening of a new plant 
addition in Dayton, O. 


Charles E. Hubbard, _ treasurer, 

Back row: Joseph L. Lair, assistant 

secretary; Harold E. Nemeck, vice 

president; William E. Prather, vice 

president; Ernest Wolford, eastem 

division blower sales manager; Hib 
dreth F. Hendrickson. 


The opening coincided with the sil 
ver anniversary of the firm’s incorpo 
ration in 1931. Housing general of: 
fices, production facilities, a cafeteria, 
and the engineering department, the 
addition adjoins present factory and 
space in Dayton. 











MODEL MB-MERCO BASE DIFFUSOR 


Perimeter diffusor for continuous 
baseboard type installation 











Model 140-C 


Save Moneyl! N 
on Sewice Calls 






USE SCIENTIFIC 
METHODS 


Without messy chemicals 
or fragile components, the 
V ECO all-electric Com- 








MODEL 100-TRU-FUSION DIFFUSOR 


16" and 30" with shutters 
High Efficiency Baseboard Type out-of-wall 
For heating and cooling. With exclusive features of 
greater free area and uniform temperatures. 


Besides Diffuser Type registers the National 
Line includes all types and sizes of registers 
and grilles. Write for Catalog. 







GRILLE ANO 
REGISTER co. 


3169 East 80th Street Cleveland 4, Ohio 








111 Springfield Road, Union, N. J. 
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plete COMBUSTION ANALYZER supplies ex- 
tremely ACCURATE readings of CO:, Temper- 
ature, and Draft on ONE DIAL — and ina 
matter of SECONDS! 


PERMANENT CALIBRATION 
No open wires - NO corrosion 
Uses Sensitive, Temperature-Compensated 
VECO GAS ANALYSIS CELL _ 
Easy to operate $ 
Dry cell battery powered 
Portable - Light Weight - Rugged 


Model 140-A for Domestic use 
Model 140-C for Industrial use 


Available through your jobber 


Victory 


ENGINEERING CORPORATION 





Manufacturers of: 

THERMISTORS — VARISTORS 

TEMPERATURE SENSING DEVICES 

ELECTRONIC AND THERMAL CONTROL 
INSTRUMENTS 


Tel. MUrdock 8-7150 


January 
1957 


































DESIGNED TO PROVIDE 
COMPLETE HEATING COMFORT 
ECONOMICALLY 


he sil 
corpo 
ral of 
eteria, 
rt, the 
y and 


Dealers “‘in the know” recognize that this anaae means: >) 


‘Quality Heating is being stalled here” 


































on e NIAGARA builds quality “year ’round 
air conditioning” equipment which will 
provide years of dependable service. Because ~ 
of this quality, NIAGARA also builds profits fe ‘ 
for heating dealers. Ni AG ARA. 
IC NIAGARA furnaces are gas or oil fired and Series 50” 
available in many capacities and models to fit 
practically every home heating requirement. If fired gas-fired furnace line avail- 
Is you want the “cream of the crop” there is no ie Ss ae ee eee 
te finer furnace than the NIAGARA Series 50. For promeringelibeand tag A * mde oe 
m- economy purposes the quality-built NIAGARA ce tee eee ea eA gprs 
Ke Series 70 furnace “fits the bill’. ditioning.”” 
er- 
x: Get the facts. Find out how NIAGARA offers 
you the opportunity to sell quality heating and 
build profits for yourself. 
ed For complete information, write direct or con- ad 
The low-cost quality fur- 


nace line with High Boy, 
Down Flow and Basement 
Models. Completely avto- 
matic, gas or oil fired, 
available in a wide range 
of sizes. 


tact your NIAGARA distributor. 


NriAGARA 


FURNACE DIVISION 


The Forest City Foundries Co. 
2500 West 27th St. — Cleveland 13, Ohio 












ELECTROL BURNER MANUFACTURING CO., INC. 


ELECTROL 


SINCE 1918 


A Complete Line of Oil Heating Equipment 
A FEW DESIRABLE TERRITORIES OPEN 


Write for details 





22 UNION AVE., RUTHERFORD, N. J, 













H. H. RAGLE 






“Better Methods 
to Cut Costs” 


22 YEARS’ PRACTICAL 
COUNSELING EXPERIENCE: 


® Sales Programs 

® Incentive Plans 

® Fueloil Distribution 
Methods 

® Public Relations 


Consulted and Recommended by 
Leading fueloil-oilheating Distributors 


H. H. RAGLE 
162 West 54th Street 
New York 19, N. Y. 
Telephone: Circle 5-4189 





plants in Azusa, Calif., and Kitchener, 
Ontario. The Kitchener plant is grad- 
ually becoming self-sustaining—with- 
out shipment of parts from Dayton— 
and will become an integral blower 
production unit. 

The Azusa facility produces heating 
and airconditioning registers and 
grilles and eventually will be tooled as 
a self-sustaining blower manufactur- 
ing plant. 


Fire Alarm prevents 
needless fire Damage 


BECAUSE modern ventilating systems 
aggravate fire hazard when fire 
strikes and often produce needless 
damage, an inexpensive home fire 
alarm has been designed by the Ed- 
wards Company, Inc., Norwalk, 
Conn., which provides an automatic 
cut-off of central heating, cooling or 
attic fans in case of fire. 

In announcing his company’s rem- 
edy for the hazard, Robert L. Kemp- 
ton cited a recent fire in a large Con- 
necticut house where smoke circu- 








The company also has operating 









lated by the central airconditioner g 
sulted in needless damage. 

With the Edwards fire alarm gp 
tem, heat from a fire sets off the.alarh 
and simultaneously cuts-off forced ai 
systems. Operation of the automat 
home fire alarm is not impaired by th® 
cut-off relay. 


























American Coils Co. to move 
to new Location in Jersey 
AMERICAN COILS CO., Newark, N. J, 
will move its plant and executive of 
fices to a new building now unde 
construction in Farmingdale, N. J, 
sometime before the end of the year 

The single story structure will cor 
tain 63,000 sq. ft. of manufacturing 
office, shipping and receiving space. li 
will be completely airconditioned ani 
heated with heat pumps. 

The company manufactures a line 
of year-round package airconditiones 
and the Aci Comfortaire heat pum) 
It also makes packaged water chilles 
and forced draft cooling towers. 











NATIONAL 


REBUILTS 
ARE 





















LET NATIONAL 
SOLVE YOUR 

TRANSFORMER 
EXCHANGE PROBLEMS 





NATIONAL REBUILDERS 
1027 GRAND ST., BROOKLYN 11, N. Y. 








Wholesalers! you can 
depend on NATIONAL for 


Acceptability 
Experience 
QUALITY 
SERVICE 














ge —" PROFITS UP! 





THE R. S. TEESDALE CO. 


With Low Cost 


FUELGUARD 


The only remote reading tank 
gauge which needs no direct 
connection to the tank, 


Find out how the simple 
FUELGUARD principle keeps 
costs down—your profits up! 
Send for catalog today. 





Grand Rapids, Mich. 
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PUROLATOR MICRONIC® FILTERS used by New Jersey Oil Distributor 
Joseph D. Forte are pedestal type with flow rate of 300 gpm. 


“| know my fuel’s clean 


“Despite rust which may develop in storage 
tanks or pipes, my fuel is always clean when 
it should be —on delivery,” reports Joseph D. 
Forte, Atco, N. J. Oil Distributor. “‘That’s 
because I filter it through Purolator Micronic® 
filters instead of just passing it through a screen. 
My Micronic filters intercept and remove the 
contaminating particles — even those that are 
too small to be seen by the naked eye. I know 
it’s clean — and so do my customers.” 

Home fuel... diesel fuel...any fuel can be 
contaminated in storage. And the best methods 
of freeing it of abrasive contaminants are offered 
by Purolator’s complete line of bulk filtration 
equipment, with flow rates ranging from 15 to 
1500 gpm. 

A recent addition to this line is Purolator’s 


Loil 
jue 


on delivery 


curb pump filter. It has a high flow rate of 25 
gpm for diesel fuel and almost no pressure drop. 
Its development helps make certain that what- 
ever fuel you filter...and whether you filter it 
at the curb or at a terminal... you can get pre- 
cisely the right filter from Purolator. 

For full details, write Purolator Products, 
Inc., Front and Linden Streets, Allentown, Pa., 


Dept. OB-112 


Filtration For Every Known Fluid 


PURQLATOR 


PRODUCTS, INC. 


Rahway, New Jersey and Toronto, Ontario, Canada 





















Distributors! Jobbers! 
Some N. E. territories still 
open. Write for franchise 
information today. 





) on OM) wh OS — © DED Id = 1 ©) ©) Of OY i — ot ok 
3625 N. Mississippi Ave., Portland 12, Oregon 


stock future products ‘ 
a) OIL FITTINGS for 


Raw COST LESS TOO! Complete stock 3/,” 
~ to 1/2” vent caps, 11/2” to 2” fill caps, 
2” standard locking hinge - type fill 
caps, tile covers. Immediate delivery! 
Freight prepaid on 100 Ib. shipments. 
Sold through jobbers only. Write for 
specifications and low quantity prices. 
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FOR 
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IGNITION TRANSFORMERS 


REBUILDING 
EXCHANGE SERVICE 


REPLACEMENTS 


Burned Out Transformers Purchased 


TRANSFORMER COMPANY, 
326-330 E. 35th St., New York 16, N.Y 











INC, 


Dependable Service Since 1937 









Petrometer Booklet carries 
New York City burner Rules 


A BOOKLET, “Oilburner Installer’s and 
Serviceman’s Guide,” prepared and 
distributed by Dan and Art Bierman, 
Petrometer Corp., Long Island City, 
N. Y., serves “as a guide to the rules 
and regulations of our industry,” the 
foreword explains. 

It reproduces four regulatory meas- 
ures that affect oilburner installations 
in New York City, namely, the New 
York City law to license oilburner 





installers; oilburner rules — covering 
the installation and use of oilburning 
equipment and the storage of oils used 
in connection therewith; rules and reg- 
ulations of the Department of Air 
Pollution Control; provisions of the 
New York City sales tax as they ap- 
ply to oilburner installation contracts. 

All the material contained in the 
booklet has been brought up-to-date 
to include latest amendments and 
copies include a postcard which may 
be returned by the recipient in order 
to receive notices of future changes. 





Tork Time Controls, Inc., is 
new Name of switch Company 





REORGANIZATION of the 35-yearal 
Tork Clock Co., Inc., Mount Vernon, 
N. Y., has resulted in the adoption of 
a new name, Tork Time Controk 
Inc. 

According to Cyril J. White, pres 
dent, the company also has increased 
its board of directors and its capitd! 
ization. The engineering staff has been 
bolstered by the acquisition of new 
talent. 
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NOW there are 14 


(J) 
Cpomlic 


«+ + @ size and type Humidifier for every furnace installation. 











SERIES 555 
Fits any straight side 
warm air furnace. 


Corrosion resi 
tant, stainless steel 
vapor pan 4” x 15’'. Com- 
pletely assembled for quick and 
easy installation. 








New copper overflow on Model 555C. 
New sensitive 
thermostats as- 
sure balanced 


humidity. 


SERIES 577 
Stainless steel. Ad- 
justable to sloping or 

straight bonnet furnaces. 
Pre-assembly cuts labor time and 
installing costs. 


WRITE FOR CATALOG FO-1 


AUTOMATIC HUMIDIFIER CO, Cedar Falls, lowa. 
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Announces Its NEW #5 OIL BURNER 









Twin Nozzle 
Electric Ignition 
5 To 20 GPH 





MODEL XLNT-5 


Here is a gun-type burner you can sell to yout 
commercial and small industrial customers. Our 
new #5 oil burner provides them with: 
© a fueloil costing 30 to 40% less 
e a fueloil containing more heat units per gallon 
© adaptability for low cost #4 oil 
By eliminating complicated parts, we can now offet 
you a new gun-type #5 oil burner which will save 
you time and money on installation and service. 
AND BEST OF ALL you can sell Weatherall | 
competitively! 
WRITE US TODAY FOR*COMPLETE INFORMATION 
WEATHERALL ENGINEERS INC. 


478 Smithfield Avenue ¢ Providence 4, Rhode Island ONE 








January 
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3 Sid Harvey’s Package No. 76 


EXPANDS ONE TRANSFORMER 


TO REPLACE 
j 80% of all domestic TRANSFORMERS 


peepee One Transformer Body with a handful of Mounting Accessories 


Will Replace 195 different 10,000 Volt, 2 Pole Transformers 


te 

















The transformer has tappings to allow it to be mounted with 





either the Hi-tension Terminals in the base or coming out of 








is the end — with interchangeable bases or Add-Ons shown. Inter- 

pany changeable Terminals allow for Buss Bar-Thumb nut-Spring 

al Plunger-Male and Female Rajah connections. 

ernon, . YOUR BEST BET 

‘ion of . ’ is the Complete Package No. 76 for on- 

ntrols % \ the-spot replacements with a minimum of 
ipewise Transformer Inventory. 

, presi \ \ ‘ MUST FOR EVERY SERVICE CAR. 

Teased Body and any combination of Add-Ons 

capital and Terminals can be purchased to fit 


as been 


specific needs. 
f new 


~ swe Available with new or Sid Harvey Rebuilt 
BRACKET ‘Transformer body. 


Write for complete information on your 


Ne letterhead. 
\ LENGTHWISE 
HINGE _ 
\ x >= Bf PEDESTAL 


BRACKET 


\ 


HI-TENSION 
\ IN BASE 
BASE 
| HINGE MOUNTED 
Our 


\ 
BRACKET 


e \ END MOUNT .< 
Hie 
oe THREE BOLT > INTERCHANGEABLE 

, | BASE \ BASE 


| WD YARRNEN vac 


ONE BOLT 46 SID HARVEY STORES TO SERVE YOU WAALASSA SBS 312 Se 
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FUEL OIL DEALERS 





riangle 
is NOW 


offering their latest line of Qual- 
ity Built Truck Tanks with the fol- 
lowing exclusive features: 

% Double Bottom Shells 

% Die-Formed Bucket Boxes 
% Fabricated Steel Tubing 
% Life-Time Guarantee 


% Victaulic Installations for 
Serviceability 
% Compactness 


WRITE, WIRE or PHONE COLLECT 
for further information 


TRIANGLE TANK DIVISION Inc. 


245 Russell Street 


Brooklyn 22, New York 
EVergreen 9-5030 














Penn Controlorama finishes 
fall Tour in Midwest States 


APPROXIMATELY 7,000 manufacturers, 
wholesalers, dealers, servicemen and 
engineers in 16 cities saw Controlo- 
rama, the educational road show of 
Penn Controls, Inc., Goshen, Ind. 

The fall tour ended in Peoria, Ill., 
racking up large midwestern attend- 
ance records, On an average 434 peo- 
ple from each city attended the show 
and 409 industry men were at each 
meeting. 

Only the mountain states and the 


west coast are yet to be covered by 
the current exhibit which emphasizes 
education at the trade level in the 
heating, refrigeration and _aircond: 
tioning industries. 


Excelsior Steel Furnace Co. 
moves to larger Quarters 


A MOVE to new and larger quarters zt 
546 W. Washington Blvd., Chicago, 
has been made by Excelsior Steel Fur 
nace Co., formerly of S. Clinton St, 
Chicago. 
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STONE LINER 


A Product proven 
by HUNDREDS of 
Dealers in THOU- 
SANDS of oil tanks. 


FOR 
LESS THAN 
1/3 OF THE 
COST OF A 
NEW TANK 


Guaranteed to be 
at least twice as 


good as a new tank. 


MEMBER 


Mc GILLIS STONE BASE O/L TANK LINER 


Available Only Thru Instructing Distributors 
WRITE TODAY for the name of our 


Distributor Nearest You 


Exclusive General Distributor 


L. JAMES DEWOLFE 


73 Prescott St., Reading, Mass. 
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STITT TYUTtY YN 


KING ENGINEERING CORP. 


. Ann Arbor, Mich. 


MANUFACTURERS OF GAUGING EQUIPMENT FOR OVER 30 YEAR» 
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A NEW UNBREAKABLE 


FOR ASPHALT, RESINS 
AND SIMILAR PRODUCTS 








NEW HI-STRENGTH 


CAN BE FREED 


WITH A 36-INCH WRENCH 


WITHOUT DAMAGING 


THE VALVES 


PHILADELPHIA VALVES 





There are no weak links, no 
pins that will shear, no threads 
that will strip or shafts that 
will twist off, nor any other 
part that will fail under severe 
load conditions. 

This valve was designed so 
that if the product solidifies it 
can be broken loose without 
tuining the valve. Two men 
pulling with a force of 100# 
each at the end of a36” wrench 
on the square hub on the wheel 
will not damage the valve. 
Under these conditions the 


* Marketing Equipment Company, 325 Fremont Street, 
MOward Supply Company, 5125 Santa Fe Avenue 















New Hi-Strength Philadelphia Valves 
are made in 4” and 6” sizes for either 
in:ernal or external installation. 


ARRAMINGO AVENUE AND EAST TIOGA STREET, 


Pacific Coast Distributors: 


San Francisco 5, 


Los 















screw exerts a force of 48,000# 
on the disc, either to open it 
or close it—a force which will 
break loose any product that 
has solidified. All parts are 
made of steel or manganese 
bronze with alloy steel bolts. 
A self-tightening stuffing box 
is provided at the top. 

In spite of all these features, 
there is no unnecessary metal 
and weight in these valves. 
Specify Philadelphia Valves on 
your next asphalt tank and end 


your troubles. 





PHILADELPHIA VALVE COMPANY 


PHILADELPHIA 34, 










Angeles 11, 


New England Distributor: Northeastern Petroleum Service & Supply, Inc., 37 Brookley Road, Jamaica Plain 30, Mass. 
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California 


California 





















Model 012 


COMPLETE 
INFORMATION. 





OIL BURNER IGNITION | 
TRANSFORMERS FOR ALL 


TIMKEN BURNERS 


Manufactured exclusively for 
us and guaranteed by 


JEFFERSON ELECTRIC CO. 


Mounting Brackets included at no extra cost 


aes MEE, UBT ct 
ONLY 
Model 013 a 193 


Model 019—$26.50 
Liberal Dealer 
Discounts 


























Model 019 


SERVICE and SUPPLY CO. 
914 W. Wisconsin Ave. 
Appleton, Wisconsin 











KOLB REFRACT 














Permaglas Guide simplifies 
Sizing of home cooling Units 
A RESIDENTIAL airconditioning guide 
developed by the training department, 
Permaglas Division, A. O. Smith 
Corp., Kankakee, Ill., to take the 
guesswork out of sizing cooling units 
for homes, is said to produce results 
within 5% accuracy. 

The slide calculator, which permits 
a contractor to compute the heat gain 
for specific types of construction in 
various climatic conditions, considers 





6 PIECE ASSEMBLY 
SAVES YOU TIME! 


Get more jobs done, increase 
your profits, install NU STAND. 
ARD KOLBKAST COMBUS. 
TION CHAMBERS. Six piece 
tongue-and-groove assembly fits 
easily, quickly, snugly. This top 
quality chamber comes in five 
standard sizes to meet all your 
= requirements. Write for de 
tails. 





Meadow & Jackson Sts. 


ORIES CO. 


Philadelphia 48, Pa, 








cooling information contained in the 
National Warm Air & Air Condi- 
tioning Association’s Manual Eleven 
and the American Society of Heating 
and Air Conditioning Engineers’ 
Heating, Ventilating, Air Condition- 
ing Guide. 

Calculations are made in two 
phases: heat gain for the entire house 
in Btu per hours to determine the 
size of the cooling unit, and heat gain 
for each room to determine duct size 
required to carry a proportionate 


share of the total cooling to each sec’ 
tion of the house. 


Five easy-to-use tables printed on 
the slide calculator case contain a to 
tal of 53 construction considerations, 
By combining several of the construc 
tion features within each of the five 
tables, the heat gain can be computed 
for any specific house. The tables in 
clude heat gain factors for exposed 
walls, roofs and ceilings; air leakage; 
transmission loss through windows, 
and sun effect on windows. 
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NEUTRALIZES and DEODORIZES 
FUEL OIL & GASOLINE ODORS 
DUE TO FUEL SPILLS, LEAKS, AND STAINS 





BLE 
ONINFLAMMET yoreTOn” 


NEUTRODA SPRAY — Makes fast work of 
banishing fuel odors. Easy to use aerosol 
can permits fast deodorizing after every 
service call. Gets NEUTRODA into those 
hard-to-get-at places. 





NEUTRODA POWDER — Just 
sprinkle it on. Odors vanish 
quickly, completely — also 
absorbs and removes 

most oil stains. 








THE TANKIT COMPANY, Inc. 


NEWARK 8, N 


174 GOLDSMITH AVE 
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powoth, ves A little NEUTRODA on furnace filter — kills 
pnov objectionable odors. 
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Making the most of your ability to do an ex- 
pert tune-up job will pay you big dividends 
in gaining you competitive leadership and 
neighborhood recognition of your competence 
as a heating expert. The combustion-testing 
kit shown here contains precision-made qual- 
ity instruments with which you can make ful- 
lest use of your know-how in making a fuel 
conservation survey, checking a burner for 
wornout parts and needed repairs, or running 
an efficiency test to close a replacement deal. 

The kit contains the well-known FYRITE COz 
Indicator, the versatile MZF Draft Gauge, the 
all-metal TEMPOINT Stack Thermometer and 
the sensationally new TRUE-SPOT Smoke 


.- PACEMAKER FOR PROFITS 
from Expert Tune-up Service 


Tester. Now, for the first time, you can adjust 
an oil burner quickly and expertly for hig 
C02 without objectionable smoke . . . do away 
with guesswork, and “‘hit and miss fanning 
in adjusting for clean firing. The “Scale 
Soot” which comes with the TRUE-SPOT tells 
you the limits of permissible smoke for va 
lous burners and types of heating systems. 
This amazingly simple method of oil bummer 
adjustment is the greatest advance in com 
bustion testing since the introduction of the 
FYRITE. You will be proud to be among 
first to own this ‘“‘up-to-the-minute” combus 
tion-testing kit. 


For complete information on this and-other new tune-up equipment— 
write for Bulletin 777 


BACHARACH INDUSTRIAL INSTRUMENT COMPANY 


7301 PENN AVENUE ® PITTSBURGH 8, PA. 


January 
1957 
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LOWEST-PRICED QUALITY BASEBOARD 
PER SQUARE FOOT OF RADIATION! 


PANEL LINE 


HANDSOMELY STYLED . . . QUALITY ENGINEERED 


COPPER BASEBOARD RADIATION 


FREE STANDING OR RECESSED 


SINGLE TIER OR DOUBLE TIER 
(See ratings below) MH Ss (Ratings below X 1.40) 


Copper Tube Aluminum Fin 


- PMN 
a 


Damper and Front 
Cover Brackets 









ummm Vane Damper 


Fin Tube Hanger 


APPROVED !-B-R HOT WATER RATINGS 


Av, Water Temp. 160 170 180 190 200 210 220 Gals. per hr. 
BTU/Hr/Lin. Ft. 480 530 590 640 700 750 800 1 
BTU/Hr/Lin. Ft. 510 560 630 690 750 800 860 5 


Hoff ‘Hoy Dariy FIN TUBE 


NEW MONEY-SAVING 680 BTU/HR/LIN. FT. 
DEVELOPMENT at 180° WATER TEMP. 


MAKERS OF SQUARE-LINE 
RADIATION & CONVECTORS 





MANUFACTURING CO. 
BETHANY, CONN. MEMBER I-B-R 


WRITE FOR LITERATURE AND INSTALLATION DATA 

















Here's An Expert— 


THE COMMERCIAL INDUSTRIAL 
OILBURNING BOOK 


Computing boiler load 


Selecting burner size 


Combustion volume 
Boiler types 


Firebox construction 
+. 


Water tube boilers 


Fissloil 9 oilfuegt 


J 
Selection of burner 


ONLY $2.00 A COPY! And other valuable information 








Contains a series of articles of particular value to 
you, including 12 features by Kalman Steiner on 
the “Design of the Industrial Installation.” 


ORDER YOUR COPIES TODAY! 


2 West 45th Street 
New York 36, N. Y. 


Fueloil & Oil Heat 












; 











/ 
ee Dependable as 
“Tomorrows Synrise 


, G-6 Capacities 
ae \ \) 
1 


5.00 GPH to 10.00 GPH 
igs ¥ 


Me \ 









F-45 Capocities 
65 GPH to 4.50 GPH 


G-8 Capacities 
10.00 GPH to 


r forms No. H-5116 20.00 GPH 


1035 for complete 


Approved by Underwriters Laboratories, Inc. 














CLEAN RIGHT puts new 
fire in any heating unit by 
removing soot safely, com- 
pletely. No flash, no flare, 
no intense heat. Removes a 
/y inch coating of soot in 
5 minutes or less. Excellent 
for vaporizing or pot-type 
burners, Will not clog burn- 
er holes, 











Approved and recommend- 
ed by oil burner manufac- 
turers and testing labora- 
tories. 








To be sure of heating efficiency, use 


“CLEAN RIGHT” SOOT REMOVER 


NON-CORROSIVE NON-EXPLOSIVE 
LEAVES NO RESIDUE 


Always look for the broom on the package. 


MILLER PRODUCTS COMPANY 
5615 S. CEDAR RD., LANSING 10, MICHIGAN 

















aX 6) 2S | 
The PERFECT CLEANER and CONDITIONER 


for BOILERS and 
HEATING SYSTEMS 


Saves 10% to 30% in fuel costs. 
Easy to use. Safe — harmless — 
efficient. Non corrosive to Iron, Steel, 
Brass and Copper. One jar services 
from 1200 to 1900 square feet of 
standing radiation. 

Territories open for Distributors and 
Dealers. Complete information 

sent on request. 








Manufactured and sold in New England for over 30 years 


DEALERS! 
Get JOBBERS' PRICES 


on brand new MOTORS, CON- 
TROLS, TRANFORMERS and other 
OIL BURNER SUPPLIES. Also, 
LIBERAL FREIGHT ALLOWANCES. 


WRITE FOR OUR CATALOG. 


CAPP oi Burner suppPLy, INC. 
6133 Market St. ° Philadelphia 39, Pa, 
The Fastest-Growing Mail Order Discount House in the Industry 




















M. J. CROWLEY CO., Box 111 — Norwell, Mass. 























Film demonstrates Armstrong 
time-saving pipe Insulation 


PIPE INSULATION that saves up to 50% 
in installation time over conventional 
insulations is the subject of an 11- 
minute, sound-slide film recently re- 





Scene from Armaflex film. 


leased by the insulation division of 
Armstrong Cork Co., Lancaster, Pa. 

The film is a discussion of Arma- 
flex, new, flexible, foamed plastic pipe 
covering. Designed originally for resi- 
dential airconditioning and dual-tem- 
perature lines, the new insulation has 
been found to be extremely practical 


in preventing condensation on any 
residential-commercial copper tubing 
or iron pipe operating in a tempera- 
ture range of 32-200° F. 

Because of its flexibility, Armaflex 
can be applied to new or existing pipes 
with a minimum of fitting cover fabri- 
cation and only one sundry material. 
No special tools or skills are required. 


Arrangements for a showing of the 
film may be made through any Arm- 
strong district office, or the company’s 
insulation division, Lancaster, Pa. 


New Moduflow Service Manual 
is Third in Honeywell Series 


A HANDBOOK on electronic Moduflow 
for installers and servicemen has been 
published by Minneapolis-Honeywell 
Regulator Co., developer of the tem- 
perature control system that regulates 
indoor comfort according to outdoor 
weather conditions. 

Designated sA-2476, the booklet 
contains a trouble-shooting guide, 
schematic wiring diagrams and cali- 


$n 


bration information on line and low. 
voltage systems both with and without 
automatic night-temperature set-back 
The third in a series of pocket-size 
manuals, previous handbooks con: 
tained information on warm air 
“zone” controls. 


Canadian Underwriters’ 
issue new tank Standard 


UNDERWRITERS’ Laboratories of Can: 
ada have published a completely re 
vised Standard for Inside Tanks for 
Oilburners (Subject C80) which sv 
persedes the first edition dated March 
1950. 


The new edition reflects the tes 
ing and inspection program of the 
Laboratories, plus information ob 
tained from manufacturers, users, it’ 
spection authorities and others having 
specialized experience. 

Copies of the Standard are avail 
able upon request from Underwriters’ 
Laboratories of Canada, P. O. Box 38, 


Toronto 16, Ontario. 






















Write for Catalog 
Sheet F today! 


ten times over! 








Deliver More 
Per Mile! 


with HIDY-BROWN Degree-Day Recorder. 
Now available on LEASE—only $85 year! 


Hidy-Brown Degree Day recorders are used by 
hundreds of leading firms. 


They report more gallons per delivery; fewer 
trucks to do the same job; better customer re- 
lations. All this is done by AUTOMATIC system 
that tells you how many gallons are in your cus- 
tomers fuel tank at any given time! You can 
schedule your trucks for maximum deliveries; 
save expensive single-hops. It will pay its way 


HIDY-BROWN Recorder Company 


6988 Five Mile Road Cincinnati 30, Ohio phone: BEchmont 1-8481 


Gallons 











RAJAH TERMINALS 


FOR OIL BURNER SPARK PLUG 
IGNITION CONNECTIONS 
Made in Two Styles 
CRIMP TYPE and SOLDERLESS 





Code Ne. C/T #11 


THE RAJAH CO., 35 Verona Ave., Newark, Nd. 


Cede Ne. $-SOS #11 
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SHOW ISSUE 
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low 
thout 
back, HIS IS OUR official issue for the 13th HEATING & AIR CONDI- 
pe TIONING EXPOSITION, Chicago, February 25th—March Ist. 
ait Extra copies will be printed for distribution at the Show. It will be a 
focus of information for those around the Nation who will not attend the 
Show, as well as the thousands who will go to Chicago. There will be com- 
plete Show Data included. This offers Exhibitors a special chance to “pre- 
Can sell” their Exhibits and their products. For Non-Exhibitors, this is an 
y te excellent opportunity to share in the very great interest our field will 
sf 
' - take in this Exposition. No change in the advertising rates. This is a “bonus 
farch value” Issue, with extra circulation for our advertisers, and extra editorial 
oa features for our readers. 
F the 
ob Display your entire line to the oilheating-fueloil industry in the big Show 
i Issue of FUELOIL & OIL HEAT! 
avail 
iters 
“\Snould We Reserve tor You? 
® 
at 
2 West 45th St., New York 36,N.Y. © (MUrray Hill 2-4786) 
A. G. WINKLER, Adv. Mgr. LEE STEEDLE, Ass’t. Adv. Mgr. 
EASTERN REPRESENTATIVE:—Dick Raymond 
Midwest:— 
Jack Metzel, 224 So. Michigan Ave., Room 200, Chicago 4 (WAbash 2-9548) 
Michigan-Ohio:— 
Jim Becker, 137 So. St., Chelsea, Michigan (GReenwood 9-7641) 
Pacific Coast:— 
a Don Harway, 1709 W. Sth St., Los Angeles 17, Calif. (DUnkirk 2-8576) 








Frueloil - 161 
lites 


















If I used fuel oil meter tickets, 
I'd order from Cromwell for 2 
color printing and the fastest 
delivery in the industry. 


Send for FREE catalog 


C 


CHURCH AT 


New personnel Appointments, 
expansion Plans for Wayne 
ANNOUNCED by the Wayne Home 
Equipment Co. are three new person- 
nel appointments, a broadening of 
product lines and plans to increase 
production to meet the demand for its 
private-label oilburners. 

Edward J. Kallenback, former man- 
ager of service and order departments, 
has been named assistant sales man- 
ager. Newly-appointed manager of an 
expanded service department is G. J. 


CROMWELL PRINTERY 


p YUC OR PORATED 
BLEECKER 





NEW YORK TECH 


America’s Foremost School . . 


OIL BURNER 


INSTALLATION AND SERVICING 


Also Courses in: 


. Famous for teaching 


REFRIGERATION & AIR CONDITIONING 








January classes now forming 











WLBASY A, N.Y: 





Remember NEW YORK TECH whether you have 


MEN TO TRAIN, or 
NEED TRAINED SERVICEMEN 


cait or writeNEW YORK TECHNICAL INSTITUTE ext. 1910 


A Division of N.Y. Institute of Technology 
A non-profit educational institution 


500 Pacific St., Brooklyn, N.Y. ¢@ 


MA 5-6220 











Klopfenstein. Now in charge of the 
order department, which also has been 
expanded, is James K. Jordan. 

The company soon will introduce a 
line of domestic and commercial lawn 
sprinklers. 


Petro Co.’s new headquarters 
Building opened at Reception 


AT A RECEPTION and open house held 
November 28 the Petroleum Heat and 
Power Co., Inc., officially opened its 
newly-completed headquarters build- 





YOUR PUMPING JOBS 








HEN you install Vikings, there’s no wasted time with 
slow, uncertain priming ... you start delivering in 
seconds. Delivery is then smooth and constant. There's no 
spasmodic operation to cause damage to valves and 
meters. And to finish, you can strip a tank fast and com- 
pletely with positive Viking Rotary Pumps. They are built 
to pump all liquids, thick to thin. 
To start, send today for pump catalog 57See. 


VIKING PUMP COMPANY 


Cedar Falls, lowa, U.S.A. In Canada, it’s "ROTO-KING" pumps 











ing at 135-16-39th Ave., Flushing, N. 
Y. Company dealers, executives and 
guests were welcomed by Kenneth G, 
MacCart, president; David J. Sullivan, 
executive vice-president, and William 
Ellison, vice-president in charge of the 
new Office. 

The new, 18,000 sq. ft. building 
houses executive offices, sales and serv 
ice departments, accounting division, 
files, stenographic and typing persow 
nel, and thereby merges local branches 
formerly located in Long Island City 
and Forest Hills. The basement is ov 
cupied by a boiler and airconditioning 
room and large storage space for ir 
ventory of Petro industrial, commer 
cial and domestic burners and spate 
parts. 

Forty of the company’s 75 factory 
trained oilburner servicemen are diy 
patched from the new Flushing office. 
The fleet of 200 fueloil trucks com 
tinues to be routed from strategically 
located supply depots throughout Me 
ropolitan New York. 


Opening this new headquarters build 
ing in Flushing, N. Y. completed cow 
solidation of New York City activinés 
for Petroleum Heat & Power 


January 
1957 





